a 
+ 


* 


7 secu... - al 
* 


ol. XXXI, No. 3610 


sed-Car Stocks 
dge Upward in 
softening Market 


Wholesale Prices 
Slump; Retailers 
Turn to ‘Cheapies’ 


By Robert M. Lienert 
Associate Editor 
DECLINING market last month 
resulted in expanded stocks of 
d cars held by franchised deal- 
as of July 1, according to esti- 
ates based on field reports. 
In a corresponding develop- 


pered slightly by 

iemand for used ’57 
wholesale used-car market, 
jing to Automotive News’ 


Used-car inventories were good 
pr 34.5 days of selling as of July 1, 


increase of 13.5 percent from) 


he June 1 estimate of 304 days’ 
upply. 


— inventory development al- 


most exactly paralleled the 1956 
pattern, when 
pod for 30.5 days of selling on 
une 1 and 35.9 days on July 1. 

If the used-car market this 

ar follows the pattern estab- 

in recent years, inventories 
should move gradually downward 
from now until new models are 
introduced. 

Dealers surveyed by AUTOMOTIVE 

s expressed little doubt over 
their ability to handle the current 
trop of used units. 

Most used-car activity seems con- 
fined to cars retailing below $1,000. 

nits with higher price tags are 
sticky,” dealers report. 
Nevertheless, last week’s whole- 

price index showed strongest 
performances in the higher priced 

kets. 

> > = 

Tr ERS complain that the 

used cars easiest to sell are the 
hardest to obtain. That, of course, 
is an old story—demand in the re- 
tail market is quickly reflected at 
the wholesale level. 

Complained a dealer in the 
East: “The market is good for 
clean cars, but try to trade for 
them or buy them!” 

Difficulties in obtaining saleable 
merchandise were blamed by most 
dealers for slackening used-car 
tales during the month. 

A dealer in the Southwest said 


d-car sales had improved during 
(Continued on Page 4, Col. 5) 


Top Cars 


New-car registrations for four 
months, plus 36 states for May: 
1957 Pos. Make 1956 Pos. 
1— Ford 494,711— 2 
Chev. 592,626— 1 
Plym, 195,077— 4 
Buick 227,013— 3 
Olds, 180,564— 5 
Pontiac 146,820— 6 
M 107,212— 7 
84,788— 8 
55,162— 9 
40,736—11 


: 


Dodge 
Cadillac 


PPFFRR Ti rrrererr 


» Further details on Page 42. 


inventories were| 
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First-Half Output—'57 vs. "56... 


Each Car Maker's Share 


Total 
Output, 
1957 


721,082 


CHRYSLER CORP. .................. 


GENERAL MOTORS 
Buick 





Total, Little 2 


Pet. of Gain 
ist Half 


Total 
Output, 
1956 
473,909 
59,153 


Pet. of 
Ist Half 
Output 
21.38 
2.15 
0.72 
2.16 
5.05 
11.30 


30.10 
0.01 
24.31 
0.70 
5.08 
45.76 
7.09 
2.52 
23.48 


_. fe 5 Sees 3,372,850 





‘Three-Day Week 
Cuts Car Output 
'To Low for 57 


by output in the U. S. dropped 
to the year’s low of 73,806 units 
last week as most manufacturers 
went on three-day schedules be- 
cause of the Fourth of July holi- 
day. Previous low for the year was 
the 82,391 cars assembled during 
the week ended June 1, another 
holiday week. 

Last week’s 73,806 cars was only 
59.8 percent of Automotive News’ 
three-year index, as com 
with the 102 percent compiled 
the previous week on 125,909 
units. Last week’s car assem- 
blies, however, were 84 percent 
above the corresponding week a 
year ago, when the makers 
turned out only 68,110 units. 

The previous week’s output of 
125,909 cars, which was abetted by 
heavy Saturday schedules at Ford 
division and Plymouth, helped the 
manufacturers complete June with 
500,271 assemblies—a 5.9 percent 
dip from the 531,365 units turned 
out during May, but a 16.2 percent 
gain over June a year ago, when 
the industry assembled 430,374 
units. 





* * * 


ALENDAR-YEAR car output 
through last Saturday was run- 
(Continued on Page 53, Col. 3) 


Edsel ‘Go’ Nears 
On Dealers, Output 


EARBORN.—Disclosure of Edsel 

dealerships will begin July 14 
at the outset of the week the new 
car enters production, a spokesman 
said last week. Names of dealer- 
ships will be revealed on a local 
basis by regional public relations 
offices. 

The car itself will enter produc- 
tion next week at four plants— 
Somerville, Mass., Mahwah; N. J., 
Louisville and San Jose, Calif. The 
Los Angeles and Wayne (Mich.) 
plants will not phase in until a later 
date. 

In New Orleans, meanwhile, the 
Edsel office announced that Roy 
Edsel Motors, Inc., was the - 
signed dealer for that area. Vy 
Mossy is the owner, at 420 N. Ram- 


part St. 


Ton 
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Ford, Chrysler Get 
ol Pet. of Output; 
All GM Makes Slip 


By Martin L. Whitmyer 
Staff Writer 


— Chrysler Corp. division, 

Ford division, Mercury and 
Rambler chalked up share-of- 
production gains in the first half. 

In the second highest first-half 
production on record, Chrysler 
Corp. hoisted its segment of the 
pie to 21.38 percent from last 
year’s 14.85 percent. 

Ford Motor Co.’s rise to 30.10 per- 
cent (from 27.21 percent) enabled 
the combined Chrysler-Ford total 
to exceed 51 percent. This sur- 
passed General Motors’ 45.76 per- 
cent, off 8.41 points from last year’s 
first-half GM total of 54.17 percent. 

> > * 
= first-half production 
highlights: 

1. For the first time in the post- 


Chrysler Corp. Over Million Mark— 


A Dodge four-door hardtop last week became the one-millionth Chrysler Corp. car 
assembled in the company's U. S. plants since the introduction of its ‘57 models last 
fall. Shown on the final assembly line of the Dodge Detroit plant are George H. 
Stover, left, Dodge manufacturing manager, and M. C. Patterson, Dodge president. In 
reaching the million-cor mark, the company's output of ‘57 models exceeded its total 


for the entire ‘56 model year. 


| war era, Ford outproduced Chevro- 
let in a first half. 


2. The biggest gainer was Plym- 
outh, which spurted to 11.30 per- 
cent compared with 7.63 percent 
last year. Plymouth outbuilt Buick 
in a half for the first time since 
1953. 


3. With Rambler the sparkplug, 
American Motors held its loss 
from a year ago to 0.25 points. 
AMC and Studebaker-Packard 
combined showed a second- 
quarter ris ia fact, as against 
the first quar er. 

4. First-haif volume of 3,372,850 
cars exceeded a year ago by 5.7 
percent and was second only to the 
initial six months of 1955, when 
production totalled 4,256,850. Second 
halfs which exceeded the 1957 first 
half were those of 1955 and 1950. 


5. All GM divisions lost ground, 
but Cadillac and Pontiac took out 
some of the sting by surpassing 
their 1956 first-half totals yolume- 
wise. 

” 7 os 

MANUFACTURERS recording 

gains over the first six months 
of 1956 were Chrysler division (ex- 
cluding Imperial), up 0.30 percent- 
age points; DeSoto, up 0.37; Dodge, 
up 1.65; Ford, up 2.34; Imperial, up 
0.54; Mercury, up 0.73; Plymouth, 
up 3.67, and Rambler, up 0,08. 

Showing declines from the first 
half of last year were Buick, 
down 3.01 percentage points; 
Cadillac, down 0.12; Chevrolet, 
down 4.05; Continental, down 0.02; 
Hudson, down 0.10; Lincoln, down 
0.16; Nash, down 0.23; Oldsmobile, 
down 1.12; Packard, down 6.24; 
Pontiac, down 06.11, and Stude- 
baker, down 0.52. 

On an industry-wide basis, the 
Big Three turned out 3,279,716 units 
for 97.24 percent of total industry 
output during the first half of this 
year, compared with 96.23 percent 

(Continued on Page 4, Col. 1) 


Factories Study Area Service Plan 


By William Ullman 
Washington Correspondent 
ASHINGTON.—Written presen- 
tations of the “area of service 
responsibility” plan formulated by 
the NADA board of directors at its 
mid-year meeting have been trans- 
mitted to the factories for their for- 
mal consideration and reaction. 
Executive Vice-President Fred 
Bell sent letters to the manufac- 
turing presidents and vice- 
presidents in charge of dealer re- 
lations explaining the proposal 
and the reasons for it, but as yet 
no replies have come in. 

Bell said it was “too early” to ex- 
pect any response. 
* . * 

ADA indicated that it was hold- 
ing in abeyance any further ac- 
tion on the proposal pending the 
reaction of the makers and study of 
any suggestions they may have. 
This was in line with the associa- 
tion’s stated policy of eliciting the 
cooperation of the factories in 
hammering out a workable pro- 
gram. 
Response by the manufacturers 
to NADA’s 
admittedly is 
could conceivably take several 
weeks or more, inasmuch as the 
factory chiefs and their legal 


staffs will undoubtedly study the 
plan with meticulous care. 

NADA officials emphasized that 
at this preliminary stage the actual 
mechanics by which the service re- 
imbursement proposal would be im- 
plemented have not been worked 
out, with “half a dozen” varying 
approaches being possible. 

+ . 7” 


HE principal unanswered ques- 
tion is whether the plan would 
require legislation. Bell said no 
definite conclusion has been 


reached on this point, but added 
that it’s “quite likely” a Federal 
law would be needed. 

On Capitol Hill, Senator Charles 
Potter, Michigan Republican, who 
has conferred with NADA on the 
cross-selling issue, also is waiting 
to see what develops from the dis- 
cussions with the factories. 


Although Potter was not avail- 
able for comment, his legislative 
aide said the Senator had no “im- 
mediate intention” of introducing 
any legislation. 


Inside Automotive News... 
Cross-selling: Action weighed for trade’s No. 1 


problem. Page 2. 


Michigan dealers back NADA “service responsi- 


bility.” Page 8. 


Better incentives spur salesmen. Page 19. 


Court Decisions: A defective car. Page 10. 
What’s New in Parts and Accessory Distribution, Page 16. 
The Practical Problems of Selling, Page 22. 
Vehicle production by makes, Page 53. 
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Management Material 
For Service Managers 


Someone has said that man’s greatest invention is team- 
work. And no where in an auto dealership is teamwork 
know-how more important than with the service manager. 

He is a key man in the human relations of any dealership. 
He has the responsibility of taking care of the service cus- 


tomers, the backbone of the 


business, and of guiding the 


men who service the cars of those customers. 

For that reason, AUTOMOTIVE NEws will carry, starting 
in the July 15 Service Section, a new series of articles to 
provide management material for service managers. 

Author of the series is John O. Munn, dean of auto dealer 


counselors. 


By Chevrolet and Ford... 


Prices Sliced on Demos 





DETROIT.—Ford and Chevrolet 
dealers have been given the op- 
portunity of buying new, heavily- 
equipped demonstrators from their 
factories at savings up to $171 per 
car, Automotive News has learned. 

Explained one dealer, “The idea 
is to enable the dealers to put their 
salesmen into fresh, loaded demon- 
strators and to clear out the deal- 
ers’ old demonstrators.” 

Under the Ford plan, which 
became effective about two 
months ago, dealer invoice prices 
on fully-loaded (including air con- 
ditioning) demonstrators were re- 
duced by $171 on Fairlanes, Fair- 
lane 500s and station wagons and 
by $136 on Custom 300s. 

Dealers may order cars for dem- 
onstration purposes with less equip- 
ment, but they'll get smaller re- 
ductions. For example, if the car 


Road-Fund Raid 
Restored in Bill 
By Lawmakers 


WASHINGTON.—A Senate-House 
conference committee has restored 
the “raid” (in smaller amount) on 
the Highway Trust Fund which 
had been rejected earlier by the 
Senate on the recommendation of 
its Appropriations Committee. 

The conference committee re- 
ported that it had agreed to “re- 
store the matter stricken out (by 
the Senate Appropriations Commit- 
tee) . . . amended to read as fol- 
lows: ‘together with not to exceed 
$200,000 to be derived from the 
Highway Trust Fund created by 
Section 209 of the Highway Rev- 
enue Act of $1956’... .” 

The House originally passed a 
bill which would have authorized 
an appropriation of $365,000 from 
the Highway Trust Fund to the 
Labor Department to administer 
the wage provisions of the Davis- 
Bacon Act. 

However, after this had been 
widely denounced as a “raid” on 
the fund, the Senate Appropriations 
Committee deleted the provision 
from the bill, thus necessitating 
the joint conference. 

The Senate and House must now 
act on the bill as approved by the 
‘conferees. 


doesn’t have air conditioning, the 
reduction is cut $66. 

Under the Chevrolet program, 
which became operative in early 
June, dealers receive a 17 percent 
reduction on any equipment in- 
stalled on a new demonstrator. 

Chevrolet dealers say this could 
amount to a $115 reduction, with 
air conditioning, or a $60 reduction 
without air conditioning. 

The main idea behind the Chev- 
rolet plan is to get the salesmen 
into cars equipped with some of 
the optional equipment which was 
not available at introduction time. 

Dealer reaction to the Ford and 
Chevrolet offers was mixed, with 
many dealers merely “going along” 
without much enthusiasm. 

Many dealers pointed up the es- 
sential weakness of these plans— 
that it’s virtually impossible for a 
dealer to get his money out of a 
loaded demonstrator because the 
typical demonstrator buyer is look- 
ing for an economy unit. 

One Chevrolet dealer said, “How 
can I get $2,300 or $2,400 out of 
a loaded demonstrator when some 
guy down the street is selling un- 
loaded new cars for $1,595.” 

Another Michigan dealer said the 
additional factory discounts on 
demonstrators were largely con- 
sumed by the sales tax and license 
expense on each unit. He said 
Michigan allows dealers to buy 10 
demonstrators without paying the 
tax, but he had already done this. 


Tackling No. 1 Marketi 


Problem .. . 





Cross-Selling Action Weighed | 


By Joseph M, Callahan 
Staff Writer 


ea factory steps to 


penalized any dealer who sold out 
of his alloted sales area. 
+ * . 


curb cross-selling are in the| Fnd of Security Clauses 


“serious thinking” stage, AvuTomo- 
Tive News learned last week in a 
survey of opinion on the industry’s 
No. 1 marketing problem. 

A factory executive said various 
top managements were consider- 
ing action, but he declined to say 
how or when any moves would 
be made. 

Detroit Chevrolet dealers re- 
ported that their factory had prom- 
ised, after repeated protests, to 
restrict the volume of a Motor City 
dealer accused of extensive outstate 
cross-selling. It was not known, 
however, whether Chevrolet’s crack- 
down would apply to any other 
dealers than the Detroiter, 


* * 


i survey showed without con- 
tradiction that cross-selling was 
the predominant auto retailing 
problem today. 

Although there were numerous 
differences as to the meaning of 
“cross-selling,” the following defini- 
tion was finally found acceptable 
to most experts: 

Cross-selling is the retailing of 
a car by one dealer in another 
dealer’s town through advertis- 
ing or solicitation. 

These three elements of this 
definition require a brief explana- 
tion: 

1, “Retailing”’—If a car is sold 
at wholesale to another retailer, it 
is bootlegging. 

. = > 
9 “IN another dealer's town”— 
°“It would be incorrect to say 
that cross-selling is the selling of a 
car in a distant section of the 
dealer’s town. Even in the days of 
territory security, it was recognized 
that it would be unfair and unwise 

to restrict these sales, 

3%. “Through advertising or 
solicitation”—This phrase is mere- 
ly recognition of the right of 
any prospect to shop anywhere 
in the country for his car. 
There has been some cross-selling 
ever since the auto industry was 
established. It has always been an 
excellent way for a retailer to re- 
duce his inventory and to make an 
extra dollar. 

But it was largely kept in check 
by the “territory security” clause 
in the dealers’ franchises which 


| 1949 Attorney General Howard 
McGrath declared that this 
territory security clause was of 
dubious legality, and within the 
next couple of years all the fac- 
tories dropped the clause rather 
than run afoul of the U. S, anti- 
trust laws. 

During the next two years there 
was little reason for cross-selling 
because the U. S, car retailing in- 
dustry was still thriving in a 
seller’s market. 

When the buyers market 
abruptly returned in 1953, many 
dealers with overhead and inven- 
tory problems promptly diverted 
their spare cars into bootlegging 
channels. Then, the collective 
wrath of the auto industry rose 
against bootlegging, and many of 
these same dealers turned to 
cross-selling. 

Now the clamor is rising against 
cross-Selling, and NADA and local 





Special Scout Plates— 


Special cars by Plymouth and special 
license plates by the State of Michigan 
are being provided for the National Boy 
Scout Jamboree at Valley Forge, Pa., 
July 12-18. The 100 new Plymouths will 
be used by Scout executives and leaders 
for transportation around the 1,500-acre 
encampment, and the special plates will 
identify the vehicles as official cars. 
Above, John P. Mansfield, left, Plymouth 
president, and Amos R. Shields, Detroit 
area Scout executive, check the first li- 
cense and the first car with Scout Roger 
Wilner. 


Auto Credit Is Termed Healthy 


$75.35 after a “true” downpayment | part of the bank, the dealer or 


SYRACUSE, N. Y.—A survey of 
automobile credit has found that 
segment of the economy healthy, a 
regional banking conference was 
told here. 

Philip A. MacSween, executive 
vice-president of American In- 
stallment Credit Corp, said 
monthly payments are averaging 
15 percent of income. 

The study applied to sales con- 
tracts which dealers placed with 
their local banks. The survey placed 
the average monthly payment at 


Business Barometer 


Auto Production — 88,709 cars, 
trucks in week vs. 79,615 year ago. 

Department Store Sales — Up 9 
percent from year before. 

Freight — 746,764 cars 
in week, down 52,828 cars from the 


yeor before. 
Gasoline Stocks — 189,225,000 
barrels, a decline of 2,092,000 barrels 


in week. 
Jobless Claims—202,600 in week 
vs. 193,500 year before. 
New-Car 2,310,- 
353 in 1957 to date vs. 2,314,057 year 


ago. 
New-Truck 29,- 
089 in 1957 to date vs. 355,360 year 


ron Stecks—273,192,000 barrels, a 
decline of 1,035,000 barrels in week. 
Soft Coal O u t p « t—10,275,000 





tons in week vs. 10,138,000 tons year 
before. 

Steel Output —79.1 percent of 
estimated capacity vs. 84 percent week 
earlier. 

Used-Car Prices—$890 
to date vs. $893 in June. 

Wholesale Prices—117.1 
of 1947-49 index vs. 


week earlier. 
Bang 


Common Stocks 


July June 
2 26 
7% 7% 

75% 
541 
42% 

6% 


37.35 


in July 


percent 
117.3 percent 


1957 
High 
8% 
80% 
59% 
44 
8% 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 


Average 


of 25.9 percent. 

The “true” downpayment in re- 
lation to the dealer invoice was 
explained as the figure arrived at 
after compensation for over valua- 
tion of tradein or actual discount 
from retail selling price—‘in other 
words, the water taken out,” Mac- 
Sween said. 

The analysis, directed by Ralph 
W. Pitman, senior vice-president of 
Central-Penn National Bank, Phil- 
adelphia, revealed a “composite 
picture” of the average 1957 new- 
car buyer in the Ford-Chevrolet- 
Plymouth group, “as a married 
man, 25 to 40 years old, making 
about $6,000 yearly, owning an 
equity in real estate and employed 
in his present job about five years.” 

“When We co realistically 
that a car is almost indispensable 
to many families as their housing, 
there is certainly nothing in these 
figures to indicate reckless in- 

stallment practices either on the 


Dealer Cobb’s Estate 
Valued at $298,500 


GOLDSBORO, N. C.—The estate 
of William Borden Cobb, president 
and treasurer of Cobb Motor Co. 
here since its incorporation in 1938, 
has been. valued at $298,500 in 
papers filed with the clerk of Su- 
perior Court. 

His widow was bequeathed the 
property housing the motor com- 
pany on S. Center St., along with 
$25,000 in cash or securities and 
other property. 


the buyer,” MacSween said. 

“Undoubtedly there are small, 
fringe areas of financing where 
terms are open to question. But we 
believe the study made by Mr. Pit- 
man fairly reflects that preponder- 
antly sensible approach to install- 
ment buying characteristic of the 
average family. 

“Federal Reserve reports for 
March, 1957, show retail automo- 
bile credit outstanding of $14,500,- 
000,000, of which 40 percent is now 
held by banks. Of this bank vol- 
ume, the figures show 25 percent, 
or 500,000,000, handled under 
bank-dealer plans—that is, by spe- 
cific contractural relationship be- 
tween dealers and banks—and the 
balance of 15 percent, or $2,250,- 
000,000, in so-called ‘direct’ financ- 
ing where the buyer has arranged 
a cash loan to pay for his pur- 
chase.” 

MacSween said that the trend 
of recent years also supported his 
oe that within the next 

years banks operating with 
such dealer relationships would 
be financing the majority of new- 
car sales. 


More than 12,000 banks in the 
country now maintain organized 
consumer credit departments, he 
said, and many of them are only 
just now entering the “bank-dealer 
field.” 

American Installment Credit Corp. 
established American Bank Credit 
Plan, which coordinates bank- 
dealer financing and insurance. 


— a 
dealer associations are taking ste 
to curtail it. 
NADA, apparently correg 
gauging the strong opposition 
many dealers to cross-selling, } 
taken the lead in the fight by « 
rently attempting to persuade 
factories that positive action my 
be taken to throttle cross-selliy in 
or the dealers will again seek relig “Buy 
in Congress. sell tl 
* + + Tha 
CCORDING to the interviews as ev 
cross-selling has these cha To 
teristics: third 
1, It is most strongly opposed } purp 
(Continued on Page 8, Col. 1) age 
a car | 
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Traffic Toll Dips } ..&: 
desiré 


6th Month in Row me 


one sword: 
Cities Lead Way turne 
In Reducing Deaths - 
CHICAGO.—The cities of the nap that 
tion backed the attack against trafg accel 
fic accidents with a substantial @ ing | 
percent death reduction in May, thy used 
National Safety Council reporteg 28 ™ 
last week. visio 
While the record in rural areay milli 
was not as good, the overall for 1 
reduction in traffic deaths was Th 


percent, compared with May a yea 
ago. if th 

This marked the sixth month) t#in¢ 
in a row, and the eighth monthy ®ve 
in the last nine, in which traffic) 2"4 
deaths were lower or unchanged 
from the same month a year ear- 
lier, according to the Council's) —— 
monthly analysis of the traffic Ar 
accident situation in the U. S. 

May deaths totalled 3,110 as con 
pared with 3,170 in May, 1956. Fo Tc 
the first five months of this year 
deaths totalled 14,360—down 3 pent (Pf 
cent from the 14,730 toll of a year ul 


ago. 

The Council said mileage figures 
are available for only three months 
For that period travel was up 4 
percent and deaths were down 
percent, resulting in a mileage 
death rate (deaths per 100 million 
miles) of 5.5 as compared with 60 
for the corresponding three-month) 
period of 1956. 

Twenty-three of the 48 reporting 
states had fewer deaths in May, 
one reported no change and 24 had 
increases. 

For five months, 29 states had 
better records than last year, 18 
showed increases and one had no 
change. 

While cities had a 6 percent de 
crease in May, according to reports 
from 600 cities of more than 10,00 
population, for five months these 
cities showed a 5 percent decrease 
from last year. 

Fewer deaths or no change were 
recorded by 488 cities in May. For 
five months, 414 had fewer deaths 
or no change. 

In May, 430 of the 600 report- 
ing cities had perfect records. Of 


; Providence (248,- 
700), and Syracuse (220,600). 

For five months, 227 cities still 
had perfect records, the three larg- 
est being Berkeley, Calif. (113,800) 7 
Mt. Vernon, N. Y. (71,900), and Ra- 
cine, Wis. (71,200). 


epesereesy ¢ 





Dennison, Poyner 


Named by Chrysler 


DETROIT. — Chrysler Corp. has 
appointed Charles S. Dennison, 39, 
director of export sales and J. C 
Poyner, 54, director of supplier re- 
lations. 

Dennison joined 
Chrysler last 
month after six 
years as a direc- 
tor of British 
operations for E. 
R. Squibb and 
Olin Mathieson. 
He served as as- 
sistant general 
sales manager of 
Willys - Overland : 
from 1946 to 1951. C. 8. Dennison 

Poyner, who joined Chrysler in 
1926, has held a succession of pur- 
chasing positions. In his newly 
created job, he will assist Purchas; 
ing Director Emlyn Lloyd. 
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E is an adage in this trade 
in connection with used cars: 
elie “Buy them right, fix them quick, 






sell them fast.” 
That theory is just as valid now 
rviews) ag ever. 
sha Today, I want to amplify the 
third division of this slogan. My 
se in so doing is to encour- 


sed b 
L) age more effective use of used- 
car promotion so that we have a 
better chance to sell them quick. 

In brief, creative advertising: Ad- 
yertising that will establish the 
desirability of used cars, advertis- 
ing that will build public accept- 
ance for them. This is the only way 
we can sell them fast. In other 
words, increase the rapidity of our 
turnover and at the same time sell 
at a profit, 

I have been heartened, recently, 
he nal that many advertising media have 
t traf accepted the responsibility of help- 


DS 


Ow 


\tial @ ing create a larger and stronger 
Ly, used-car market. These media, such 
porte) @8 newspapers, local radio and tele- 
vision, share in the more than $200 
areal Million spent annually by dealers 
l 4 for used-car advertising. 
was They appreciate that these dol- 
1 yea Jars must bring a return to dealers 


if this expenditure is to be main- 
ionthy tained and grow. So many of them 
ionthy have voluntarily used their power 
raffie) 2nd influence to do just that. 

= = +. 


nent R instance, the Columbus Dis- 
seit patch recently ran a series of 


;™| Ark. Dealers Sue 
om To Stop Workings 
pet Of License Law 


LITTLE ROCK, Ark.—Six Ar- 
gure kansas automobile dealers have 
ynths filed suit in Pulaski Chancery 
up 4| Court, seeking to prohibit the Ar- 
wn “kansas Motor Vehicle Commission 
leage) from requiring automobile dealers 
illion| to pay state auto license fees for 
h 60) vehicles which they have sold. 
ionth| Plaintiffs in the suit are Hobbs 
Motor Co., White Motor Sales Co., 
and Horton Motor Co. all of Ft. 
Smith; Twin City Motors, of North 
Little Rock; Lindsey Brothers 
Motor Co., of Camden, and Bynum 
had§ and Jones Motor Co. of Siloam 
, 18— Springs. The suit was field as a 
[mo§ class action on behalf of all other 

automobile dealers and as tax- 
t de-§ Payers. 
ports The suit charges that a 1957 
0,000§ legislative act creating the com- 
hese} mission and empowering it to 
‘easel. Police the new and used-car indus- 

try in the state is unconstitutional. 
werep It attacks in particular a require- 
For} ment that each new and used-car 
aths— dealer pay a license fee on each 

vehicle in stock. 


rting 
aes 


- DBS 


rt- The 1955 Arkansas legislature 
Of | passed a similar law, which was 
tts- | attacked in the courts and was de- 
48,- | clared unconstitutional by the Ar- 


kansas Supreme Court because it 
still | did not include used-car dealers, as 
arg- \ well as new-car dealers, The recent 
00) w includes both groups to elimi- 


Ra-| nate the court’s designation of 
class legislation. 
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Used-Car Auctions 


























newspaper advertising, on their 
own, setting forth the advantages 
that comes from the purchase of 
used cars. These were under the 
general heading of “Why buy a 
used car.” 

The text was taken from 
chapters in my sales books — “A 
Guide to Automobile Selling” and 
“Automobile Selling — Letters to 
Salesmen.” 

These ads were later reproduced 
on a one-sheet poster and distrib- 
uted to all dealers so that cus- 
tomers would constantly be re- 
minded of the values resulting from 
the purchase of a used car. In 
other words, reflecting why people 
buy used cars. 

I certainly compliment the 
Columbus Dispatch and encourage 
others to follow this worthy effort. 
Reports from dealers testify that 
the campaign has been real helpful. 

To encourage further the in- 
dividual dealer to do more creative 
selling in his used-car advertising, 
the following paragraphs and 
thoughtful ideas will be helpful to 
keep before you when you are pre- 
paring used-car copy. 

- * *” 


Buyer Confidence 


yo most important sales tool 
in selling used cars is buyer 
confidence. Of course, you must de- 
serve it, but just deserving it is not 
enough. You've got to keep on tell- 
ing people. If you don’t you will be 
forced to sell almost entirely on the 
price basis. 

Price selling plays right into 
the hands of your most destruc- 
tive form of local competition, To 
the extent that people believe in 
you, they will buy. The greater 
the belief, the more buyers—and 
the better the business. 

The most important factor in 
used-car sales is the dealer—not the 
car. It’s the dealer who does the 
dealing. He is the only constant 
factor. So get people “for you” and 
“with you” by using a paragraph 
in each ad to build confidence in 
your fair dealing and in the quality 
of your merchandise. 

Sell yourself in every ad. Then 
more buyers will come to you first 
and they will come to you for 
something more than a good used 
car at a good price. 

+ oa = 


Used Cars to Use 


O* COURSE, you have many rea- 
sons for wanting to sell used 
cars. Your reason for advertising 
used cars is of no interest to the 
public. Your public is only inter- 
ested in the benefits the purchase 
of a used car will bring them and 
the assurance that it is a good 
value and can be bought in safety. 

So, in used car ads, forget why 
you want to sell and think only 
why the public wants to buy. 

And if these two things are es- 
tablished, the person looking for a 
car becomes not just a used-car 
prospect, but a prospect for a used 
car coming only out of your stock. 

- - = 


Picking the Dealer 


Ww should a used car prospect 
buy from you? Few used-car 
buyers come into the market on 
impulse. They have considered the 
purchase or exchange of a used car 
for a long time. They have looked 
over used-car advertisements while 
they were debating in their own 
minds the feasibility of purchasing. 

When they finally go shopping 
they first visit the dealer whose 


Used cars from a good dealer are 
good merchandise—a good value for 
anybody’s money. So instead of a 
mere list or a price appeal that 
may surround your operation with 
suspicion, attempt to stabilize your 
market by unremittingly including 
in each advertisement ideas to sell 
the quality of your stock and the 
safety in buying from you. 
Successful Merchandising 

OOD cars, balanced stock, at- 


tractive display, fair prices, 
(Continued on Page 53, Col. 1) 





AUTOMOTIVE NEWS, JULY 8, 1957 


Dealers tell me 


By John 0. Munn 





Chicago Dealers Form 
Neighborhood Group 


CHICAGO.—A group of more 
than 30 new and used-car dealers 
has been formed by the North 
Cicero Ave. Dealers Assn. 

The group said its purpose is 
to improve the repuation of car 
dealers by adoption and practice 
of a code of ethics and to pro- 
mote North Cicero Ave. as the 
car shopping center of the world. 

The new-car dealer committee 
for the group includes Bill Zim- 
merman, Automobile Sales Co. 
(Chrysler-Plymouth) ; H. D. Mag- 
gia, H. D. Maggia, Inc, (Dodge), 
and William McInerney sr., Mc- 
Inerney Chevrolet. Members of 
the group’s used-car dealer com- 
mittee include Mark Heller, Hel- 
ler Motor Mart; Edward Addison, 
Columbia Motors; Sid Rubin, 
Crown Motors, and Manny Cap- 





At Annual Convention... 





Mich. Dealers Endorse 
Service Responsibility 


ACKINAC ISLAND, Mich.— 

With an eye on a square deal 
for auto buyers and the safety of 
the general, highway-traveling 
public, the Michigan Automobile 
Dealers Assn., during the associa- 
tion’s 36th annual convention here, 
unanimously endorsed the recom- 
mendation of the National Auto- 
mobile Dealers Assn. that “all 
manufacturers immediately incor- 
porate a service responsibility 
clause into their sales agreement.” 

The MADA resolution, some- 
what self-condemning in char- 
acter, pointed out that a large 
segment of the public, “believing 
the modern automobile to be vir- 

= * * 





Michigan Dealers Elect Leaders— 


New officers and leaders of the Michigan Automobile Dealers Assn., elected at 
the group's annual convention at Mackinac Island are, from left, front row, Gilbert L. 
Haley, Lansing, executive vice-president; Charles Butler (Ford), Tecumseh, past presi- 
dent; Ladd McKay (Chevrolet), East Tawas, president; George Spalding (Chevrolet), 
Flint, first vice-president; Harold Rockwell (Oldsmobile), Grand Rapids, vice-president 
(Group 3). Back row: Malcolm Milks (Plymouth), Lansing, president, Young Automotive 


Managers; Robert Beattie (Ford) Waterford, 


YAM vice-president; Bill Herman (Hudson), 


president, Detroit Auto Dealers Assn.; Neal Mason (Plymouth), Ferndale, YAM vice- 
president; Joe Iddings (Chevrolet), Lansing, YAM secretary-treasurer, and Bill Burgess 


(Ford), Lansing, vice-president (Group 1). 


$1-Per-Vehicle Levy Asked 
By Bell for Auto Institute 


SIOUX FALLS, S. D—NADA has 
proposed a $1 per vehicle levy, col- 
lected at the factory, to finance an 
Automobile Retailers Institute. 

Fred Bell, NADA executive 
vice-president, suggested the 
financing plan for the institute 
in a talk to South Dakota dealers. 
The dealers gathered in nine 
towns and heard Bell by tele- 
phone from Washington. 

Bell saw three jobs for the in- 
stitute which would net over $6 
million a year in years when 1956 
production was matched: 

1. Promotion of the auto dealer 
and his industry not only for busi- 
ness services but for services to 
the community. 

2. Promotion of auto retailing and 
service as a good place for young 
people to make a career. 

3. Cooperation with existing agen- 
cies in promoting safety. 

Bell suggested the institute as the 
third point in a program designed 
to benefit vehicle retailing. 

The first step would be the 
preparation of a code of ethics 
for car and truck dealers and the 
incorporation of the code in 
factory-dealer agreements, Bell 
said. 


His second step would mean 


Verschoor Heads 
Dakota Retailers 


MITCHELL, 8S. D—John J. Ver- 
schoor, Chevrolet dealer and NADA 
director, was elected president of 
the South Dakota Retailers’ Assn. 
at its 59th annual meeting in Cus- 
ter. 

He had served as vice-president 
of the retailing group for five years. 

Verschoor said that because the 
new post would require much of 
his time, he would not run for re- 
election to his NADA post. 
















changes in the warranty policy 
given the purchaser, linking the 
purchaser to the dealer who sold 
him the vehicle for fulfillment of 
the warranty and later service, 
where practical. 

Bell said the money for the ARI 
would be paid by factories directly 
to the institute and that the in- 
stitute would be administered by a 
factory-dealer board of trustees, It 
would be independent of NADA, he 


| said. 


Tunmore Turns to Leasing 


BUFFALO.—Tunmore Olds- 
mobile, Inc., has formed a leasing 
company here under the name Tun- 
more Car Leasing, Inc. 


For those who 


can compete... 





prescription for success consists 
land 


On the House .. . 


might be held in Detroit’s mammoth convention 
hall, it will come as a rude shock that it will be 
1960 (perhaps even late in the fall of that year) 
before this building will be opened. That would 
mean it would have to be 1960 or 1961 models on 
display. Auto makers are committed to some sort 
of a grand opening of Detroit’s amphitheatre, but 
it may be that New York or Chicago will get the 
call for one or two national shows before Detroit 


Here are some thought-provoking tidbits from 
the Indiana dealer bulletin: “The man afraid of 
work must be brave enough to meet poverty” and “In every line 
of activity (including automotive, presumably), nine-tenths of the 


occurred in Baltimore county recently . . . 

Senator Carroll Oakes, president of Tennessee dealer group, has 
been appointed chairman of a state legislative committee to study 
the possibility of a separate department of motor vehicles next year. 


tually ‘foolproof, is unaware of 
the facts.” 

New cars, the association’s reso- 
lution charged, are being “inade- 
quately and haphazardly condi- 
tioned” prior to delivery; 1,000 and 
2,000-mile inspections “usually are 
unobtainable,” and factory-author- 
ized service work, “which should 
be done,” is unobtainable, 


HE resolution proceeded to point 

out why MADA believes “area 
of service responsibility” would be 
of great benefit to the public. 

The complete resolution, pre- 
sented by the resolutions commit- 
tee, was unanimously approved by 
voice vote at the association’s an- 
nual banquet, It follows: 

“Whereas under the present mar- 
keting and distribution policies, the 
public is obviously not receiving 
proper and adequate service due on 
their new automobiles such as: 

“1, Pre-delivery conditioning is 
inadequately and haphazardly 
done in many instances, if at all. 

“2. 1,000 or 2,000-mile inspections 
are usually unobtainable. 

“3. Factory-authorized service 
work, which should be done, is not 
obtainable. 

“We, the Michigan Automobile 
Dealers Assn., in convention as- 
sembled this 29th day of June, 1957, 
unanimously support the ion of 
the National Automobile Dealers 
Assn. in sponsoring area of service 
responsibility clauses in dealer con- 
tracts. 

> > = 
- An of service responsibility 
would be of great benefit to 
the public for the following reasons: 

“1. The automobile is in a unique 
situation differing from all other 
products in that its purchase and 
use is tied in directly with the 
safety of the owner as well as all 
others on the highway. 

“2. The safety of the owner and 
the public requires that every 
motor vehicle be carefully and 
adequately serviced and checked 
prior to delivery and at regular 
intervals thereafte 


r. 

“3. A large segment of the public, 
believing the modern automobile to 
be virtually “foolproof,” is unaware 
of the above facts. 

“And whereas, it is the responsi- 
bility of the motor vehicle industry 
—both the manufacturer and the 
dealer—to make available to the 

(Continued on Page 6, Col. 1) 


Ind. Court Halts 
Sunday Closing 


INDIANAPOLIS.—A temporary 
restraining order has been issued 
stopping enforcement of Indiana’s 
Sunday closing law. Automobile 
Dealers’ Assn. of Indiana, Inc., has 
joined the state in defending the 
law and is seeking an early hear- 





ing. 
| Clarke Auto Co., Inc., Indianapo- 
lis, a used-car outlet, obtained the 
|order against the closing law. 

The hearing on the order has 
|been scheduled for Sept, 4. 





think the next National Auto Show 









of plain, , honest hard 





. 
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—Prre Wemuorr, Editor, 
Automotive News 
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All GM Makes Slip... 





Chrysler Gains 21%, 
Ford 30% of Output 


(Continued from Page 1) 


on 3,072,112 units during the same 
period a year ago. 

The Little Two, composed of S-P 
and AMC, produced 93,134 cars for 
2.76 percent of total output this 
year, compared with 120,486 units 
and 3.77 percent a year ago. ; 

* a * 


LTHOUGH the Little Two ended 

the first half 1.01 percentage 
points behind the same period a 
year ago, it did manage to pick up 
0.23 percentage points from the first 
quarter of this year. 

At the end of the first three 
months of this year S-P and AMC 
had combined to produce 45,329 
cars or 2.53 percent of total out- 
put. At the half-way mark, the 
two smaller makers had garnered 
2.76 percent on 92,771 units. 

On a quarter-to-quarter basis, 
Chrysler Corp. picked up 0.73 per- 
centage points from its 20.65 per- 
cent of total output in the first 
three months of last year; AMC 
picked up 0.27 points on a jump 
from 1.38 to 165 percent; GM 
dropped 0.66 points on a decline 





Second vs. First 

















Pet. of Pet. of Gain 

2nd Qtr. ist Qtr. or 

Output Output Loss 

Make: (1957) (1957) 

1—Ford 24.73 23.94 +-0.79 
2—Chevrolet 2455 22.54 2.01 
3—Plymouth 12.06 10.61 145 
4—Buick 625 783 —1.58 
5—Oldsmobile 622 17.28 —1.06 
6—Dodge 544 4.72 +-0.72 
I—Pontiac 531 639 —1.08 
8—Mercury 444 565 —1.21 
9—Cadillac 2.68 2.38 —0.30 
10—Chrysler 2.10 220 —0.10 
11—DeSoto 134 244 —0.60 
12—Rambler 1.79 125 +054 
13—Studebaker 1.00 0.87 0.13 
14—Imperial 0.78 0.68 0.10 
15—Lincoln 058 030 —0.22 
16—Nash 0.12 009 +-0.03 
17—Packard 0.07 028 —021 
18—Hudson 0.04 0.04 0.00 
19—Continental 0.01 0.01 0.00 
Total 100.00 100.00... 

1. GM 4501 4642 —1A4l1 
2. Ford Motor 29.76 30.40 —0.64 
8. Chrys. Corp. 22.21 20.65 1.56 
4. AMC 195 1.38 0.57 
5. S-P 107 115 —0.08 
Total 100.00 100.00 00.00 
from 46.42 to 45.76 percent; Ford 


dropped 0.30 points on a decline 
from 30.40 to 30.10 percent, and S-P 
skidded 0.04 points on a dip from 
1.15 to 1.11 percent. 


> > = 

IVIDUALLY, Plymouth made 
the biggest improvement in 
percent-of-industry output over the 
first six months of 1956, picking up 
its 3.67 points on the basis of a 
production of 380,788 cars and 11.30 
percent of total output this year, 
compared with 243,541 cars and 7.63 

percent a year ago. 

Ford division erased Chevro- 
let from the leadership in both 

total output and percent-of- 

industry output figures. Ford pro- 
duced 819,882 cars for 24.31 per- 
cent of total industry output 
during the first six months of this 
year to pick up 2.34 points over 
@ year ago, when it turned out 

701,501 cars for 21.97 percent of 

total industry assemblies. 

Chevrolet, meanwhile, lost 4.05 
percentage points—heaviest decline 
of any producer—from a year ago, 
when it turned out 792,004 cars for 
23.48 percent of total output in the 
first six months of this year, com- 
pared with 27.53 percent on 878,885 
cars a year ago. 

Buick skidded to fourth place this 
year on a production of 238,973 cars 
and 7.09 percent of total industry 
output, compared with 322,271 cars 
and 10.10 percent a year ago. Its 
3.01 percentage-point drop from a 
year ago was second only to Chev- 
rolet in the loss column. 


7 + ~ 
ALTHOUGH every GM unit 
showed a percentage-point loss 
from the first half of 1956, Cadillac 
and Pontiac both managed gains in 
overall output. 
Cadillac dropped 0.12 percent- 





age points despite the fact it out- 

produced 1956 by 85,032 to 84,376 

units, while Pontiac dropped 0.11 

points on a production of 198,672 

units this year, compared with 

191,582 cars a year ago. 

Oldsmobile’s drop of 1.12 points 
resulted from a production of 228,- 
642 cars and 6.79 percent of total 
output this year, compared with 
252,241 cars and 7.90 percent during 
the first half of 1956. 

- * * 

amecurr picked up its 0.73 per- 

centage points over 1956 on the 
basis of an fncrease from 138,881 
cars and 4.35 percent of total out- 
put a year ago to 171,484 cars and 
5.08 percent of total assemblies this 
year. 

Lincoln’s 0.16 point drop re- 
sulted from a production of 23,- 
501 cars and 0.70 percent of total 
output this year, compared with 
27,437 cars and 0.86 percent a year 
ago. 

Continental, which closed out pro- 
duction of its Mark II model early 
in the second quarter, turned out 
only 444 cars for 0.01 percent of 
output during the first half of this 
year, compared with 0.03 percent 
on 1,029 units a year ago. 

= > o 


pee. 1.65 percentage - point 
increase over a year ago re- 
sulted from a production of 170,443 
cars and 5.05 percent of total output 
this year, compared with 108,545 
cars and 3.40 percent in 1956. 
Chrysler Corp.’s Imperial not 
only picked up 0.54 percentage 

points over a year ago — 24,377 
cars and 0.72 percent to 5,600 and 
0.18 percent—but quadrupled its 
output over ’56 and topped Lin- 
coln output for the first time in 
history. 

DeSoto picked up its 0.37 per- 
centage points as a result of an 
output of 72,860 units and 2.16 per- 
cent of output this year, compared 
with 57,070 cars and 1.79 percent a 
year ago. 

> > 
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OT far behind DeSoto was 

Chrysler division (excluding 
Imperial) with a 0.30 percentage- 
point gain on 72,614 cars and 2.15 
percent this year, compared with 
59,153 cars and 1.85 percent during 
the first six months of 1956. 

Rambler was the standout 
among the Little Two makers as 
it was the only line to show a 
gain in both percent of industry 
output and overall assemblies. 
The AMC unit turned out 50,647 
ears for 1.50 percent of total in- 
dustry output during the first half 
of this year to pick up 0.08 points 
over the same period of 1956, when 
Rambler produced 45,498 cars for 
1.42 percent of total industry out- 
put. 


. * > 
NASH was AMC's biggest loser as 

it dropped 0.23 points from a 
year ago. Its output of 3,561 cars 
this year was good for 0.11 percent 
of total output, compared with the 
0.34 percent garnered a year ago 
on 11,037 units. 

Hudson lost 0.10 percentage 
points as a result of a production 
of 1,345 cars for 0.04 percent of 
total output this year, compared 
with 4,323 cars and 0.14 percent 
a@ year ago. 

Studebaker suffered a 0.52 
percentage-point loss as a result of 
a production of 31,498 cars for 0.93 
percent of total output this year, 
compared with 46,351 units and 1.45 
percent in 1956. 

Its sister division, Packard, 
turned out 6,083 cars for 0.18 per- 
cent of total output this year, com- 
pared with 13,277 cars and 0.42 per- 
cent a year ago—a loss of 0.24 
points from the first six months of 
1956. 


Commerce Building Has 
Highway Exhibition 
WASHINGTON, — An exhibition 


portraying the dramatic impact of 


highways on all segments of Ameri- 
can life has opened in the main 


No Comparison— 


Success of “armor plate” protection in 
Firestone’s ‘57 battery line can be seen 
in @ comparison of battery plates. A 
company technician points to a plate 
ruined by overcharge. The undamaged 
plate on the right was subjected to the 
same high voltages but remained in 
serviceable condition. 

. » 


Firestone Claims 
Potion to Extend 
Life of Battery 


AKRON. — Firestone has devel 
oped a substance to prevent battery 
overcharge, according to J, F. 
Faunce, manager of the firm’s 
home and auto supply division. 

The substance, called CA-300, is 
a combination of cobalt and arsenic 
protecting against overcharge, 
Faunce said in terming overcharge 
“the greatest enemy to battery hfe.” 

CA-300, he said is built into Fire- 
stone batteries during the manu- 
|facturing process, with the cobalt 
|and arsenic combining to form an 
“armor plate” around positive 
plates in the battery. 
| “This new battery development 
|is considered the greatest advance 
in the field since Firestone intro- 
duced the dry charge battery in 
1952,” he said. “CA-300 batteries 
have 300 percent more resistance to 
| overcharge than minimum require- 
ments of the Society of Automotive 
Engineers.” 

Statistics show that overcharge 
accounts for more than 65 percent 
of all battery failures, according 
to Faunce. 

“The ‘armor plate’ protects 
positive plates from deterioration 
in much the same way chrome 
shields. steel] from rust,” he said. 
“Overcharge will cause unprotected 
| positive plates to crumble, resulting 
in short life.” 





Victor Output to Hit 
Annual Rate of 100,000 


LONDON. — Production of the 
Vauxhall Victor is expected to 
reach an annual rate of 100,000 
cars by August, according to the 
British Society of Motor Manu- 
facturers and Traders, Ltd. 

The Victor is one of the cars 
General Motors will import into 
the U. S. this fall. According to 
the society, initial shipments to 
the U. S. will total 1,000 Victors 
monthly. 

According to reports from Ger- 
many, production of GM’s other 
import car, the Opel, has yet to 
reach the projected 1,000 units 

















DETROIT. — Los Angeles auto 
dealers were among the first of a 
large number of groups and indi- 
viduals to attack the 1957 steel 
price hike. 

The boost of $6 a ton, effective 
July 1, was promptly assailed as 
“inflationary” and “detrimental 
to the economy of the nation” by 
the Los Angeles Motor Car Deal- 
ers Assn. 

In a telegram to Clifford F. Hood, 
president of U. S. Steel Corp., the 
dealers entered a “vigorous” pro- 
test “in the interest of all retailers 
and the consuming public.” 

“Such an action by producers of 
a basic commodity can only lead to 
an inflationary spiral creating 
hardship on all the public,” the 
dealers charged. 

The association urged Hood to 
“support President Eisenhower's | 
announced policies to prevent in- 
flation.” 

With the steel price pattern set, 
the auto industry last week faced 
the question of just how much it 
would increase prices of 1958 
models. 

U. 8. Steel, maker of about one- 
third of the nation’s steel, set the 
pattern by announcing the $6 or | 
about 4 percent increase. Bethle- 
hem Steel, second largest pro- 
ducer, and other steel companies 
soon fell in line. 

The increase went into effect on 
the same day that steel workers 
got a nine-cent hourly wage boost! 
plus cost-of-living increases and) 
other benefits under a three-year} 
contract signed last year. 

There were conflicting figures on 
the total cost of the increase and 
whether the $6 hike would cover 
the higher wage costs. 

The price boost was termed “in- 
flationary” by Treasury Secretary 
George M. Humphrey while testi- 
fying before the Senate committee | 
investigating economic policy. 

Senator Russell B. Long, Louisi- 
ana Democrat, asked Humphrey if 
he thought the increase would be 
inflationary. 

“I think it will contribute to 
an increase in costs over a large 
area of the economy,” Humphrey 
replied. 

Long also questioned Humphrey 
about the relation of the Federal 
Reserve Board's “tight-money” pol- 
icy and rising prices. Humphrey 
declared himself against direct con- 
trol of consumer credit and said 
the FRB had used its credit powers 
“in an appropriate way.” 

There was strong criticism of the 
steel price hike from many quar- 
ters. The increase was announced 
just after President Eisenhower 
had made a special plea for re- 
straint in seeking price and wage 


Dealers Hit Steel Price Hike 


Cost Factor of ’58 Models Clarified 
As Key Metal Goes Up $6 a Ton 





boosts. 

Rep. Leslie C. Arends, Illinois 
Republican, expressed his “com- 
plete disappointment” in the steel 
companies in a House speech. 

Arends said that, if wage and 
price controls became necessary, 
the steel industry would be the 
first to protest. He added, “Yet 
they themselves proceed, without 
foresight, to help create a situa- 
tion which may make such rigid 
action inevitable.” 

All the furor over the steel hike 
shed little light on the exact 
amount of the car price increase. 
Last year’s steel hike was $8.50 a 
ton, or a little more than 6 percent. 





Rootes Unveils New Humber Hawk— 
The influence of American styling in the design of European cars is displayed by 


lobby of the U. S. Department of! this new Rootes Humber Hawk. The English-built, four-door sedan features a pan- 
Commerce Building. It will con-| oramic windshield, a unitized body and seats up to six persons, The Humber's four- 
cylinder engine is rated at 78 horsepower. 


tinue through July 19. 



















A 7 percent auto price hike f¢ 
lowed, 

There was talk here of a 4 per. 
cent car boost when the steel in. 
crease, wage costs, model ch 
expenses and other bills are added 
up for ’58 models. 


Used-Car Stocks 
Edge Upward 


Wholesale Prices 
Fall in Soft Market 


(Continued from Page 1) 


June, although he rated the month’s 
overall showing as only “fair.” 
* * + 

Aa the average used-car 

supply on July 1 was 34.5 days, 
more than half of the dealers re 
porting — some 53.9 percent — re 
ported stocks within the 30-day 
limit. 

While this was fewer than the 
64.2 percent in that class a month 
earlier, more dealers this month 
had stocks within the 15-day 
limit. 

A total of 23.1 percent put stocks 
in the 15-days-or-less category this 
month, while last month, only 108 
percent of dealers qualified. 

That left 46.1 percent of dealers 
as of July 1 with inventories in ex- 
cess of 30 days’ supply, compared 
with only 35.8 percent over the 30- 
day limit a month earlier. 

The range of stocks on July 1 
was from eight to 60 days. It was 
15 to 60 days a month earlier and 
seven to 140 days on July 1 last 
year. 

Last year, 70 percent of the deal- 
ers reporting fitted their stocks 
within the 30-day limit, and 10 per- 
cent said their stocks were good 
for 15 days or less of selling. Thirty 
percent of the dealers a year ago 
had inventories good for more than 
30 days of selling. 

= 





* * 


At THE wholesale level last week, 
prices declined $3 to level off at 
$890, according to Automotive News’ 
index. Had it not been for a husky 
$103 gain in the average price of 
57s (which pushed them to $2,301), 
the jolt to average prices would 
have been much more severe. 

For example, 52s dropped $40 
to $319 (a loss of more than lil 
percent); ’54s were down $39 to 
$810; °56s declined $28 to $1,541; 
53s were off $19 to $534, and ’55s 
decreased $14 to $1,157. 

Trailing '57s on the upgrade were } 
51s, which added $15 to reach $264,” 
and '50s, which crept upward by ai 
dollar to $193. 

New lows were established in av- 
erage prices for 56s, '54s, "53s and 
52s. The new low on 52s wiped out 
the previous low which had stood 
unmatched since the index of Jan. 
14. Other lows replaced last week 
had been established in the early 
weeks of June. 


Sunday Closing 


Wins Approval of 
Illinois Legislators 


SPRINGFIELD, Ill.—Both houses 
of the Illinois Legislature have ap- 
proved a Sunday closing law which 
has the backing of auto dealer 
groups. 

The bill was sent to Gov. William 
G. Stratton along with two other 
pieces of legislation which had 
dealer backing. 7 

One bill exempts the value of @ 
tradein from the use tax. The tax 
would be collected on the cash 
difference only, if the bill is signed 
by the governor. 

The third bill establishes interest 
rate limits on financing of autos. 














No Auction 


Because Automotive News went : 
to press on Wednesday last week, 
the Detroit Auto Auction feature 
is not carried in this issue, The 
report will be resumed in the 
next issue. Other auctions on 
Pages 38, 40, 44, 46, 47. 








Now-for thousands of new 1957 car owners-— 


ew Assurance against ELAIS | 


LIFE-SEAL Air Retention 
carried nails 2,212 miles 
—NO FLAT! 


ammered nails 
| Safety 
drove it as far as 
rom Chicago to 
San Francisco- Air loss nse ned 
small to measure, thanks . zs 
Life-Seal Air Retention, mos Pp “ N E 
fect tubeless air came ~ WV 
developed. Its inner-wall ¢ 


a U S Royal Safety 8 


Preventing sudden “flats”... stopping dangerous skids... withstanding desert heat— 


g's body, then 
the distance f 


all that and much more, the new U.S. Royal Safety 8 is now doing for thousands of 
new 1957 car owners. Small wonder this brand-new tire is ranked as one of the year’s 


most important automotive safety features. It meets and matches the new high perform- 


Ty TT a 7—s 


ance of finest new cars. It brings new assurance to everyone who drives it! 


Et 


*“S4aa 


AVAILABLE NOW! INFORMATIVE NEW FILM 


—tells the full story of the new U.S. Royal Safety 8. Call your U.S. Royal Tire 
District Office to arrange a showing at your place of business. 


United States Rubber 
RUBBER 


ROCKEFELLER CENTER @® NEW YORK 20, NEW YORK 








Service Clause 


Backed in Mich. 


Dealers Convene 
At Mackinac Island 


(Continued from Page 3) 
public adequate and dependable 
Service, and also to make certain 
that the purchaser of each new 
motor vehicle does receive this 
service. 

“For these reasons be it resolved 
that the Michigan Automobile 
Dealers Assn, unanimously endorse 
the recommendation of the Na- 
tional Automobile Dealers Assn. 
that all manufacturers immediately 
incorporate a service responsibility 
clause into their sales agreement 
for the purpose of the above safety 
requirements.” 

« * om 
_. Michigan resolution was 
adopted after the dealers heard 
an appeal from NADA President 
Frederick M. Sutter to support the 
service-responsibility proposal. 

“I am literally nauseated at the 
glowing accounts about the volume 
operators and at the spacious argu- 
ments made in their behalf,” he 
said, “Surely, Detroit is not ignor- 
ant of their methods. The figures 
prove they are moving cars in 
volume, but what are they doing 
to the public and to public safety?” 

He called for an extensive edu- 
cational program originating at 
the dealer level and continuing 
on through local, state and the 
national association. 

Service responsibility, he empha- 
sized, would not prevent a buyer 
from shopping wherever he pleases. 
The only restriction on complete 
freedom is the requirement that 
service shall be available and ren- 
dered on the purchaser's home 
grounds, and that is obviously in 
the public interest, he said. 

> o . 

ADD McKAY, East Tawas 

Chevrolet dealer, was elected 
president of MADA at the annual 
directors’ meeting, Other officers 
elected to serve with McKay during 
the coming year were: 

George Spaulding (Chevrolet), 
Flint, first vice-president; Robert 
Cooper (Dodge), Kalamazoo, vice- 
president (Group 1); William Bur- 
gess (Ford), Lansing, vice-president 
(Group 2); Harold Rockwell (Olds- 
mobile), Grand Rapids, vice-presi- 
dent (Group 3); Harold Labyak 
(Ford), Ontonagon, vice-president 
(Group 4), and Arnold Klett (Cad- 
illac), Detroit, vice-president (Group 
5). 

Howard Cook, Lansing Chevrolet 
dealer, was reelected treasurer, and 
Haley, executive vice-president and 
secretary. 

At the same time a You ng 
Automotive Managers breakfast 
was held and the following officers 
for the coming year were named: 

Malcolm Milks jr. (Chevrolet), 
Lansing, president; Philip Gordon 
(DeSoto) Traverse City; Jerry De- 
Nooyer jr. (Chevrolet), Kalama- 
zoo; Robert Beattie (Ford), Water- 
ford, and Neal Mason (Plymouth), 
Ferndale vice-presidents, and Joe 
Iding Chevrolet), Lansing, secre- 
tary. 
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Nationwide Chain Is Goal... ’ 


Rental Firm Formed 
To License Dealers 
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Chrysler Center for Midwest— 





An architect's drawing shows the new Chrysler Corp. training center to be built 
in Skokie, Ill. Scheduled for completion next February, the center will be able to 
train an estimated 4,000 sales personnel and 1,600 service personnel annually from 
dealerships in 17 Midwestern and Southern states. 


* * * 


* * * 


Chrysler Training Center 
To Be Built at Chicago 


CHICAGO. — Chrysler Corp. will 
build a training center in Skokie, 
Ill, for the training of sales and 
service personnel from its dealer- 
ships in 17 Midwestern and South- 
ern states. 

Selection of the site for the 
two-story, air-conditioned build- 
ing in the northwest Chicago 
suburb, was announced last week 
by W. C. Newberg, automotive 
group vice-president. 

The building will be located on an 
8.3-acre tract fronting on Edens 
Expressway between Howard St. 
and Grosse Pointe Rd. Completion 
of the center is scheduled for Feb- 
ruary, 1958. 

The new training center will be 
able to train an estimated 4,000 
dealer sales personnel and 1,600 
dealer service personnel annually 
when in full operation, Newberg 
said. The training activities will be 
directed by the company’s training 
center headquarters in Detroit, he 
added. 

“Extending our highly successful 
training activities for dealer per- 
sonnel into the field with this new 
center is another major step to 
help our dealers give their cus- 
tomers the best sales and service 
treatment in the automotive in- 
dustry,” Newberg said. 


The building will be approxi- 
mately 286 feet long and 157 feet 
wide, Ground-floor plans call for a 
375-seat auditorium, a_ cafeteria, 
sales classrooms, technical training 
rooms and a building manager’s of- 
fice. The auditorium will be a split- 
level area which can be divided 
into two rooms by means of a fold- 
ing partition. The training rooms 
and the auditorium stage will ac- 
commodate passenger cars and 
trucks. 

The technical training rooms 
will be equipped with hydraulic 
lifts, electrical testing equipment, 
wheel balancers, dynamometers, 
wheel alignment gauges and all 
necessary equipment required in 
the training of dealer service per- 
sonnel. 

Folding doors in each of the 





GM Training Centers on Display— 
Summer and fall visitors to the General Motors Bidg., in Detroit, will see this 
iMuminated display showing the General Motors Training Centers across the country. 


the importance of factory approved mechanic training, each of the 30 


centers are pictured in full-color transparencies around the perimeter of the glowing 


orange map of the U. S. 





training rooms will make it pos- 
sible to hold six separate classes 
simultaneously. 

Area, zone and regional offices of 
the company’s group marketing or- 
ganization will be housed on the 
second floor of the new buildings. 

Contracts for the construction of 
similar training centers in Atlanta 
and Rye, N. Y., were announced in 
May along with plans to build a 
trdining center in the Los Angeles 
area. 


Cadillac Boosts 
Fields in Sales 
Personnel Shuffle 


DETROIT, — Several top level 
changes in the Cadillac sales 
organization have been announced 
by Fredric H. Murray, general 
sales manager. 

They include the appointment of 
M. E. Fields as assistant general 
sales manager of the eastern U. S. 
to succeed C. H. Smith, who has re- 
signed; the promotion of James E. 





Edwin Fisher M, E, Fields 


Heaphy to replace Fields as mana- 
ger of Cadillac’s Detroit factory 
branch, and the promotion of 
Edwin Fisher from wholesale 
manager of the Detroit branch to 
manager of the Jefferson sub- 
branch in Detroit, replacing 
Heaphy. 

Additionally, Murray announced 
the formation of a new Cadillac 
zone organization in New York to 
be headed by W. V. Brewer, form- 
erly Atlanta district sales manager. 

Other changes in the establish- 





¥ 


ment of the New York zone include 
D. D. Brink, formerly a merchan- 
dising field representative, and J. 
P. Connelly jr., a former business 
management field representative, 
district managers under Brewer 
and R. W. Parsell, zone service 
manager, and R. L. Foulke, zone 
service representative. 

Replacing Fisher as wholesale 
manager of the Detroit branch is 
W. H. Niven, formerly wholesale 
manager at the New York branch. 
Brewer's Atlanta post will be filled 
by H. B. J. Huft, formerly New 
York district sales manager. 


J. Heaphy 











FORT LAUDERDALE, Fla — 
Cars Rental System, Inc., has been 
formed to provide car and truck 
rental and leasing services through 
new-car dealers across the country. 

The organization already has 
signed 15 dealers in Florida, It 
expects to have 100 nationally 
within a year and ultimately hopes 
to offer rentals through 1,300 new- 
car dealers. 

Heading the firm is James S. 
Hunt, chairman of the board. Hunt 
is a former Detroit Chevrolet 
dealer. 

President of CARS is Joseph P. 
Taravella, who is associated with 
Hunt in Coral Ridge Development 
Co. here. Jack R. Lynch, a former 
Dodge and Chrysler dealer in 
New York, is vice-president and 
general manager. 

The firm now is appointing re- 
gional managers in New England, 
the Middle Atlantic states and the 
Midwest to select and develop 
dealers there. 

The organization has planned an 
extensive promotion program. 
CARS is being advertised in each 
market as the local licensee is 
chosen; trade-paper advertising to 
support licensee recruitment will 
begin in September, and a national 
campaign in consumer media is to 
start in late fall. 

This campaign will be managed 
and paid for cooperatively by the 
dealers and CARS. 

Dealers will represent every 
make of new cars, Each dealer will 
offer several makes for rental, in- 
cluding at least one from each of 
the Big Three. 

For leasing, dealers will offer 
every U. S. make of car and every 
truck up to 2% tons. It is planned 
that dealers will buy other makes 
from their fellow dealers in the 
CARS program. 

Base fees and fees for manage- 
ment and advertising are scaled 
upwards from towns of 10,000 popu- 
lation to cities of more than one 
million. 

Regardless of the size of his mar- 
ket, however, a dealer’s profits from 


rental and leasing operations grows | 


much faster than the number of 
vehicles he puts to these purposes, 
according to Lynch. 

Lynch explained it this way: 
“While certain costs rise in propor- 
tion to the number of cars (such as 
a licensee’s own advertising at $10 


a car a month), other costs such as | St. into a used-car outlet. 


legal, accounting, rent and salaries 
do not go up at the ‘unit’ rate. 

“Still others — like heat, 
power and general insurance—are 
no higher for 20 units than for one. 

“Thus,” according to Lynch, “a 
licensee’s yearly profit, before 
income taxes, is estimated to 
range from $257.76 for one rental 
car to $31,985.28 for 20. His prof- 
its increase six times as much as 
his cars.” 

Here are some of the arguments 
CARS is using in its recruiting 
drive: 

“1. Many dealers already have 
gone into renting and leasing on a 
local basis. 

“2. More dealers realize that in 
trading ‘new’ for ‘used’ they are 
actually in this business without 
getting any profits from it. 

“3. By setting up a car-rental and 
truck-leasing company, a dealer 
can make ‘lifetime leases’ with 


Florida Autos 
Taxed One Pct. 


TALLAHASSEE, Fla. — Gov. Le- 
Roy Collins has signed into law 
bills broadening the state sales tax 
and providing for other tax in- 
creases. 

Among provisions of the new 
sales-tax law is one imposing a new 
one percent tax on automobiles. 

The new sales-tax law is expected 
to produce an additional $95 mil- 
lion during the biennium. 








long-term customers without addj. 
tional overhead. 

“4. The dealer makes more mo 
on automobiles which he previously 
wholesaled to rental companies op 
small margins.” 

In applying for a CARS license, 
a dealer submits his application 
and franchise fee, and his quali- 
fications are studied by the rental 
organization. 

When approved, he names a man. 
ager for his rental department, 
starts training personnel for it ang 
gets signs and equipment from 
CARS for the new business. 

CARS said several auto execu- 
tives have praised its program and 
that some dealer associations are 
cooperating in licensee recruitment 
by suggesting their own first three 
choices for each city in their state, 


Gasoline Additive 
Hikes Power 20%, 
Ethyl Claims 


NEW YORK.—A new antiknock 
compound for aviation gasoline 
that produced power gains up to 
20 percent in full-scale engine 
tests has been developed by Ethyl 
Corp. 

Ethyl is now studying the broad | 
applications of the discovery, in- | 
cluding the potential use of the 
additive, tentatively designated AK- 
33X, as a supplementary additive | 
in automotive fuels. | 

E. I. Shea, Ethyl’s chairman said | 
the new aviation additive promises 
to be an important advance in the 
octane improvement of gasoline by 
chemical means. 

He said the compound also im- 
proved the antiknock value of 
tetraethyl lead when used with the 
latter. 

Although AK-33X is still in the 
developmental stage, Shea said it 
was being announced now because 
of its indicated importance to the 
further development of aircraft 
piston engines and to advise re- 
finers of the possibilities of the 
new additive. 








Fleigh Retires 


After 45 Years 


BALTIMORE. — Bob F leigh, 
Studebaker-Packard dealer here, 
has retired after 45 years in the 
auto business. 

Chesapeake Cdillac Co. took over 
the service portion of Fleigh’s 


|business and turned the Fleigh 


light, ig 





location at 242 W. Twenty-ninth 


Roland A. Flanagan, Chesapeake 
eneral manager, said Fleigh’s 
mechanics were being retrained 
and a complete parts inventory 


secured for the Studebaker-Pack- 
ard service operation. 


Visiting Germany— 


Peter Satori, right, importer and dis- 
tributor of DKW cars for the western 
United States, is greeted by Dr. William 
Werner, president, and Dr. Werner Henze, 
vice-president, Auto Union, on his arrival 
at the airport in Dusseldorf, Germany. 
Satori visited the German firm to discuss 
additional deliveries of DKW cars. 


' 
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Look what came in the 
morning paper S 


If you read The Philadelphia Inquirer you could have read all of 
the books illustrated above, and more, without buying them. 


A great newspaper During 1956, The Inquirer serialized 16 ‘‘Best Sellers” as well as a 
host of special features . . . for The Inquirer is dedicated to the task 


prints more of providing its readers with a mental diet that enlivens their days, 
widens their understanding, improves their leisure and introduces 
than news new people and ideas into everyday existence. 


The result? A vast family of avid readers whose loyalty to The 
Inquirer is reflected in the exceptional response they give to adver- 
tising in The Inquirer. That’s why The Inquirer carries more ad- 
vertising linage than any other Philadelphia newspaper. 


The Philadelphia Pnguirer 


remeemec 
aA aoe RR _& Now in its 24th consecutive year of total advertising leadership 


Exclusive Advertising Representatives: West Coast Representatives: 
NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH RICHARD I. KRUG FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 


342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 
Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 


MEMBER: METROPOLITAN SUNDAY NEWSPAPERS ¢ FIRST 3 MARKETS GROUP 
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Tackling No. 1 Marketing Problem... 


Cross-Selling Action Weighed 


(Continued from Page 2) 
single-point dealers, many of whom 
are being raided in their home 


mounted, Then the dealer began 
looking for one of these ‘leasing’ 
deals.” 


territories by nearby metropolitan He added that the situation could 


dealers. 


However, in many cases it is 
the low-overhead small-town 
dealer who is dumping cars into 
large cities. Several Detroit deal- 
ers complained of one dealer 50 
miles away in a town of 3,000 
who is selling 60 to 70 cars 2 
month, most of them in Detroit. 


2. Like bootlegging, cross-selling 
flourishes more in the South, 


3. The less efficient dealer suffers 
most from cross-selling, 
= * = 


‘Vicious Thing’ 


ERE are some views on cross- 
selling: 


A business-management official, 
who has watched dealership opera- 
tions for several decades, said: 
“Cross-selling is a vicious thing. 

“When we had territorial secur- 
ity, there was little cross-selling. 
And territorial security is no less 
workable now than it was then, 
despite the statements of these 
factory officials.” 

He recalled that in the old days 
each factory had a bureau to 
apprehend the cross-sellers, fin- 
ing them $50 for the first offense, 
$75 for the second and $100 for 
the third offense. Strong disciplin- 
ary action was taken for the 
fourth offense. 

This official continued: “There's 
a lot of talk about the problem, but 
nobody is taking the responsibility 
for it. The factories just don’t step 
up to their responsibility like they 
used to. 

“The big difference these days is 
that the big-volume dealer is a big 
shot at the factory — no matter 
whom he hurts. The volume dealer 
always gets the breaks. 

“The dealers who are being hurt 
most are those small-town dealers 
in some Southern states—South 
Carolina, for instance—who are 
trying to make a gross profit of 
12 to 15 percent on sales. They are 
the natural prey of those dealers 
who are working on a close gross 
of 8 to 10 percent. The strong 
dealer can ward off the cross-seller, 
but it’s the weaker dealers who get 
hurt.” 

> * > 
RACING the rise of cross-selling, 
he said that it has been worse 
this year than in most previous 
years and that it has increased as 
the model year progressed. 

“Cross-selling,” he explained, 
“first began in the slow-moving 
lines when the factory officials and 
the dealers began getting the pres- 
sure to maintain their former sales 
position. The volume dealers began 
reaching out further and further to 
make a sale—frequently by hiring 
“bird dogs” in another town. 

“The factories soon began pay- 
ing bonuses and the pressure 


be improved by better distribution. 
In the old days, he said, distribu- 
tion was based on the potential of 
a territory and the history of the 
dealership. 

“The only way to lick this prob- 
lem,” this official said, “is to get 
some form of territory security 
reinstated in the selling agreement. 
This may require some legislation. 
The factories won’t do anything 
until they are forced to.” 


* * + 


Baffled by Tolerance 


FORD dealer said that he 

couldn’t understand why the 
factories tolerated the cross-sellers 
because they are “distressing” the 
factories’ merchandise. 

He asserted: “The cross-seller 
makes it appear that he has to get 
rid of the car, and he lowers the 
standards of the product and the 
dealers who handle it. The only 
thing is these cross-sellers some- 
times wind up broke.” 

“The answer is better distribu- 
tion—limiting each dealer to his 
rightful share of sales, If the 
dealer knew what his alloted 
number of cars were, he'd sit 
down and figure out his break- 
even point and how much he’d 
have to make on each sale. Of 
course, the factories are always 
looking for the market to get 
bigger.” 

Asserted a Chevrolet dealer: 
“Anyone who is getting the same 
number of cars this year as he got 
in 1955, must be cross-selling. Any- 
one who is overstocked with cars 
is bound to turn to it. The factories 
could control it. I don’t like to see 
the Government run our business.” 

= * = 


— small-town dealer 
blamed small-town residents 
who are certain they can get a 
better price in the big city, even 
before they check the prices in 
their home town. 

“Cross-selling,” he said, “is get- 


Sky's the Limit 


Copter Drops Scotsman 


At Chicago Fair 


SOUTH BEND.—A new Stude- 
baker Champion Scotsman station 
wagon was delivered by helicopter 
to the Chicagoland Fair on Chi- 
cago’s navy pier last week. 

The “sky drop” took place in 
front of thousands along the Lake 
Michigan shore and at the Fair. 
The “drop” was made by an Air 
Force H-21 helicopter. 

The Scotsman was suspended in 
perfect balance in a sling hooked 
to the helicopter which winged its 
way for miles up Lake Michigan, 
not far from shore. 





Pierson Joins Triple-Diamond Club— 


L. W. Pierson, International truck sales manager, is presented with a jeweled pin 
symbolic of hohorary membership in the Triple-Diamond Club by R. C. Rickert, 
Chicago fleet account salesman and the first 25-year member of the club. Looking 
on ore R. M. Buzard, left, general manager, International Harvester'’s truck division, 
and D. F. Kuntz and W. E. Callahan, assistant sales managers. Triple-Diamond Club is 
the national achievement organization made up of top International truck retail and 
fleet salesmen and has inducted only six honorary members, of which Pierson is the 
most recent. Others in this select group include P. V. Moulder, IH president; W. C. 
Schumacher, vice-president, truck division, and Buzard. 





ting out of control because people 
refuse to shop in their home towns. 
In this town, it started with ‘bird 
dogs’ for out-of-town dealers. These 
fellows began getting around the 
local plants. 

“Some of these fellows even 
came out to see if I would take 
them on, But we don’t do any 
‘bird-dogging’—we don’t have time 
for that kind of stuff. 

The factory official, who asked 
that he not be identified, said that 
top managements at several fac- 
tories were concerned about cross- 
selling and have held numerous 
meetings on the problem. 

“However,” he said, “cross-selling 
is different from bootlegging in one 
major respect—the dealers are 
making a profit on every car, be- 
cause it’s a retail transaction.” 
* * aa 


Not Too Effective 


[pp RCUssine territory security, 
~ he said: “Dealers sometimes 


forget that it didn’t work too well. | 
It was a miserable mess, trying to| 
collect that money and pass it on| 


to another dealer. And you had 


dealer fighting dealer everywhere.” | 


This official then agreed that 
cross-selling was not breeding too 
many lasting friendships among 
dealers either. He added that he 
didn’t think that better distribution 
alone was the answer to cross-sell- 
ing. 

A suburban Chevrolet dealer 
said: “The attraction of buyers 
to a cross-selling dealer is based 
strictly on price. The best-selling 
line is, ‘I can save you $50.’ 

“It looks to me as if the high- 
power, big-volume dealers want to 
take over the industry. Some of 
these guys want to be distributors, 
not dealers. They dream and brag 
about being the world’s largest 


| dealer. They have no desire to keep 


the business; they’re just in it for 
the one sale. 

“Of course, we can’t and we don’t 
expect to avoid competition. But 
cross-selling can be controlled with- 
out saddling competition, There has 
to be some sanity to this business.” 

> * > 
ECLARING that the answer was 
simply better distribution, he 
said that the factories must dis- 
tribute cars on a fair and equitable 
basis. 

Discussions about cross-selling 
with Michigan dealers inevitably 
leads to conversation about the 
prominent Chevrolet outlet in De- 
troit which sells 800 to 1,000 units 
a month. 


Michigan dealers reported that 
this dealer had: 

1, Out-registered many small- 
town dealers. 

2. Installed his own sales repre- 
sentatives in many towns. 

3. Placed promotion signs in 
motels and other business establish- 
ments all over the state. 

These aggressive sales tactics 
have led to a continuous stream 
of complaints to Chevrolet division 
by other Chevrolet dealers in the 
past two years. 


Factory Acquiesces 


INALLY, after several near- 
revolts by some Michigan deal- 
ers, Chevrolet dealers have been 
promised by top factory officials 
that effective this month, the fac- 
tory will begin controlling produc- 
tion so that no dealer gets more 
cars than he has facilities to 
service. 

In addition, a new Michigan law 
becomes effective in September 
which is expected to help curtail 
interstate cross-selling by Michigan 
dealers. 

Many Michigan dealers have 
been able to take advantage of 
a Michigan law which permits an 
out-of-state buyer to buy a car 
in Michigan and avoid paying the 
8 percent Michigan sales tax by 
buying an “in transit” sticker 
from the Secretary of State’s 
office for $5. 

Under the new law, every out- 
of-state buyer must now appear at 
a Secretary of State’s office and 


furnish an affidavit testifying that 
he is the bona fide purchaser and 


that he does not live in Michigan. 








Dealers Meet Dodge President— 


On hand at a meeting of Los Angeles-crea Dodge dealers and Dodge factory 
| officials were, from left, Jack Sheetz, J & S Dodge Center; M. C. Patterson, Dodge 
| president; Ed James, J & S Dodge Center, and Jack Hansen, Dodge regional manager. 








COLUMBUS, O. — A law limiting 
|a dealer’s profit on the sale of in- 
stallment contracts to 2 percent has 
| been upheld by the Ohio Supreme 
| Court. 

The ruling came in a test suit 
filed by Glenn C. Teegardin, Troy 


Licensed Drivers 
Reach Total 
Of 77,869,284 


WASHINGTON .—There were 77,- 
869,284 licensed motor - vehicle 
operators in the U. S. during 1956, 
state agencies have just reported 
to B. D. Tallamy, Federal highway 
administrator. Motor vehicle reg- 
istrations reached 64,437,419 in the 
same year. 

In the seven years since 1949, the 
first year in which such data were 
compiled, the number of licensed 
drivers has risen 18.5 million, while 
vehicle registrations rose 20.3 mil- 
lion. Thus drivers increased 31 per- 
cent at the same time that vehicles 
increased 46 percent. 





| 





The ratio of licensed drivers to 
registered vehicles has steadily de- 
creased from 1.34 drivers for each 
vehicle in 1949 to 1.21 in 1956. 
Among individual states, the 1956 
ratio was less than 1.1 in California, 
Michigan, Montana, North Dakota, 
Oklahoma, Texas and Washington. 
The highest ratio, about 1.4, was 
found in Indiana, South Carolina 
and West Virginia. 


IH Looks Back 
Over 50 Years 


CHICAGO.—A 12-page illustrated 
booklet that recounts the 50-year 
history of International motor 
trucks has been produced by Inter- 
national Harvester. 

Entitled “50 Years of Inter- 
national Trucks, 1907-1957,” it traces 
a half-century of truck manufac- 
ture and includes a chart ‘showing 
the decade-by-decade increase of 
International production which has 
accounted for more than 2,600,000 
trucks over the 50 years. Another 
section compares specifications of 
the early “autowagon” with those 
of a representative group of modern 
International models. 

The booklet may be obtained 
from Consumer Relations Depart- 
ment, International Harvester Co., 
- N. Michigan Ave., Chicago 1, 

ll. 





Mercer County Dealers 


Elect Gilbert President 


TRENTON, N. J.—Charles B. 
Gilbert, a Chevrolet dealer in 
Trenton, has been elected president 
of the Mercer County (N. J.) 
Automobile Trade Assn, 

Other officers are Thomas Foody, 
vice-president; Karl Rittman, sec- 
retary, and Joe Volk, treasurer. 
Trustees are Gilbert, I. Johnson, 
George Conover, Volk, Earl Cole- 
man, Arthur Stryker, S. Keats, 


Harry Simpson and Fred Eldridge. | 309 W. Jackson Blvd., Chicago 6. 











Ohio Supreme Court OK’s 
Credit Contract Sale Law 


Mercury dealer, against the 
Motor Vehicle Dealers’ and Sales- 
men’s Licensing Board. 

The law applies to the sale oa 
all types of installment contracts, 
the court said. 

Teegardin said the law was un-) 
constitutional because he said it) 
deprived him of property without! 
due process of law and did not ap-) 
ply to auto dealers. ; 

He said that 60 percent of the 
net income of the average dealer 
comes from his financing profits. 

The Supreme Court said the la 
was “reasonable, suitable to the 
end in view, impartial in operation 
and has a substantial relation 
the general legislative purpose of 
the retail installment sales act.” 


General Tire 
Sets Record in 


Monthly Sales 


AKRON.—General Tire & Rubber 
Co, last week said that it had sold 
more tires in June than in any 
month in its 41- 



















year history. 
William F. 
O'Neil, president 


and chairman, 
told the board at 
a meeting that 
June sales and 
shipments bet- 
tered the com- 
pany’s previous 
biggest month of 
July, 1950. 

Unit sales were 


W. F. O'Neil 
30 percent above June of last year, 
he added. 

O'Neil 
showing to growing sales of Gen- 


attributed the month’s 


eral's new Dual 90 


tire. 


passenger-car 


MEWA Clarifies 


Merger Position 


CHICAGO. — The Motor and 
Equipment Wholesalers Assn. an- 
nounces it “deeply regrets the ad- 
visability of again calling attention 
to unfounded statements about 
MEWA’s position on current and 
past discussions of reorganization 
of associations” and says “the re- 
cent NSPA report on the subject 
perhaps unintentionally not only 
takes wording out of context and 
contains misleading statements but 
also omits important information, 
all of which results in distortion of 
the real facts.” 

MEWA’s announcement discloses 
for the first time that its executive 
committee met with a committee or 
group of NSPA wholesalers, includ- 
ing the chairman and other whole- 
saler members of its unification 
committee, at Boston on May 20, 
before the NSPA report was sub- 
mitted to its convention. Another 
meeting is scheduled at the Conrad 
Hilton Hotel here May 10. 

A point-by-point factual reply to 
NSPA is available from MEWA, 
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rs ALCOA Y acuminum gives every 1957 car more GLEAM AND GO 








ACCENT TO ELEGANCE: TRIM OF ALCOA ALUMINUM; SCENE: FORD AUDITORIUM, DETROIT 
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NOW YOU CAN SELL BEAUTY THAT LASTS: Alcoa Aluminum 


That gleaming golden fender sweep is made from 
anodized aluminum. It won’t rust, it won’t peel. It 
won’t chip, it won’t blister—even if salty slush 
splashes on it all winter long. Trim made from 
Alcoa® Aluminum is solid nonrusting metal all 
the way through—anodized to sapphire hardness. 

Every 1957 car has trim of Alcoa Aluminum, 
trim that stays bright and shiny right up to trade-in 
time and beyond. (Higher resale value for you and 
your customer.) And it requires no more care than 
you’d give the paint finish—just normal washing 
and occasional waxing. 


On the cars you sell, which parts are aluminum... 
grille, dash panel, sidesweeps, wheel covers, window 
frames? Our brochure offered below will tell you. 
We’re spreading the word to your customers about 
this important new sales feature with full-page ads 
in top national magazines, with sparkling televi- 
sion commercials on the famous ALCOA Hour. 

The car you sell has aluminum under the hood, 
too, for more get-up-and-go, for trouble-free 
performance. There are cool-running aluminum 
pistons, sturdy brake and steering parts, rust-free 
battery cable, lightweight transmission housing, 


and many others. 

When your salesmen sell a new car, make sure 
they hit hard on their newest sales feature: 
Alcoa Aluminum. 


{Ges THe ALCOA HOUR—Television’s Finest Live Drame—Alternate Sundey Evenings 


BEAUTIFUL BROCHURE 
shows every 1957 car in rich, 
full color. Write for your free 
copy. Aluminum Company of 
America, 1842-G Alcoa Bidg., 
Pittsburgh 19, Pennsylvania. 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T, Parker 
Attorney at Law 

— higher courts consist- 
ently hold that one who is in- 
jured by an allegedly defective 
automobile cannot recover any 
damages, unless he convinces a 
jury that the defects in the auto- 

mobile caused his injuries. 


For illustration, in Broadway 
Auto Sales v. Beard, 296 S. W. (2d) 
743, it was shown 
that one Beard 
entered the used- 
car lot of Broad- 
way Auto Sales as 
a prospective pur- 
chaser. A_ sales- 
man, who was 
busy with another 
customer, invited 
him to start a 
“98” Oldsmobile 
car and try it out. 
This car was 
equipped with an automatic gear- 
shift, Beard moved the lever from 
the drive position to neutral and 
started the motor. He “raced” the 
engine and put his head out be- 
tween the door and windshield to 
listen to the motor. 

The car moved forward four 
or five feet catching Beard’s 
head between the door and wind- 
shield post, The pressure broke 
Beard’s jawbone and almost broke 
his neck. 

He sued the Broadway Auto 
Sales for heavy damages claiming 
that the gearshift lever jumped 
from neutral into drive position be- 
cause of a defective condition, 

Beard did not positively prove 
that previously the automobile had 
been defective. Hence, the jury re- 
fused to hold the Broadway Auto 
Sales liable in damages for injuries 
to Beard. The higher court ap- 
proved the verdict and said: 

“It is useless to speculate as to 
how it happened since there must 
be evidence upon which to make 
a reasonable inference. There is 
none here and the jury was left 
to guess as to what happened.” 


Written Contract Controls 


oe to a late higher 
court decision a buyer who 
signs a written contract cannot 
later rescind his assumed obliga- 
tions on the grounds that the 
written contract is different from 
an oral agreement made between 
the buyer and seller before the 
customer was signed. 

For instance, in Murray v. Lure 
Co., 305 Pac. (2d) 76, it was shown 
that one Murray purchased a motor 
vehicle from Lure Co, The buyer 
and seller signed a conditional sales 
contract in the usual form. This 
contract fully described the vehicle 
and recited the cash price as $2,- 
395, sales tax $71.85 and D.M.V. 
fees $24, making a total cash price 


Richardson Named 
To du Pont Post 


WILMINGTON, Del.—John W. 
Richardson has been appointed 
manager of automotive sales of 
coated fabrics of 
du Pont Co.’s fab- : 
rics and finishes 
department, with 
headquarters in 
Detroit. 

Richardson, who 
has been assistant 
sales manager of 
coated fabrics 
since 1949, will 
assume full re- Fe 
sponsibility for 1 
this segment of J. W. Richard 
the business, R. C. Williams, who 
has been manager of automotive 
sales of fabrics and finishes, will 
continue as manager of automotive 
finishes sales pending his retire- 
ment next January. 





L. T. Parker 








Send for 
free folder. 


AMER- STAGE 
805 East 134 St. 
Bronx 54, N. Y. 








of $2,490.85. It also listed the down- 
payment as $890.85, and the unpaid 
balance as $1,600, with insurance 
$181.50, making a total unpaid bal- 
ance of $1,781.50. The time price dif- 
ferential was then stated to be 
$535.10, and the contract balance 
$2,316.60. It then provided that the 
balance should be paid in 36 equal 
monthly installments, 


Later Murray contested the 
validity of the contract on several 
grounds among which was the 
fact that the amounts of money 
specified in the written contract 








ete | 
Scag. .for service where} 


were different from the amounts 
orally stated by the seller to 
Murray before the contract was 
signed. 

The higher court held the con- 
tract valid and enforceable, saying: 

“Whether or not the exact fig- 
ures used in a conditional sales 
contract are agreed upon in pre- 
liminary negotiations, they are 
deemed to be finally agreed upon 
when the contract is signed, Any- 
thing said in preliminary negotia- 
tions must be considered as having 
been merged in the written con- 
tract.” 

* +. = 


No Consent Necessary 

ee a higher court held 
that an automobile dealer can 

install and use gasoline pumps in 

a business area and that a city 

ordinence is void which requires 
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Fuller Gives $100,000 
To Hospital Fund 


EXETER, N, H—Alvan T. 
Fuller, pioneer automobile dealer 
in Boston and former governor 
of Massachusetts, has subscribed 
$100,000 to the Exeter Hospital 
building fund. 

Fuller is an honorary life mem- 
ber of the Exeter Hospital Corp. 
and has been active in many edu- 
cational, cultural and charitable 
organizations. 





the dealer to obtain consent of 
adjacent property owners to oper- 
ate a service station. 

For instance, in Wolford, v. City 





dealer wanted to install gasoline 


|of Chicago, 138 N. E, (2d) 502, it| 
was shown that an automobile) 








pumps for a gasoline service sta. 
tion within an area not only zoned 
for but also devoted to businegs 
purposes. 

However, a city ordinance was 
passed which required the con- 
sent of adjoining property owners 
before the dealer’s property could 
be used for a gasoline service 
station. 

In subsequent litigation, the 
higher court held the city ordi- 
nance void, and said: 

“From the facts detailed it is 
to be seen that the site of the 
proposed service station is within 
an area not only zoned for but 
also devoted to business purposes, 
We agree that the consent ordi- 
nances in question are arbitrary 
and unreasonable in their applica- 
tion to appellee’s (dealer’s) prop- 
erty.” 


—— 


eS construction ... materials of exceptional durability . .. and 
efficient design are outstanding Spicer Heavy-Duty Clutch features. 
Trucks ... fire apparatus... earth movers... industrial and railroad applica- 
tions... these giant power-delivery jobs have been handled by Spicer Clutches 
for over 25 years. 
BIG CAPACITY is built into Spicer Clutches with these features: 
RELEASE PARTS WITH CLUTCH—The unit is complete with Release 
Bearing Assembly, Release Yoke and Cross Shafts ready for hookup to pedal 
linkage. No further engineering or procurement is required by purchaser. 
LOWER HEAT ON SPRINGS—There is no direct contact between pressure 
springs and pressure plate, therefore, springs will not take a set and lose 
pressure due to heat. 
REDUCED FRICTION—The knife edge design of the fulcrum points reduce 
friction which shows up as less pedal effort to release clutch. 

BUILT-IN PARALLELISM — Multiple levers and central springs assure 


uniform pressure around entire circumference of pressure plate regardless 
of wear or adjustment. 
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New-car registrations in Balti- 
more dropped to 2,861 in May, after 
totalling 3,000 in April, according to 
figures compiled by the Automobile 
Trade Assn. of Maryland. 

Chevrolet continued to dominate 
the sales race, leading Ford in May, 
879 to 583. Plymouth ran a strong 
third with 404. 

Other new-car registrations 
were: Oldsmobile, 172; Dodge, 
146; Pontiac, 146; Buick, 128; 
Mercury, 104; Chrysler, 79; Cadil- 
lac, 70; DeSoto, 39; Studebaker, 
24; Nash, 22; Lincoln, 10; Hud- 
son, 3; Packard, 2; Continental, 
1, and miscellaneous, 49. 
New-truck registrations by make 
were: Ford, 100; Chevrolet, 69; 
GMC, 67; International, 26; Dodge, 
19; White, 15; Mack, 7; Willys, 2, 
and miscellaneous, 3.—-(Kate Sav- 
age.) 


———— 


* * 


* 
Omaha 

A total of 1,363 new-car sales 
were registered in Omaha for May 
as contrasted to an April total of 
1,296. 

Chevrolet was in front all by 
itself with 406 registrations, Ford 
came second, 329, and Plymouth 
had 177 sales. Mercury, in fourth 
spot, showed a strong & and 
Buick tallied fifth with 80. 

Volkswagen put on sales steam 
to wind up the month with 15 sales, 
one registration ahead of DeSoto’s 
14, Little European cars are gain- 
ing favor with MG and Renault 
each having two sales, and Austin- 
Healey one. 

Chevrolet also topped the field 
in truck sales with 66 as contrasted 
to Ford’s 41 and International's 15, 
The month's total was 145, just 10 
ahead of April.—-(Arthur R. Oleson.) 


- * * 


Richmond, Va. 


Automobile sales in Richmond, 
Va., during May dropped off from 
those of the previous month but 
exceeded the total for May, 1956. 

The Richmond Chamber of Com- 
merce, basing its figures on May 
registrations in Richmond and 
Henrico and Chesterfield counties, 
said the total of 4,398 compared 
with 5,181 the previous month and 
4,238 in May a year ago. 

The May improvement over a 
year ago was in used-car sales— 
3,006, compared with 2,706. The 
number of new cars sold dropped 
from 1,582 a year ago to 1,392 
in May 1957. 

For the first five months of this 
year, sales of new cars are still 
behind the 1956 rate—6,808 com- 
pared with 7,359. There have been 
14,801 used cars sold, however, or 
347 more than last year.—(George 
E. Toles.) 


M t ! 
nd | Ask Dana engineers to help meet your particular power 
es. | tfansmission requirements. Dana has the clutch experi- 
ca- | ence and the ability to do the job... the result of over 
hes | 50 years of development in power transmission. 


DANA CORPORATION © Toledo 1, Ohio 


* * * 


Charlotte, N. C. 


A tight race for sales leadership 
in Mecklenburg County (Charlotte), 
N. C., was staged by Ford and 
Chevrolet during May with Ford 
coming out ahead by a single unit, 
228 to 227. 

Plymouth was third, with 65, 


Spicer Clutch Driven Disc Types to Meet Every Need 
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dal . © Many Damper Bonded Facing Ceramic Facing —— ~ _ edging Olds- 
; . AUTOMOTIVE: Transmissions, Universal Joints, Propeller Shafts, Axles, Powr-Lok Type Type Type mo! > 





Differentials, Torque Converters, Gear Boxes, Power Take-Offs, Power Take-Off 
ure Joints, Clutches, Frames, Forgings, Stompings. : 
pse INDUSTRIAL VEHICLES AND EQUIPMENT: Transmissions, Universal Joints, Propeller 
Shafts, Axles, Gear Boxes, Clutches, Forgings, Stampings 
AVIATION: Universal Joints, Propeller Shafts, Axles, Forgings, Gears, Stampings 
RAMROAD: Transmissions, Universal Joints, Propeller Shafts, Generator Drives, Rail 
: Cor Drives, Pressed Steel Parts, Traction Motor Drives 
AGRICULTURE: Universal Joints, Propeller Shafts, Axles, Power Take-Offs, Power 
Take-Off Joints, Clutches, Forgings, Stampings 
MARINE: Universal Joints, Propeller Shafts, Gear Boxes 
Many of these products manufactured in Canada by Hayes Stee! Products Limited, Merritton, Oatario 
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DEALER PROFILES 


“Quality service and 
quality products have 
built a *1000 investment 
into one of the largest 
Dodge dealerships 


in Kansas, says... 


Chas. Spencer, 
SPENCER AUTO SERVICE CO. 
Wichita, Kansas 


DODGE + DODGE TRUCKS 


“CYERVICE AND SATISFIED CUSTOMERS remain our number 
S one objectives and the keys to our success. Because of 
our service reputation and the traffic it created, we were 
selected to represent Dodge in Wichita. 


“To that dealership management which expects to improve 
profits in today’s market, the best suggestion we can make is 
this: Take a close, careful look at your service operation. Man- 
agement must see to it that every man in the organization will 
settle for nothing less than complete customer satisfaction. 


p  -seome —arraemaarey 


“Chrysler Corporation helps us provide that satisfaction. 

We're convinced the factory is just as determined as we are 

that no customer leaves our place of business without a high 
; regard for the sales and service benefits we offer. This, of 
; course, means training—to keep our mechanics abreast of 
new improvements in the modern automobile—and to keep 
our sales force alert to the high quality standard our customers 
| expect and deserve. Every service mechanic in our organiza- 
,, tion, is a graduate of the Corporation’s excellent Master 
Technicians training courses. 


“Naturally, we could not have hoped for anything like our 
present success without the right line of cars to sell. There 
isn’t the slightest doubt in our minds that people like the 
Dodge automobile and will continue to like it. They like its 
quality, its styling and its performance. And a look at our 
used car lot proves competitive owners are buying our cars. 


“Throughout the years, our experience with Chrysler Cor- 
poration has been a highly profitable one. For the working 
dealer who knows his business and the importance of 

; satisfied customers, we can see only growth and profits ahead, 

P. selling and servicing the cars of The Forward Look.” 


Chas. Spencer—Expert automotive merchandiser, serving his 
customers—Senior partner, Chas. Spencer, and General Manager, Bill 
Spencer of Spencer Auto Service Company check new car “make ready” 
with M. L. Minson, Service Manager. Top calibre service at fair prices, 
plus a reputation for fair dealing continue to mean growth and profits for 
this leading Kansas dealership. Both Chas. Spencer and his father, O. H. 
Spencer, entered the business as mechanics. In 1933 Spencer Auto Service 
‘ Company was organized with $1,000 borrowed capital. In 1941 the firm 
; signed with Dodge. Today, Spencer’s modern service operation is staffed 
{ and equipped to handle any job that comes in: New car and truck service 
Ms and “make ready’’"~-warranty work—or complete used car reconditioning. 
Last year the dealership delivered 592 new and 1294 used cars, with still 
more sales forecast for ’57. 





> THE FORWARD LOOK MEANS BUSINESS! 








J. E. Blackburn—Civic leader, respected businessman 

Blackburn Motor Co. President, J. E. Blackburn, talks over the new 
De Soto FireSweep sedan with one of his firm’s many customers. Mr. 
Blackburn is an acknowledged leader in Vicksburg community affairs. He 
is a member of the Board of Deacons of the Vicksburg First Baptist Church, 
on the Vicksburg Y.M.C.A. Board of Directors and Area Chairman of the 


N.A.D.A. In 1935, at twenty-two, he sold 210 new Dodge and Plymouth 
cars for another Mississippi dealership. With $250 borrowed capital he 
started on his own in 1938. “I still suspect that bank thought I was going 
to use the money for farming,” he says. Today, Blackburn Motors is one 
of the best known De Soto-Plymouth dealerships in the Deep South. 
Consistently, it has captured more than its share of the local De Soto price 
class market. Last year’s figure was a whopping 11%. 


“De Soto-Plymouth sales and 
service with a personal touch 
keep our profits growing, says... 


J. E. Blackburn, 
BLACKBURN MOTOR CoO. 
Vicksburg, Mississippi 


PLYMOUTH + DESOTO 


— OUR EXPERIENCE, the best way to make an automobile 
agency go is to give it a personal touch. In everything 
we do, our customers come first. Every member of our 
organization is proud of our good business name, and works 
continuously to maintain and protect it. 


“When recommending a used car, it makes all the difference 
in the world to be able to tell the customer and have him 
believe you---“We know this car. It has been kept up regularly, 
right here in our Service Department.’ 


“More than ninety per cent of the people who buy their 
cars from us use our service facilities. Service customers, 
repeat business and referals have built our business. And with 
Chrysler Corporation, our service mechanics receive the kind 
of top training that gets jobs right—-keeps people coming 
back. All our men are fully qualified under the Corporation’s 
Master Technicians program. 


HRYSLER CORPORATION 


“Of course, with De Soto and Plymouth we have the kind of 
quality products we can be proud to sell. We know Chrysler 
Corporation has always p’* more into its cars than competi- 
tion and people around here know it. And from the way 
they’ve been coming in to see and buy our cars, we know 
people like our modern styling, too. 


“With the new FireSweep line, De Soto has greatly broadened 
its market to include the lower medium priced field. We 
expect to expand right along with it. With our FireFlite, 
Firedome and FireSweep De Sotos—-plus our complete line 
of Plymouths, we’re selling directly to a wider range of 
prospects this year than ever before. 


“From here on out, we see nothing but opportunity ahead. 
For any good dealer willing and able to sell himself, sell his 
products and build a reputation, it’s great to be a dealer 
with Chrysler Corporation.” 


DODGE *« DESOTO 
IMPERIAL ¢ DODGE 


PLYMOUTH e 
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1 3. Guard the precepts of individual freedom ty hp 


Great and gave its citizens more of the better things of life than a 
else in the world. 








Capsule Comment 
Survey by Automotive News finds more dealers prefer 
factory action to legislation on cross-selling and bootlegging. 
The taste is better when the offering is voluntary. 
. > >: 
U. S. Supreme Court rules that states can prohibit nui- 
sance picketing for unionizing purposes. 
There'll be no dispute about this one. 


Edsel plans a new “profit center” approach for dealer- 
ships, dispensing with the service-absorption theory. 


An all-new look at a phase of the dealership operation 
+ too often taken for granted. 


+ ” * 
Steel prices go up, and it looks like 58 model prices will 
follow suit. 
An old refrain. 


For helping get out the vote last year, NADA receives an 
award from the American Heritage Foundation. 


A good dealership is synonymous with good citizenship. 
a * * 
General Motors climbs aboard the foreign-car bandwagon. 
Recognition of an import-ant sales trend. 


New Hampshire Senate defeats bill to restrict car length 
and horsepower. 
The kind of threat averted by AMA’s decision to ban 
etenttiae, tos : 





Coming 
Events 


Dealer Conventions 


Aug. 18-19—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 

Dealer Assns, of Canada, Toronto, 

Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

. 6&8 — Maine Automobile Dealers 
oe, Inc., Samoset Hotel, Rockland, 


e. 
Sept. &10—New York State Automobile 
ealers, Inc., The Concord, Kiamesha 


Lake, N. Y, 
Sept. 810—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke. 
Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 
~ — New Hampshire Automobile 
+ Assn., Lake Tarleton Club, Pike, 


Sept. 11 — Vermont Automobile Dealers 
Assn., Rutland Country Club, Rutland. 
Sept. 15-16—Kentucky Automobile Dealers 
Assn., Sheraton Seelbach Hotel, Louis- 

ville. 
Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 


Springs, Colo. 

Sept. 16-17 — Minnesota Automobile 
ealers Assn., Nicollet Hotel, Minne- 
apolis. 


Sept. 16-17—Wisconsin Automotive Trades 

sn.. Milwaukee. 

19-2iI—Arkansas Automobile Dealers 
,. Marion Hotel, Little Rock, 

1-3—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct, 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas, 

OF. 20-2i—Oklahoma Auto Dealers Assn., 
ulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 


Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 
Nov. 10-12 — Ohio Automobile Dealers 


Assn., The Neil House, Columbus. 
Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 
Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 
Jan. 11-15—National Automobile Dealers 
Assn., Miami Seach. 


Auto Shows 


Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

Oct. 30-Nov. 10—lffernational Automobile 
Show, Turin, Italy. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. I—St. Paul Automobile Show, 
Auditorium, St. Paul. 


Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 
Jan. 3-11 — Upper Midwest Auto Show, 


Municipal Auditorium, Minneapolis, 

Jan. 412 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 8-12 — St. Paul Automobile Show, 
Auditorium, St, Paul. 

Jan. 18-25—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh, Pa. 

Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 
nati. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 23-28—Tampa Auto Show, Fort Hes- 
terly Armory, Tampa. 

Jan. 25-Feb. 2—Houston Automobile Show, 
Houston. 

Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

- * . 


Genera 


Oct. &ii—Annual convention, American 
irucking Assns.. Conrad Hilton Hotel, 
Chicago. 

Oct. 1416—Truck Body and Equipment 
Assn. |0th annual convention and ex- 
hibit, Atlanta Biltmore Hotel, Atlanta. 

Oct. 17-19 — Automotive lesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel, San Antonio. 

Nov. 2-4—i3th Annual Convention, Texas 


lent 


Inc., , Austin. 
Dec. 1-5—Annual manufacturer-distributor 
conference, ive Wa -Dis- 
tributors Assn., Inc., Muehlebach Hotel, 
Kansas City. 
Dec. 8-il ican Institute of Chemi- 


cal Engineers, ual Meeting, Conrad 
Hilton Hotel, Chicago. 

b. 3-6—3ist Annual National Automo- 
tive Accessories Manufacturers’ Exposi- 
tion, Navy Pier, Chicago, 


30 Years Ago 





Jones report. 


Commerce announced. 











The Big Stories 

Offer of General Motors to exchange Fisher Body Corp. stock for 
GM stock on the basis of 2% of the latter for one of Fisher Body 
stock was approved by Fisher stockholders, Accordingly, Fisher Body 
will pass into possession of General Motors. 

Motor vehicle owners in the U. S. paid a total of $136,750,000 in 
gasoline taxes and $23,934,000 in licenses, or a total of 370,684,000 last 
year, according to the U. S. Census Bureau. 

The new Ford car has been seen on test runs on highways bordering 
Dearborn, and observation makes it certain the new product will bear 
absolutely no resemblance to the old Model T, according to a Dow, 


Automotive exports during May totalled $42,322,127, or less than 
10 percent below the record exports of April, the Department of 


Automotive Cartoon 


Of the Week 


"So you can't read it—it gets 35 miles per gallon.” 


Letterbox 


‘Reports Erroneous ...... 
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any subject of interest to our 
ven unsign 


Editor, Automotive News, Detroit 26, Mi 


readers, your to ed 
letters but you may sign your name with the assurance that it will not be 
used, ddress ich. 


if you so request. A 





Ad Rate Information 

During the past several weeks I 
have read articles in AuTomorTive 
News relating to more and more 
newspapers extending retail rates 
to new-car dealers. 

A letter has come to my attention 
sent out by NADA, listing 30 cities 
which it claimed were taking new- 
car advertising from the dealers at 
retail rates. I have written to most 
of the newspapers in the cities 
mentioned, and I find that the ma- 
jority of them deny that they are 
extending local rates for new-car 
advertising. 

I have heard from Corpus Christi 


Newark (O.) Advocate inform us 
that the only new-car advertising 
that they accept at retail rates is 
that which appears in their classi- 
fied sections.—(C. L. Fountain, ad- 
vertising director, Lancaster News- 
papers, Inc., Lancaster, Pa. 
= = * 


‘Why Can’t We...’ 


Little wonder the foreign cars are 
invading this market . . . they have 
real materials in them; real honest, 
nonstriking workmanship, and are 
built to perform and to last eco- 
nomically. That’s more than we can 
say for any car produced here now. 

If they can build such a car, why 
can’t we?—Roy Brooxs, West Palm 


(Tex.) Call Times, Reading (Pa)| Beach Fila. 


Times-Eagle, Allentown (Pa.) Call 
Chronicle, Cheyenne (Wyo.) Eagle 
and State Tribune, Richmond (Va.) 
Times Dispatch and News Leader, 
Troy (N. Y.) Record, Portland 
(Me.) Press Herald and Evening 
Express and the Bangor (Me.) 
News. 

All of these papers claim that 
reports in Automotive News or the 
NADA letter were erroneous. 

The Trenton (N. J.) Times and 












—From the files of Automotive News. 












’ * * * 
Rio Grande Area Ad Rates 
I have been reading in AUTOMOTIVE 
News of the campaign of NADA to 
get newspapers to give dealers local 
rates. We are doing this on the 
Valley Morning Star, Harlingen; 


in the Rio Grande Valley of Texas. 
Our three newspapers are 

as the Rio Grande Valley Group. 
However, automobile factories who 
buy our group for coverage of this 
52nd U. S. metropolitan market, 
known as the Valley City, earn a 
better rate than any dealer adver- 
tising in our individual papers at 
local rates. 

The individual local open rates 
are the same as our individual 
national advertising rates. However, 
we give our national advertisers an 
approximate 20 percent discount for 
the use of the same ad in our three 
papers within a 24-hour period. 

While local automobile dealer ad- 
vertisers are given the same oppor- 
tunity as retailers in all lines of 
business to earn better than the 
open rate by signing a contract and 
earning a better rate on a sliding 
scale each month, so far these local 
automobile dealers are not earning 
as low a rate as automobile factories 

(See LETTERBOX, Page 48, Col. 4) 
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the top cards 


when shoppers ask for a showdown ? 


Here’s how Pennzoil’s service-selling program 
puts you in a profitable trading position 


If car shoppers are making it slightly uncomfortable for you in the pocketbook, 
it’s time you took a real good look at the Pennzoil Proposition. This is the direct 
approach to profitable operation, because it increases service absorption, gives 
you the cushion you need to make money on car sales. 


First, Pennzoil offers a motor oil so good it eliminates all prevalent engine 
operating problems. By keeping engines clean, powerfully smooth and protected 
from wear, Pennzoil with Z-7 keeps customers satisfied and coming back. 


Second, Pennzoil gives you the most effective customer-relations program in 
the automotive service industry— favorite of car dealers everywhere by more than 
4 to 1. The Pennzoil Kontax System® gives you the plans and the materials, all 
personalized and tailored to your operation, to bring in a controlled flow of 
profitable service business. By selling your customers the right service at the right 
time, this system helps you increase service traffic, develop more regular service 
customers, sell more items per R. O. It develops profit potentials in every phase 
of your service business. 


Let Pennzoil deal your salesmen this winning combination now. For full details, 
phone your nearest Pennzoil distributor or mail the coupon. No obligation. 


Sales Manager, Kontax System 
Pennzoil, Oil City, Pa. 


Get the Complete : Sounds good, but you'll have to prove it. 
Let's get together to talk it over. 
PENNZOIL 
Profit Story! 
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MEMBER PENN. GRADE CRUDE OIL ASSN., PERMIT NO. 2, OIL CITY, PA. 





aan 


Ce 


ee ee 
Neen 5 ee 


a 


16 


What's New... 
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In Parts and Accessory Distribution 


L-O-F Labels Glass Parts 


To Speed Identification 


TOLEDO.—To assist dealers and 
distributors in quickly identifying 
windshield and backlights for auto- 
mobiles after they have been re- 
moved from original shipping con- 
tainers, a program of labeling has 
been announced by Libbey-Owens- 
Ford Glass Co. 

The labels for clear windshields 
and solid backlights will be on a 
white background with the blue 
L-O-F shield. Labels for E-Z-Eye 
and E-Z-Eye shaded windshields 


and E-Z-Eye curved solid back-| 


lights will be on a green back- 
ground with the blue shield. 
> * * 


Paul-Marsh Publishes 


Fordomatic Manual 
DET ROIT.—Paul-Marsh Co. 
has published a Fordomatic train- 


ing manual which covers all 
Fordomatic, Merc-O-Matic and 
Lincoln Turbo-drive transmis- 
sions from 1950 through 1957, It 
is a companion piece to the 
Hydra-Matic manual brought out 
last year. 

The Fordomatic manual has 192 
pages and more than 400 photo- 
graphs and illustrations. It is 
priced at $4.50 and is available 
through automotive wholesalers. 

+ * = 


Labor Aide Named 





has been appointed labor relations 
counsel for National Standard Parts 
Assn, wholesaler members. 

| * * * 


| Milwaukee Boosters 


|Plan Social Events 
| MILWAUKEE. 


— Three summer 





the Automotive Booster Club here. 

They include a ball game and 
luncheon on July 26, a family 
picnic Aug. 3 and a golf tournament 
Aug. 23. 


AWDA Parley 


Slated Dec. 1-5 


| 


| pointed a special conference com- 


In Kansas City 


KANSAS CITY. — The annual 
manufacturer-distributor confer- 


CHICAGO.—Dr, Benjamin Werne| ence of the Automotive Warehouse 


Distributors Assn. will be held here 
Dec. 1-5 at the Muehlebach Hotel. 

Walter T. Devine, Lenk, Inc., 
Boston, president of AWDA, ap- 


mittee to work with AWDA’s Kan-| 
sas City headquarters. 


Serving on the committee are 


Inc., Kansas City, chairman; Jack 
Whitaker, Whitaker Cable Corp., 
North Kansas City, co-chairman; 
Thomas S. Perry, Jobbers Service, 
Atlanta; J. S. Connell, J. S. Con- 
nell Co., Dallas; Ralph Doherty, 
Wilkening Mfg. Co., Philadelphia; 
Don Hanson, E. Edelmann & Co., 
Chicago, and E. T. Duffy, Weather- 
head Co., Ft. Wayne Division, Ft. 
Wayne, Ind. 

During the spring meeting in 
Boston 10 new members were ad- 
mitted to the association. They are: 
Hudson Sales & Warehouse Serv- 
ice, Inc., Merrick, N. Y.; Airtex 
Automotive Division, Fairfield, II1.; 
Linfred Distributors, Brooklyn; 
Auto Gear Co., Inc., Syracuse; Sil- 
ver Beauty Warehouse, Inc., 
land, Calif.; Warehouse Service, 
Inc., Oklahoma City; A. B. C. Bear- 
ing Co., Brooklyn; Plasti-Kote, Inc., 
Cleveland; Triplex Corp. of Amer- 
ica, Pueblo, Colo., and Tungsten 
Contact Mfg. Co., Inc., North Ber- 
gen, N, J. 

Committee reports were pre- 
sented by Doherty, chairman of the 
manufacturers advisory council; W. 
J. Fergus, Midwest Automotive 
Warehouse, Inc., chairman of the 


|catalog and packaging committee; 


Walter Kirkpatrick, Wilkening Mfg. 


|activities have been planned by| Ernest A. Tapp, Jobbers Supply Co.,| Co., co-chairman of the catalog and 








Famous Armstrong Tire ‘Fist’ Pulls In 


Sales For You — As No Other Brand Can 









Skid-stopping 
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Prevention’ Safety Discs give you an 
EXCLUSIVE sales feature that 
customers can see! 


“Ounce of 
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THE ARMSTRONG RUBBER CO 


stay sold — come back for more. 


aK 


“SS 
ma) 


Why sell tires your customers can’t tell from any other tires? 
Why compete on a price basis that squeezes your profit? 


Sell Armstrongs! Customers can see the exclusive Safety Discs in the 
tread. Any salesman can demonstrate, in 10 seconds, why Armstrongs 
stop skids as no other tires can. Once sold, Armstrong customers 


For more sales, easier sales, bigger profit — get the Armstrong story! 


ADVERTISING ADDS SELLING PUNCH! 


In LIFE, POST ...on TELEVISION . 
is big-time, frequent. Hits hard because it tells the same proved 
“fist” story over and over. 


GUARANTEE CLINCHES SALES! 


Unconditional road hazard Lifetime Guarantee is longest, 
strongest in the industry. Get the story! 


. Armstrong advertising 


Home Office, 
m West Haven, Conn, 


Oak-| 





—. 


packaging committee, and Perry, 
chairman of the distributors liaison 
committee. 


Reub Schrank, Lee Motor Prod. 


ucts, Cleveland, was elected to serve § 


on the board of governors to fill the 
unexpired term of J. B. Wilson, 
Houston. 

President Devine and Martin 
Fromm, executive secretary, an.- 
nounced complete plans for the sec. 
ond annual AWDA month, which 
will be observed during October. 

* ok * 


Gun Deal on Orel 


WILMINGTON, Del.—A DeVilbiss 
stream gun valued at $13 and two 
gallons of “Orel” rubber lubricant 
worth $7 are being specially offered 
to dealers for $12.95 by DuPont No, 
“7” line wholesalers. 

* * * 


Service Movie 
Olin Mathieson Offers Film 


On Antifreeze 


NEW YORK. — A new motion 
picture designed to help car dealers 
increase their antifreeze sales and 
profits is being offered by Olin 
Mathieson Chemical Corp. for show- 
ing to repair and service depart- 
ment personnel. 

The 11-minute, 16-mm. color- 
sound film shows tested sales and 
service techniques involving anti- 
freeze and related items. 


Emphasis in the film is on the 


importance of persuading the mo- | 
torist, for his own protection, to } 
in } 


have antifreeze installed well 
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advance of the first cold snap. The | 


film shows that the motorist re- 
gards the “factory-trained” service- 
man as an expert and looks to him 
for advice as to what must be done 
to keep his car in good running 
condition. 

The film was produced by Calvin 
Co., Kansas City, Mo. It contains 
no brand identification and is avail- 
able to qualified groups by writing 
to Automotive Products Depart- 
ment, Olin Mathieson Chemical 
Corp., Baltimore 3, Md. 


* * * 


Russell Succeeds Newfield 


As AAR Publicity Chief 


NEW YORK.—W. Frank Russell, 
Dallas, has been appointed pub- 
licity chairman for the Automotive 
Affiliated Representatives. He suc- 
ceeds 
Calif., who resigned because of poor 
health. 

Russell, immediate past president 
of AAR, will be assisted by David 
Levin, New York regional director; 
Ted Dinger, Pittsburgh; Ben M. 
Asch, New York, AAR chairman, 
and Ed L. Lee, executive secretary. 
Newfield will assist the group in a 
minor capacity. 

al 


Jewish Appe 
Given $150,000 
By Auto Group 


NEW YORK.—Over $150,000 was 
raised for the United Jewish Ap- 
peal’s 1957 rescue and relief cam- 
paign at a dinner of the auto 
supplies and accessories industry 
that attracted over 300 guests, a 
record-breaking number for this 
annual event. 


Highlight of the evening was the 
presentation to three men for their 
work in behalf of the progress of 
the industry and the welfare of 
their fellow men. 

Those to whom the illuminated 
plaques were given are Seymour 
Brick, president, Harmosa Oil 
Corp.; Glenn H, Crawford, presi- 
dent, Dunlop Tire & Rubber Co.; 
and Julius Sanditen, executive vice- 
president, Oklahoma Tire & Supply 
Co. 


Louis K. Beller, Public Service 
Tire Co., general chairman of the 
UJA automotive division, presided. 

* * * 


MEWA Names Committee 


To Study Reorganization 

CHICAGO.—The Motor and 
Equipment Wholesalers Assn, has 
named a committee on reorganiza- 
tion of wholesaler associations and 
begun making plans for a July 
meeting on reorganization, 

Members of the committee are 
A. J, Thompson, Seattle; A, S&. 
Hatcher, Macon, Ga; J. F. 
Creamer, New York, and J. T. 
Davis, Corpus Christi, Tex. 


E. D. Newfield, Oakland, | 


















= SURVEYS SHOW WHY RAMBLER IS 


- Lreaking All-Time Salec Recorde. 


iting 

part- 

— There’s sound reason for the fact that Rambler is setting 
new all-time records—sales up 31% in May... up 93.3% 


| in the first 20 days of June over the same period last year! 





FLASH-— Final Reports 
Show June Sales Broke 


It’s simply this: satisfied customers who are selling their 
friends by word of mouth. 


ssell, 
pub- 
otive 
suc- . 
land, | 
poor 


A recent independent survey among owners of all low- 
priced makes reveals that Rambler ranked highest of all 


All Existing Records! 


dent 


avid in owner loyalty. This same survey rated each car on the 
ctor; ° ° . . . 

M. basis of owner satisfaction with various features. 

man, 

_ Rambler again placed first in Economy, Mechanical 


1 OUT OF 5 SAID RAMBLER 


this survey—20% of current low- 


Perfection, Handling Ease, Heating and Ventilating, Size 


and Comparative Value. Rambler also rated right up at Visitens to sneent heading Auto Ghews 


the top in all of the other features mentioned in the survey. 


No wonder more and more people every day are making 
the smart switch to Rambler 6 or V-8, America’s fastest 
growing car in popularity. 


—people who had seen and compared 

all makes of 1957 cars on display 

under ideal conditions—were asked: 

Q. If you are planning on buying one 
of the low-priced cars this year, 
what make will you consider? 

A. One out of every five interviewed in 


priced car p rospects — responded: 
RAMBLER”. 


This all adds up to the fact that 
Rambler is the car to sell now and 
grow with. Let us send you the com- 
plete Rambler story. Your inquiry 
will be held in strictest confidence. 






““| Now... More Than Ever... 
et It Pays To Be An 
| AMERICAN MOTORS DEALER! 
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~ ‘ American Motors Means Ay: More For Americans 
yply *enanse® 


DIRECTOR OF DEALER DEVELOPMENT 
AMERICAN MOTORS CORPORATION 
DETROIT 32, MICHIGAN 


I 

I 
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! 

! 

! Gentlemen: Will you please provide me with more complete information about 
the Rambler franchise. | understand that | am under no obligation and my 
i inquiry will be held in strictest confidence. 
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We Have the Market... 
We Have the Product... 


YOU HAVE THE OPPORTUNITY! 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


What S-P Stands to Gain 
From German Engineering 
— has been lots of talk dur- 
ing the last year, about the 
Studebaker-Packard tie-in with 





up to a situation that could enable 
a relatively low-volume U. S. car 


| maker to cancel out the advantage 


in unit cost of engineering advance- 
ments that otherwise stacks the 
ecards in favor of the major pro- 
ducers. 


iene need 


Daimler-Benz and the S-P outlook 
in general. It seems to me, how- 
ever, that one potentially signifi- 
cant factor has been overlooked in 
such discussions. 

This is the immediate and long- 
term benefits that should accrue 
from the cooperative engineering 
agreement between the U. S, and 
German companies, I think it adds 


In fundamental terms, here’s 
the way it looks to me: To main- 
tain a commercially successful 
pace of technical progress for its 
automobiles, the producer of 100,- 
000 cars obviously must stand a 
unit or per-car burden that is 10 
times as great as that of the 
producer of one million cars who 
wants to hold the same rate of 


product research and engineering 
development. 

Theoretically, there must be an 
upper limit to the total amount of 
annual research and engineering 
needed to support an automotive 
manufacturing organization. In 
practice, this optimum technical 
level can, of course, be approached 
only by the largest makers—be- 
cause they are able to spread de- 
velopment costs over a vast number 
of vehicles. 

Now, in view of the cooperative 
arrangement between Studebaker- 
Packard and Daimler-Benz, it 
would seem that the total, com- 
bined cost of research, engineering 
and product development activities 
may be pooled (in effect, if not in 
actual bookkeeping). To some ex- 
tent, this will have the effect of 
distributing engineering costs an- 
nually over the entire output of 
the two automotive firms. 

> * * 

As A result, in specific instances 

where the cooperative inter- 
change of technical information 
and automotive component ideas 
produces developments wanted by 
one company or the other—as, for 
example, when S-P engineers want 
a particular new Mercedes feature 


—then the only remaining costs to 
be charged to S-P products would 
be for what normally is called “ap- 
plication engineering” or “produc- 
tion engineering” needed to adapt 
the feature to Studebaker or Pack- 
ard automobiles. 


All-in-all, this is an intriguing 
situation as a cooperative ven- 
ture ... one that has many rami- 
fications and implications that 
ought to work to the mutual ad- 
vantage of the participants. 
What it boils down to is that 

the per-car cost of new engineering 
features should be less than it 
would without the cooperative ar- 
rangement—a happy outcome that 
could strengthen the ability of S-P 
to compete successfully with the 
larger American automobile manu- 
facturers. 

Although not as much publicized 
as some other aspects of this inter- 
national cooperative venture, this 
may bear watching as fruits of the 
arrangement begin to appear. 
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New Chemicals Make 
Better White Leather 


EHIND the current upswing of 
interest in white leather, ac- 
cording to word from Rohm & 











NIGHTMARE 


of journalizing facts and figures... 
banished by BURROUGHS SENSIMATIC! 


As an automobile dealer you face 
an endless barrage of figures daily. 
Figures that can easily become a 
nightmare of uncertain profit-and- 
loss if they pile up so fast you 
never seem to catch up. 


The answer: the Burroughs Sensi- 
matic 500 . . . the accounting 
machine with which you can 
mechanize your entire bookkeep- 
ing set-up without changing your 
factory-approved system. 


With: the Sensimatic, even the 
newest operator can race through 
your daily accounting work, mak- 
ing necessary figure facts immedi- 
ately available for management. 
(It totals up to 19 different columns 
of figures automatically.) Because 


less than 2 years. 


many dealers report savings of 
$200-$500 a month, you’ll find the 
Sensimatic often pays for itself in 





““BURROUGHS"* AND 


For the whole story just call our 
nearby branch office and ask for a 
copy of our free booklet on Auto- 
motive Dealer Accounting systems. 
Or write to Burroughs Corporation, 
Detroit 32, Michigan. 


See how streamlined automotive 
accounting saves time and money. 
Ask to see our new film: “The Open 
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**SENSIMATIC"* 





ARE TRADEMARKS. 








Haas, is a successful cooperative 
effort between leather chemists ang 
tanners to develop new and better 
techniques for making white 
leather. 

To the leather trade and auto- 
motive interior trim engineers 
and stylists, the recent commer. 
cial introduction of two new 
chemicals to improve the process 
of making white leather was a 
key factor in paving the way for 


the present vogue in white leather, | 


These two new chemicals are 
Zircotan S (sodium zirconium sili. 
cate) and Leukanol C (condensed 


phenolic syntan). Working together, | 


they reportedly help tanners to 
make a thorough-white product that 
is more lightfast than previous 
colored leather. 


Like their older “cousins” bearing 


the same chemical family names, | 
they were developed in the Rohm & | 


Haas leather laboratories, Charac- 
teristic color of leathers made with 
the two new chemicals allegedly is 
bright, “virtually lightfast,” and 
with the white color going all the 
way through the thickness of the 
leather. For commercial standards 
of lightfast colors, this is called “a 
white that stays white.” 

Getting deeper into trade termi- 
nology, leather made with these new 
materials is said to “exhibit im- 
proved temper and tighter break.” 
Temper is the tanner’s term for 
leather’s resilience or ability to re- 


a nancnrersnanmmnnetiijpanas sansa 


cover after flexing. Break refers to . 
the fineness of wrinkles or creases | 


that appear when leather is bent or 
folded with the grain on the inside. 


Now, as you observe the improve- 
ments in color and other gains 
embodied in the more supple, non- 
cracking leathers the industry is 
working with, you'll know the in- 
side story on some of the chemical 
formulations that are at least par- 
tially responsible for this progress 
in upholstery materials. 

> > > 


Economics Dictates 
Degree of Automation 


gSaew, many of us have 
fallen into the habit of er- 
roneously assuming that every new 
plant erected by the auto industry 
must be the “last word” in auto- 
mation or mechanized production. 


Actually, this is not true. New 
plants are not planned with “auto- 
mation” as an objective in itself. 
Rather, automation is the means to 
an end—in the usual case, it is tied 
in with attainment of goals in pro- 
duction volume, quality control and 
unit costs. 


And the degree or extent of 
automation adopted depends strictly 
on the economics of the situation 
when individual operations are in 
the planning stage. 

Referring to one of its newest 
plants, an auto company statement 
recently said: “Every spot where 
automation has been used was sub- 


jected to thorough analysis. To be | 


worthwhile, the installation had to 
produce results in terms of quality, 
efficiency, working conditions or 
safety.” 

Touring this plant, I observed 
that those who planned it did 
not go “all the way” or as far 
as they might have (in terms of 
known or available technology) 
in automating machining, inspec- 
tion (gauging, quality control), 
press operations, materials 
handling and assembly opera- 
tions. 


Yet, this same plant does include 
one of the industry’s most advanced 
assembly installations. 


It also exhibits such last-word 
automation concepts as: Transfer 
machines that cycle parts through 
a series of machining operations, 
huge presses in which progressive 
dies perform several successive 
stamping operations, material 
handling devices which eliminate 
fatiguing physical loading and un- 
loading of parts, and an advanced 
type of automatic electronic in- 
spection. 

In short, it represents what in 
the judgment of its planners is the 
most effective plant equipment ar- 
rangement to perform the assigned 
mission of chassis parts manufac- 
turing. But the point is that “auto- 
mation” was not applied indiscrim- 
inately. 

Autornatic functions or mecha- 
nized operations were specified only 
to the degree warranted by realis- 
tic, individual analysis of opera- 
tions as the plant layout was 
evolved. 
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Better Incentives Spur Salesmen 


By L. H. Houck 
Staff Correspondent 

INDIANAPOLIS.—A young, am- 
pitious dealer in a prosperous In- 
diana town some miles from here 
went out on a snowy cold day last 
December to sell an automobile 
while his salesmen lounged around 
the heated showroom because “the 
day was too bad to sell automo- 
biles.” 

He said that when he returned 
with the signed contract in his 
pocket he realized that he would 
have to develop a better incen- 
tive plan for his sales staff and 
that he would have to reduce 
overhead costs if he were to make 
a profit in this business, which 
had been in the family for years. 

Today he is making a handsome 

profit, he has reduced his overhead, 
and his sales staff has had the 
“coal oil of salvation poured on it 
and set on fire.” 

He decided to get all the litera- 
ture he could on the subject of in- 
centive plans for auto salesmen 
and to visit numerous dealerships 
in various parts of the country. 
Before going, he analyzed thor- 
oughly his own sales pay methods. 

He was paying his salesmen $55 
a week and 1 percent of the differ- 
ence on new and used cars. They 
were averaging $80 but they had 
their living geared to the $55. This 
dealer quickly realized that he 
couldn’t have much of a salesman 
out there fighting for another $100 
for the dealer when it only meant 
a dollar to him. 

Under his new plan he has had 
almost 50 percent increase in vol- 
ume, and a one-third —> 
gross profit. His net pro ‘or 
the year might make an indus- 
try record. 

After his personal survey, he de- 
cided that some plan of incentive 
based on a percentage of the gross 
was the thing that would prove 4 
shot in the arm. 

As proof, within a month one 
salesman caught fire and made 
himself a tidy $227 for 10 days’ 
work. All the others are far ahead 
of any of their previous sales 
records. 

Salesmen receive no fixed sal- 
aries. They may use a drawing ac- 
count if needed. They are paid 25 
percent of the gross on new and 
used cars and 40 percent of the 
gross on trucks. Thus it will pay 
the salesman to cultivate prospects. 

The gross profit is arrived at 
by pre-set calculations. ‘The 
dealer adds $50 to the invoice 
price for service. The invoice 
price is subtracted from the list 
price, which gives the gross profit 
on which the commission is paid. 

For example, if the invoice price 

is $1,950, the dealer adds $50 for 
service, making the invoice price 
$2,000. The list selling price, for 
illustration purposes, we'll set at 
$2,600, leaving a gross profit of $600. 
That is based on a clean deal with- 
out a trade. 

When a trade is involved, no 
salesman makes an appraisal. Only 
the dealer makes the appraisals. 

The wholesale price of the trade- 
in is added to the gross profit, 
which in this case would be $300 
added to the $600 gross, making a 
total of $900 gross. If the salesman 
allowed $900 for the trade he 
wouldn’t make anything. The ap- 
praisal that goes in the deal for 
basing commissions is what the 
boss makes. The salesman can 
dicker. 

If he can get the trade for $700 
he will make 25 percent of $200, 
or $50. If he can get the trade for 
$600 he will make 25 percent of 
$300, the difference between $600 
and $900, or $75. 

As compared with his previous 
compensation he would make $25 
for gaining the extra $100 instead 
of a dollar. 

Used cars are handled somewhat 
differently. Each used car is listed 
in a used-car book under three 
Classifications — cost, would take, 
and asking price. 

To cite an example, a used-car 
listing might look like this: 

Cost Would Take Asking 

$300 $500 $595 

If the salesman sold at the $500 
Price and the tradein was ap- 
Praised at $100 that would make 


| 


$300 gross in the deal before the 
allowance to the customer for the 
trade was made. If he then allowed 
the customer $200 he would make 
$25 on the $100 difference or gross 
profit. 

While he was getting his new 
sales compensation plan into high 
gear, this dealer also started chop- 
ping away at overhead, since he 
had to pay all expenses out of the 
remaining 75 percent of the gross 
profit. 

Incidentally, this dealer figured 
that he was worth a salary and 
so he put himself on the payroll, 
which is merely good business. 

He examined his newspaper ad- 
vertising program and studied the 
pulling power and decided he 
wasn’t getting enough pull per dol- 
lar, So he cut down the size of his 
ads and tried to make them more 
effective. He figures he has been 
successful. 

In the parts department he found 
that a lot of long-distance calls 
were made for a single part or 


just a few parts every day or so. 
He established a rule that only one 
long-distance call would be made 
per day for parts—that it would be 
made before 10 a.m. and that all 
parts needed should be bunched 
and ordered at that time. 

He went into each department 
thoroughly and held meetings 
and explained what had to be 
done. He emphasized that they 
had no desire of reducing over- 
head expenses entirely—just the 
unnecessary expenses. 

In order to gain effect he had 
the telephone removed from his 
private office. 

With all these changes, this 
dealer reported that the whole at- 
mosphere changed. There was zip 
and sparkle in every department 
and everyone was more interested 
in his job and the future of the 
business. 

And that is what happened when 
the boss went out to sell a car on 
a cold and dreary day while his 
sales staff lolled in a warm office. 


Cadillac Produces Milestone Engine— 


Cadillac produced its one-millionth high-compression, overhead-valve engine last 
week. C. F. Arnold, center, Cadillac's chief engineer, and Harold G. Warner, right, 
manufacturing manager, were on hand as Dale Liscum moved the milestone engine 
off the assembly line. Cadillac produced its first high-compression V-8 engine in 


1948, 
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FARM JOURNAL 


Graham Patterson, Publisher 


@ ‘You bet I’m glad that Plymouth advertises in FARM JOURNAL. 
When it comes to reaching my country trade FARMJOURNALis tops.” 


A. J. Mutti 
Biemen, Indiana 


@ “I judge advertising by results. Farm JOURNAL gets results 
in my trading area. It takes Plymouth down these rural routes 


like a local newspaper.” 
J. M. Hicks 
Anniston, Alabama 


@ ‘An awful lot of our Plymouth sales begin with an ad in FARM 
JOURNAL. We know because our customers tell us so.” 


E. L. Standiford 
Winfield, Kansas 


FARM JOURNAL is America’s largest selling farm magazine. It’s 
bought and read by twice as many farm families as any other 
publication because it gives farm families everywhere what they 
want... need... and can’t get anywhere else. 


One of the nation’s truly great magazines 
More than 3,500,000 subscribing families 





Richard J. Babcock, President 








and so many Plymouth Dealers 


thrive on country trade 
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Trucking on the Air— 


First tapes of Mack Trucks’ coast-to-coast summer radio program saluting America's 
trucking industry are reviewed by, from left, Walter F. Carey, chairman, ATA Founda- 
tion, Inc.; P. O. Peterson, Mack president, and E. G. Ewell, Mack vice-president. Mack 
is sponsoring the two-month trucking education series in cooperation with the ATA 
Foundation. The broadcasts are made on NBC's national weekend radio, program, 
Monitor, and are carried by 160 stations across the nation each Friday, Saturday 
and Sunday, continuing through Sept. 1. 


Practical Problems of Selling 


os story is told by a sales- 

man who wishes to remain 
anonymous, L. H. Houck, 
Automotive News staff corres- 
pondent, retells it here: 

Sometimes you can lose a deal 
by one slip of the tongue or the 
mere statement of something of 
no consequence. 
Such things teach 
us to keep our 
mouths shut about 
personal things as 
much as possible 
and also to curb 
our tendency to make the joke 
and at the same time appear to 
be cordial. 

A certain old maid had been 
shopping all over town for a 
car and even though she was 
a school teacher she seemed to 
have a natural suspicion that 
auto salesmen and dealers were 
out to do her in financially. 

Before making a decision she 


How 


Sales 
Case 
Histories 


always called in a middle-aged 
man who operated a good in- 
dependent garage to check the 
car and make his recommenda- 
tion. 

In each case, the dealer lost 
the sale. I had learned all this 
by grapevine but hadn’t met her. 

She popped in one day and 
looked over one of our new cars 
and she seemed to like the car, 
the price and the color. We 
soon came to terms on the trade 
and the deal was apparently 
wrapped up and ready for signa- 
ture but I knew that all the 
other dealers had got that far, 
too, so I tried to be wary. 

Then she said it was all okay 
except that she had an expert 
mechanic who had always done 
her work and that she would 
not buy a car unless he inspected 
it and endorsed it, So I knew 
I was up against the THING 


| 
| 
| 
| 


that had been a stumbling block | 


for all the other dealers. 
I told her I would be glad to 


Great Lakes Steel 
teems quality 


You’re up on the catwalk above the pouring platform 
along the open-hearth pit at Great Lakes Steel. Right 
below, one of the giant 250-ton teeming ladles is filling 
another train of hot-top ingot molds. 

At no step in the production of good, deep-drawing steel 
is control of quality more important than in the teeming 
operation. For defects can easily develop unless the entire 


pouring operation is done exactly right .. . 


at Great Lakes. 


the way it is 


For example, these hot-top molds are designed to eliminate 
shrinkage cavities in the finished product. A special lining 
compound of graphite or tar blankets the inside of every 
mold to form a highly protective shield for the delicate 


ingot surface. 


And that’s only a sample of the care Great Lakes takes 
every step of the way to maintain high and uniform quality 


steel! 


The easiest way to reach us? Simply phone our nearest 


representative. 


GREAT LAKES STEEL CORPORATION 


Detroit 29, Michigan 


Division of 


NATIONAL STEEL abe CORPORATION 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, 

Grand Rapids, Houston, Indianapolis, Lansing, Los Angeles, 

New York City, Philadelphia, Pittsburgh, Rochester, St. 
Louis, San Francisco, Toledo, Toronto. 


BUILT-IN QUALITY of Great Lakes steel is guarded through 
every step to final delivery. Here shipments of flat-rolled 
sheet coils are covered with tarpaulins for protection. 





| 


| ditioners are being translated into 


have him inspect it and suggested 
She make an appointment for 
them both at her convenience, 
She set it for that afternoon. 

+ * * 

HEY came in and I saw that 

I was acquainted with this 
man but she introduced him, I 
shook hands with him as if I had 
never seen him before and 
steeled myself against making 
any remarks that would border 
on familiarity. 

He did a thorough and expert 
job of inspection. He looked at 
the accessories she ordered and 
suggested that she buy power 
steering and power brakes which 
she had left off and also sug- 
gested a rear view mirror on 
the fender, all of which upped 
the deal a few hundred. , 

I was beginning to think that 
these extras were what had lost 
the other deals but she readily 
agreed that they be listed on the 
order. He also suggested that she 
get over-size premium tires for 
better riding and safety and she 
agreed to that, too. 

I talked to him about tech- 
nical details, also the factory 
warranty, the service and he 
seemed to like the whole setup. 

He told her that he thought 

She had made a wise choice, 
shook hands with me and left. 
I treated him like a stranger but 
thanked him cordially, 

She signed the order and the 
deal was completed with delivery 
promised within the next two 
weeks. 

a a * 

OW had I been able to com- 

plete the deal when so many 
had failed? By keeping my mouth 
shut, The man she brought in 
had a considerable reputation 
with the ladies and the others 
knew this and were acquainted 
with him. 

At least one of the salesmen 
who lost a deal had said: “Well, 
Joe, have you taken to squiring 
school teachers?” and slapped 
him on the back and that 
killed the deal because of the 
inference, no matter how jok- 
ingly said. 

I thought this was the cue and 
so I determined to let the school 
teacher and her mechanic make 
the first move toward jokes and 
familiarity. ; 
They didn’t make any. I learned 7 
later that she paid the man $25 for > ~ 
his inspection services. ; 
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Harrison Notes 
Air-Conditioning 
Climb in North 


BUFFALO.—Sales of car air con- 


Sas So o> 


big business for a Western New 
York producer of the devices. 

Of course, air 
conditioners are 
most popular in 
the south and 
southwest. But 
General Manager 
Edward D. Roll- 
ert of General 
Motors’ Harrison 
Radiator division, 
in Lockport, says 
they’re becoming 
increasingly pop- 
ular in northern 
climates. Harrison Radiator, a pio- 


neer producer of air conditioners, | 
expects to sell a record number of of 
4 


sot ~~ 3 


E. D. Rollert 


units this year, double last year’s 
volume. 


Harrison doesn’t disclose its sales, 
but Rollert says air conditioners 
make up “a substantial portion” of 
the division’s business, accounting 
for the output of 700 to 800 workers 
at the peak season. 


Harrison air conditioners, sold to 
all five GM passenger-car divisions, 
are made in Lockport. Certain com- 
ponents are turned out in the divi- 
sion’s plant on Clyde Ave. in Buf- 
falo. 

Rollert estimates the industry 
will turn out about 500,000 car air 


conditioners this year, against 


about 290,000 in 1956. ; 
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ACK in 1905 the Chicago Daily 

News ran a story about some 
crackpot who had the idea that 
automobiles should be insured. The 
statistics showed how ridiculous 
that was. In the whole city there 
were no deaths by violence caused 
by horseless carriages, in spite of 
the way those crazy contraptions 
“whizzed through the streets” at 
15 m.p.h. 

Twenty-five years later no re- 
sponsible person would dream of 
driving his new car away from 
the dealer’s showroom without at 
least $5,000 of property damage 
and $10,000 of public liability in- 
surance. 

Today, insurance rates, particu- 
larly in big cities, are so high they 
have become a major consideration 
when buying a car. In New York 
City the same coverage that cost 
$98.32 in 1939 now costs $157.56. 
If there are drivers under 25 years 
of age in your family, it’s $262.60. 

And when the insurance actuaries 
got through juggling the statistics 
on bachelors under 25—death in 
accidents involving young men are 
about 50 percent greater than the 

national average—less-than-25-year- 
old New York bachelors got it in 
the neck to the tune of $365.84. 

* + * 


Other Factors 


OUTHFUL motorists are not the 

only reason for the big jump 
in insurance rates, A few protection 
features have been added to poli- 
cies and the increase in accidents 
has had some effect, But not as 
much as you would expect. That 
increase comes largely from the 
greater number of cars, not the 
greater number of accidents per 
car insured. 

Repair costs seem to be a 
major factor. Inflation brought 
higher mechanic wages and parts 
costs. But new styling has made 
everything on a car more ex- 
pensive and much harder to fix. 
The old-fashioned double wind- 

shield could be replaced for about 
$15. The new wraparounds can run 
as high as $130. Once upon a time 
if you smashed a fender you simply 
attached a new one. Now the fish 
fin fenders are a part of the whole 
body and include a battery of -+hhigh- 
powered lights fore and aft. A 
smashed fender entails a major 
operation. 

Medical care costs are up. Claims 
for loss of income, based on wages, 
rise with the rising wage scales. 
And more people can collect more 
damages more easily. In some states 
even a wife can sue her husband 
for injuries in an accident for which 
he is to blame. And awards for 
damages that in 1940 averaged 
below $3,000 in New York State 
now run over $11,500. 

* o = 


Woman Drivers 


a VEN though women have been 
guilty of the epithet “woman 
driver,” it’s much cheaper insur- 


Jaguar Completes 
New Building 


LONDON.—A new 80,000-square- 
foot building brings Britain’s 
Jaguar Car Co. at Coventry a step 
nearer complete rehabilitation after 
the fire which destroyed a quarter 
of the factory last February. 

The building was put up within 
12 weeks and every precaution was 
taken to make it fireproof. Great 
use was made of ply-glass, a new 
material which has the property of 
diffusing light and reducing heat 
inside the building from the sun’s 
rays. 

The company decided on the new 
building because a large part of the 
factory where production had been 
resumed after the fire received 
Only “first-aid” treatment and will 
have to be vacated to allow full- 
Scale reconstruction. 


The AUTOMOTIVE NEWS ALMANAC is 
& year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 


ancewise to let your daughter drive 
instead of your son, This is a moot 


question, because women drive less | ‘ 


than men, but their accidents are 
likely to be more costly, The way 
I figure it, only women who are 
good drivers drive much and the 
inexperienced who only takes to the 
wheel in emergencies are just so 
many sitting ducks. 

The reasons for high insurance 
rates are probably also reasons 
why more and more states are 
requiring compulsory insurance— 
or at least proof of ability to pay 
damages, Some merely penalize 
the uninsured by requiring them 
to pay $8 a year into a special 
fund used to reimburse motorists 
injured by the uninsured. Sounds 
cheap at the price, but the limited 
coverage would only appeal to 
the impecunious guy with nothing 
to lose if sued. 

Massachusetts, the first to try 
compulsory insurance, only required 
5 and 10 PD and PL. The law pro- 
vided no coverage for: Individuals 
who caused their own injury, ac- 
cidents involving cars, unregistered, 
uninsured or stolen, and hit-and- 
run drivers not caught. It didn’t 
cover property damage. And con- 


How much of your overhead does 
your service department pay for? 
Socony Mobil can help you increase 
that amount. Here’s how: 
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Surf City Opens New Building— 


Surf City Motors (Oldsmobile) has moved into these modern quarters at 1025 Water 
St., Santa Cruz, Calif. Owned by J. E. Hoover, the dealership has 4,300 square feet 
under roof, ample parking and a used-car lot. 


trary to popular belief did not com-| sured motorist encroaches on the 


pensate persons suffering bodily in- 
jury. 

In spite of those inadequacies the 
states are bucking the old tradition 
of the freedom of the highways and 
should be commended. The unin- 


life and liberty of others as well 
as his own. 
Going Up 


IS predicted that insurance 


23 


forces are at work that may help to 
stem the tide: Better designing of 
both highways and cars, driver- 
training of the new generation, new 
and improved police programs, and 
the very recent policy change of 
automotive advertisers — deempha- 
sis of horsepower in favor of other 
features—should bring down acci- 
dent rates. 

P. S. When a traffic expert told 
me that he feared that compul- 
sory insurance might increase 
accidents because many human 
beings are apt to think, “Why 
worry? I’m insured,” I got to 
thinking about that humdinger of 
an article, entitled “Sudden 
Death” that appeared in the 
Readers Digest a few years ago. 
Not overdone so as to lessen 
reader identification, it caused 
many — including me—to slow 
down, 

Why shouldn’t that article, like 
Dickens story of Old Scrooge, be- 
come a traditional annual event— 
in magazines, newspapers, on radio 
and TV? The renewal of the 
Christmas spirit is important, But 
so is the saving of lives. Your own, 


| will continue to mount. But! maybe. 





Socony Mobil can help boost your 
service absorption in many important ways! 


equipment . 


car you sell. 


We can advise you how to set up 


and operate an efficient lubrication de- 
partment. Sometimes a simple change 
can speed up job turnover . . . increase 


volume. 


We’re ready to give you the benefit 
of years of merchandising experience 
... Suggest sales tips. . . give you vital 
retailing information that can change 
labor and parts sales figures from red 


to black. 


And, of course, there’s our lubrica- 
tion training program. We’ll instruct 


@ You get America’s top sellers .. . 
Mobilgas, Mobiloil, Mobiloil Special! 


@ You get the help of experienced men 
to help you boost service absorption. 


your personnel. 


@ You get the benefit of merchandising 
and lubrication knowledge unsurpassed 
in the petroleum industry. 


Leader in lubrication for 91 years 





your men on the most up-to-date 
. . show them proper 
lubrication techniques on the make of 


Here’s why it’s good business 
fo do business with Socony Mobil 


e@ Yet get expert on-the-job training for 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 





Mobil means 
business ... more 
business for you! 








A new ‘Jeep’ Truck — newest addi 





ADVANCED FORWARD CONTROL DESIGN does it again! 
This time it puts a big 9-foot pickup box on a 
103%-inch wheelbase. With the engine behind 
the driver, more space is available for cargo. 
And you get a range of visibility not obtainable 
in ordinary trucks—a very important safety fac- 
tor for both highway and off-road travel. 


All-new Forward Control ‘Jeep’ FC-170 


Pere - 





HIGH TORQUE HURRICANE 6-226 ENGINE, 
performance-proved the world over. 
Many new features are incorporated 
in this rugged, dependable engine 
which gives 190 foot pounds of torque 
at a money-saving 1400 RPM—for 
real working power at low cost. 


tion to the ‘Jeep’ family — with new sales appeal ! 


SPACIOUS SAFETY-VIEW CAB with large 
wrap-around windshield puts you in a 
“Forward Control” position for great- 
er command of any driving situation— 
on rugged off-road terrain or in con- 
gested city areas. Plenty of head and 
leg room for greater driving comfort. 


MORE LOADSPACE CAPACITY in big 9-foot 
platform stake body. You carry pay- 
loads of up to 3300-pounds. There’s 
room for 30 milk cans, 35 cement 
bags, or 60 bushel baskets. The stake 
platform is only 35'4-inches from the 
ground for back-saving ease of loading. 
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> Here’s the bigger, more powerful new Forward 

: Control ‘Jeep’ FC-170 Truck. It has the same com- 
pletely new design features that made the Forward 
Control ‘Jeep’ FC-150 an immediate success! 


New all-time high for “big-load” maneuverability ! 
This completely new 7,000 pound GVW, 4-wheel-drive 
Truck puts a 9-foot pickup box on a wheelbase only 
103% inches long. Compare this efficient space utilization 
with any other 4-wheel drive truck. The new FC-170 
is the only one that has so much cargo space per inch of 
wheelbase—the only one with ‘Jeep’ maneuverability to 
carry payloads of more than a ton almost anywhere. 
And its functionally designed chassis provides 8 inch 


ground clearance to prevent “hang-up” in rough country 







“GO-ANYWHERE” ‘JEEP’ TRACTION — with the 


y- extra traction of its 4-wheel drive, and 
"s 63-inch tread, the FC-170 takes the load 
nt almost anywhere, in good weather or bad, 
ce with ground-gripping stability. It shifts 
1e easily into conventional 2-wheel drive for 


highway travel at top legal speeds. WILLYS MOTORS, INC. 





Another New and Bigger 
Profit-maker for ‘Jeep’ Dealers 


or on deep rutted roads. With power take-off, the new 
FC-170 operates a wide range of special equipment! 


Another big profit opportunity for ‘Jeep’ dealers! 
The new Forward Control ‘Jeep’ FC-170 again enlarges 
the profit potential of an already profitable franchise. 
The ‘Jeep’ franchise represents a great profit opportunity 
for you—whether you handle it exclusively, or as an ad- 
dition to your present line. When added to your existing 
line you can realize substantial profits, with the same 
facilities and little increase in operating expense. 


Get the detailed facts, and see what they can mean 
to you. Phone, wire or write Dealer Franchise Depart- 


ment, Willys Motors, Inc., Toledo 1, Ohio. 


se ep Forward Contro/ 


m=] BC170 


WILLYS ...the company on the move! 








WINNERS 
PONTIAC 
FINISH LIN} 
CONTEST 


Chg AnD ZONE 
€ oO 


Pontiac Rewards Salesmen— 


Cash awards earned in the Pontiac Cleveland zone “Finish Line" 
made to the salesmen selling the most cars over an established quota. Award 
winners in the Cleveland area were, from left, front row: Ed Lewis, Bedford; James 


contest were 


Revenall, Cleveland; Leonard Glendenning, Cleveland; H. M. Reiter, Cleveland; John 
Gow, Cleveland; Clark Kiesel, Lakewood. Back row: John F. Malone, Pontiac zone 
manager; Charles Deford, Strongsville; Frank Basile, Strongsville; T. J. McNamara, 
Strongsville; James Rayel, Cleveland; Dave Crawford jr., Lorain; Shaffie Joseph, Lake- 
wood, and F. J. Wahi, assistant zone manager. 


For 
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Auto Dealer Changes 


Pence-Briggs, Inc. (Studebaker), 
Richmond, Va., has entered the 
foreign-car field as sales distributor 
and Richmond retail outlet for the 
German Lloyd. The move was an- 
nounced by George Pence, presi- 
dent. 


* * * 


New DeSoto Outlet 


Tinker & Johnson has been 
named a DeSoto dealership at Mora, 
Minn. 


* * * 


Johnson Buys Out Partner 
Vern Johnson has purchased the 
interest of his partner, Harris 
Lundquist, in the Oldsmobile deal- 
ership at Paynesville, Minn. 
* * 


+ 


Patten Edsel Formed 
Patten Edsel Co. has been formed 
and has leased property at 1237 
Broad St., Chattanooga, Tenn. Wil- 


Best Performance in 









LINCOLN...one of the leading fine car 


replacement service 
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liam T. Patten is president and 
general manager of the firm, and 
U. K. Whaley, auto veteran and 
former dealer, is vice-president and 
secretary. 


* * * 


Kaminsky Adds Hudson 


Julius Kaminsky, owner and pres- 
ident of Southern Motors, Savan- 
nah, Ga., has announced that his 
firm has been appointed exclusive 
dealer for Hudson, It already han- 
dles Nash, Ramblers, Metropolitan 
and English-built Fords. 


Olson Lincoln-Mercury 


Adds British Ford Deal 


Olson Motors, Lincoln-Mercury 
dealer in Great Falls, Mont., has 
obtained the British Ford dealer- 
ship for its area. Harris Olson, 
owner of the company, said the 
foreign car line was added to 


LINCOLN 


ENGINES 


manufacturers selects and distributes 


Perfect Circle chrome rings for authorized 


PERFECT CIRCLE 


2-in-1 CHROME PISTON RINGS... the standard of comparison 


— 


meet a demand for an economy 
car. 

According to Olson, the British 
Fords will be offered in four 
series of passenger cars, two 
series of station wagons and two 
series of panel trucks. They will 
be available in four or six cylin- 
der models. Prices will range 
from $1,700 to $2,800. 

Olson Motors has been a Lin- 
coln-Mercury dealer since 1946, 


Jacobson Gets New Line 


> rena 


oo ter carers 


Economy Motors, owned by Carl | 


Jacobson at Kalispell, Mont., is the 
first English Ford dealer in the 
Flathead Valley of Montana, The 
dealership also handles German 
DKW, Porsche and MG. 


Edsall Reopens Deal 


The Chrysler-Plymouth dealer. 
ship in Stafford, Kans., 
been closed for some time, has been 
reopened by the Truck-Trailer Sup- 
ply, Inc. John Edsall is manager of 
Truck-Trailer Supply, Inc. 


French Buys L-M Deal 


French, Inc., is a new Lincoln- 
Mercury dealership in Springfield, 
Ii, replacing Springfield Motors. 
The firm is headed by Ralph W. 
French sr. and his sons, Marion and 
Ralph jr. French had been a trac- 
tor and equipment dealer 28 years. 


4F lorida Deals 
Change Hands 


Auto dealership changes in Flor- 
ida include the following: 

In Winter Haven, Pickney Olds- 
mobile has succeeded Haven Fender 
& Body Works, and Winter Haven 
Motor Sales, Inc. (Studebaker), has 
taken over the franchise formerly 
held by Champion Motors. 

Wall Buick has replaced Nelms 
Buick in New Smyrna Beach, and 
Frizzell Lincoln-Mercury Co. has 
succeeded Leary-Skees, Inc., in Fort 
Myers. 

= = a 
Carr Joins Harteker 

Jack Carr, formerly with Penn- 
sylvania Automotive Supply, Chi- 
cago, has become a partner of 
Alfred Harteker in Harteker 
Motors (Chrysler), Oconomowoc, 
Wis. 


Lamb Buys Chevrolet Deal 


Joe Lamb has purchased the 
Birdsall Chevrolet, Onida, S. D, and 


which has J 


a ie Di 
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changed the name to Lamb’s Chev- | 


rolet Co. 


. ” - 
Foreign-Car Deal Opens 
Robert Iverson has opened a 

foreign-car dealership at Amery, 
Wis. Known as Foreign Motors, it 
is featuring Renault. 


= . o 
Bobb Motor Sales Sold 
George C. Bobb has sold Bobb 
Motor Sales, Inc. (Chevrolet- 
a. Bellefontaine, O., to 
Millisor. Bobb will con- 
os to operate Bobb Chevrolet 
Co., Columbus, O. 
o = 7” 
Prout Gets Deal 

Huston Prout has resigned from 
Bobb Chevrolet Co., Columbus, O., 


to become a Chevrolet dealer in 
Elyria, O. 
* - 7 
Dibble Joins Wilson 

Richard E. Dibble has purchased 
an interest in Wilson Motor Co. 
(Ford), 5433 Leary, Seattle, and 
has been named vice-president and 
general manager. Harry L. Wilson, 


who founded the firm 37 years ago, 
continues as president. 


Sanford Adds 1H Truck 


Sanford Tractor & Equipment 
Co., Reno, Nev., has been awarded 
an International Harvester truck 
franchise, Sanford also handles IH 
construction ond fam equipment. 


Sewells ley Desieveld P 


Carl and Woody Sewell have 
purchased Village Cadillac in the 
Dallas area from N. J. DeSanders 
jr. and have renamed it Sewell 

Village Cadillac. Carl Sewell had 
been an auto dealer in Dallas for 
13 years before selling his dealer- 
ship three years age. 


Williams Takes Nash 
F. W. Williams Motor Co. is 4 
new Nash dealership in Leaven- 
worth, Kans. Francis W. Williams 
is proprietor and manager. 
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Legislature and sent to the gover- 


J. T. Douglas, premier of Sas- 
katchewan and highways and trans- 

rtation minister, will be general 
chairman when the Canadian Good 
Roads’ Assn, holds its 38th con- 
vention in Saskatoon Sept, 25-28. 
Top-level experts from both the 
United States and Canada are 
scheduled to address the delegates. 

Representatives of provincial, fed- 
eral and municipal governments and 
industry will confer on road and 
street problems and discuss de- 
yelopments in highway transporta- 
tion. 

Speaking for the International 
Road Federation will be Arthur C. 
Nagle, Washington, and the lunch- 
eon speaker will be Bertram D. 
Tallamy, Federal highway adminis- 
trator of U. S. 

Technical sessions will bring to- 
gether some of the most distin- 
guished highway technologists on 
the continent and “Forum ’57” will 
feature speakers on soils and ma- 
terials; economics, finance and ad- 
ministration; planning and design; 
safety education; traffic engineer- 
ing, and construction and mainten- 
ance. 

Representatives will report on 
roadbuilding activities and plans of 
various levels of government in a 
“Roads Roundup.” 

There will be a special symposium 
on frost action. 

Public relations policies and 
problems of various levels of gov- 
ernments will be studied and de- 
bated by a panel of representatives 
of the three levels of government. 

7 « - 


New York Dealer, College 


Honored for Driver Training 

Certificates of commendation 
have been presented by the Auto- 
mobile Club of New York to 
































education program. 

The dealer, who has provided a 
dual-control training car for 
school use, was commended for 
making an “important civic con- 
tribution to traffic safety and the 
reduction of accidents on the 


highway.” 
* > > 


Noisy-Muffler Crackdown 


Asked by Pennsylvania Club 

The Keystone Automobile Club, 
Harrisburg, Pa, has called for 
strict enforcement of a 1956 State 
law prohibiting certain types of 
noise-making automobile exhaust- 
mufflers. 

The law bans vehicles equipped 
with mufflers from which baffles, 
screens, plates or other internal 
parts have been removed. Edward 
P. Curran, club safety director, said 
young drivers sometimes alter their 
mufflers, then tramp down on the 
accelerator so they can hear the 
roar of the exhaust. 

> = a 


Car Loaners Honored 


The Richmond-El Cerrito Green 
Cross has presented awards to 
Cart Campbell’s Ford, Albany, 
Calif. and Claar Chevrolet Co., 
Trulson Motor Co. (Ford) and 
Reese F. Starr Inc. (Dodge- 
Plymouth), Richmond, for fur- 
nishing cars for driver training in 
high schools. 


. . = 
Service Stations Banned 
From State’s Rights-of-Way 

Michigan and North Carolina 
have approved laws prohibiting 
commercial service facilities on 
State rights-of-way along limited- 
access highways. 

Service facilities will be located 
on private property under the laws. 
Similar legislation has been passed 
by 10 states and the Federal gov- 
ernment and is pending in three 
States. 


= + . 
Conn. Makes New Drivers 
Take Training Course 
A bill requiring all new drivers 
Under 18 to complete an approved 
driver training course before ob- 


taining a license has been given 
Passage by the Connecticut 


Ror for signature. 
It also increases the fee for tak- 
an examination for a driver’s 


Highways & Safety 





license from $2 to $5 and provides 
that the extra money be used to 
help schools run driving courses. 
Also given final legislative ap- 
proval was a bill making the driver} For Ohio Driver Course 
point penalty system part of the 
state statutes, The point system, 
under which a driver is penalized 
a certain number of points for 
driving offenses, has been a regula- 
tion of the State Motor Vehicles 
Departmént for several years. 


New Orleans Ford Dealers 
Present Films to Police 


Chrysler Aide Heads 


Detroit Safety Coouncil 


The Greater Detroit Safety Coun- 
cil has announced the election of| driver education bill by the Legis- 
W. E, Landis, of Chrysler Corp., 


as president, succeeding Robert T. 
Ross, of Ford Motor Co, 

Landis, who is director of em- 
ployment and employe services for 
Chrysler Corp., served two years as 
vice-president of the Council and 
has been a member of the board 
since 1948. 


* a” * 
Dealer Presents Rambler 


Harold Gillespie, Cambridge (O.) 
Hudson, Inc, has presented a 
Rambler, equipped with dual con- 
trols, to Madison High Schoo] for 


held at the school this summer. 


The course is sponsored by the 
Guernsey County Auto Club. 
* ~ 


Need for Teachers 


* * * 


Ford dealers in New Orleans have ° ° ° ° 
presented a set of eight movie films Cited un I llinois 
on driver training to the city police. 


The films were prepared under d f dri ti 
the direction of Ford Motor Co. en tn tie teh eae 


Many more teachers soon will be 


program in [Illinois high schools, 
says Matthew C. Sielski, director of 
the safety and traffic engineering 
department of the Chicago Motor 
Club. 

The imminent passage of the 


lature finds [Illinois high schools 


in a new car- 
in @ used car- 


a drivers’ training course to be]. 
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Kite Presents Rambler— 


Milt Kite, right, of Kite Nash, Inc., 
Idaho Falls, id., presents to Gerald Craw- 
ford the 1957 
which he won in the Ferguson Grassland 
Equipment contest for company salesmen. 
Looking on is Mrs. Crawford. 


short of qualified personnel to teach 
the course, he said. 

The Chicago Motor Club has com- 
pleted its tenth year of operation 
of the driver training program in 
458 participating schools in Illinois 
and Indiana. In the school year just 
ended, 35,323 students took the 


Rambler Cross Country | it 


27 


course, with an average of 30 hours 
of classroom instruction and at 
least six hours of behind-the-wheel 
training. 


The purpose of the driver train- 
ing bill is to extend this course to 
more students. 

* 


North Caroliies 
Enacts Compulsory 


Insurance Law 


North Carolina has become the 
third state to enact a compulsory 
liability insurance law. 


The law was enacted for a four- 
year “trial” and it will go off the 
books in 1961 unless the Legisla- 
ture votes before then to continue 


Beginning next January, all 
North Carolina license plate ap- 
plicants will have to show proof of 
liability insurance or equivalent 
proof of financial responsibility. 

Insurance representatives had 
opposed the measure which was 
almost killed several times during 
the session. Proponents predicted 
that the extra taxes from liability 
insurance premiums would amount 
to almost $500,000 a year. 





Stainless Steel sells and re-sells! 





The Stainless Steel trim, molding and vital 
parts that add style and beauty to a car, inside and 
out, are features that help make the sale. 


Stainless Steel has wide customer acceptance. 

It’s easy to clean and keep clean. It’s a tough, solid 
metal that will not corrode or dent and stands 

up to gravel, ice, salt and water. 


The finish never fades and parts are easy to 
replace. Stainless Steel lasts the life of the car. It 
sells in a neW car and it re-sells in a used car. 


McLoutH Steer CorRPORATION, Detroit, Michigan, Moncfectorers of Stainless and Carbon Steels 


McLoutn 


STAINLESS 


STEEL 


for automobiles 
























No. 38 OF A SERIES 


FORD FAMILY OF FINE. CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 


Today over 10,000 of the 
nation’s high schools offer 
courses in driver education. 
This year alone approxi- 
mately 1,000,000 youngsters 
received this formal driver 


training. During the next 
ten years the total number 
of such graduates will run 
well over 15,000,000! 





Students participating in a high school 
driver training program practice turns 
in an off-street driving area. 


Training tomorrow s 


car buyers...in Fords! 


Ford dealers this year loaned 3,335 cars for use in high 
school driver training courses—an increase of 40% over the 
Fords in use during 1955-56 school year. Positive proof of 
the wide acceptance and enthusiastic support this program 
has received from Ford dealers. We’re proud of your record. 


In addition to the importance of aiding driving safety, 
participation in your local driver education program offers 
you excellent promotional opportunities: 


1. Each of the students trained represents a future potential 
car buyer . . . one whose opinions, preferences and 
loyalties are still being formulated. 


The favorable impression the student gets while using 
the training car is carried over to his family and friends 
. . . helping to spread public acceptance for your product. 


To keep pace with growing high school enrollments and 
increased expansion of driver education courses, the Ford 
Division and its dealers have launched a big, new program to 
loan out even more safety-equipped Ford cars during the 
next school year. 

This new program assures educators continuous use of 
new Ford products for training young drivers. New 1957 
Fords can be loaned to schools at the start of the school year, 
later in the Fall they will be replaced with 1958 models so 
that students’ training will not be delayed nor interrupted. 


Dollar for dollar, this new driver training plan is one of 
your most inexpensive and effective means of winning public 
acceptance . . . and of establishing good will in your community. 


Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD ¢ THUNDERBIRD e MERCURY ¢ LINCOLN ¢e CONTINENTAL 
FORD TRUCKS e TRACTORS ¢ FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


COMING SOON THE NEW EDSEL 











rOP SAYS 


IN NEW YORK STATE 
ITS THE 


MIDLAND TIME PLAN ! 








Why? Because each year more and more New York State dealers 
are offering it. They find that it boosts their sales volume because 
their customers know about it through consistent local advertising 
by the Marine Midland banks across New York State. Many of 
these same customers bank with their “home town” Marine 
Midland bank, and prefer to finance their cars there, too. Here’s 
a suggestion for you, Mr. Dealer—look into the Midland Time 
Plan through your own Marine Midland bank. 


MIDL 


TI 





Financing ts available to New York State Dealers 





through Marine Midland Banks in 77 communities 
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Factories and Dealers . . . 





Auto Advertising 


By Martin Whitmyer 
Staff Writer 

Dodge dealers in the Dayton (0O.) 
and Indianapolis areas have an- 
nounced plans for special station 
wagon promotions as part of an 
overall summer sales drive. 

The Dayton dealers authorized 
expenditure of $3,818 for newspaper 
and spot radio advertising to back 
up their campaign. Indianapolis 
dealers approved a $6,950 advertis- 
ing budget for the same purpose. 


* * * 


Boone in ‘Chevy Showroom’ 


The recently announced tele- 
vision program to be launched by 
singer Pat Boone this fall will be 
called “Chevy Showroom,” the 
company said. 

Scheduled for a 52-week run, 
the Thursday half-hour show will 
make its debut over the ABC-TV 
network Oct. 3 at 9 p. m., East- 
ern Standard Time. 

+ + 


DeSoto Appoints Craig 


Don Craig has been named special 
events manager for DeSoto. 

In his new post, Craig will develop 
and coordinate special events, in- 
cluding automobile shows, new-car 
dealer announcement shows, and 
plan and assign displays and 
exhibits. Craig will report to R. G. 
O’Hara, sales promotion manager. 

Craig joined Chrysler Corp. in 
1953. 


* * 


Houston Chronicle Cited 


An “outstanding public service 
award” has been presented to the 
Houston Chronicle by the American 
Heritage Foundation. 

The award was for “the best pri- 
mary election program” in the 1956 
national non-partisan “Register, In- 
form Yourself, and Vote” program 
sponsored by the Foundation. 

= > > 


Lincoln Quits Sullivan 

Eastman Kodak Co. has been 
signed to replace Lincoln as the 
Alternate week sponsor of the 
Ed Sullivan television show be- 
ginning Oct. 6, over CBS Tele- 
vision Network. 

Lincoln is withdrawing because 
of high costs after an eight- 
year association. Mercury, how- 
ever, will continue to present the 
variety show on a rotating basis. 

> = 


New Willard Promotion 


“Hubert,” a cartoon personifica- 
tion of the modern service station 
operator, is being used by Willard 
Storage Battery division, Cleveland, 
to help promote a new battery 
package, with built-in carrying 
strap, the Willard Porta-Pak. 

The Porta-Pak campaign in- 


Mailman Brothers 
Propose Directors 


For Diamond T 


CHICAGO.—Election of five di- 
rectors, representing the Mailman 
brothers of New York, to the board 
of Diamond T Motor Car Co. is 
being proposed by the company. 

A. L. and J. L, Mailman bought 
137,480 shares of Diamond T from 
Bohn Aluminum & Brass Corp. in 
May. They are listed in the notice 
of the annual stockholders meeting, 
scheduled July 24, as controlling 
149,680 or 35.5 percent of the com- 
Pany’s 421,259 shares. 

The notice also said Eureka Wil- 
liams Corp. owns 102,000 shares and 
C. Russell Feldmann, its president 
and chairman, owns 500 shares. 
Thus the Mailman and Feldmann 
interests control nearly 60 percent 
of Diamond T’s stock. 

Nominees for the board are the 

, their partners, Harry 
Alpern and Fred Schwartzstein, 
and Sheperd Broad, Miami Beach 
(Fla.) attorney. 

Two of the board vacancies were 
created by the deaths of C. A. Tilt, 
former chairman, and J. B. Wes- 
cott. 

Other directors to be replaced 
are Bohn officials who are not seek- 
ing reelection—Simon D. Den Uyl, 
president; E. K. Mann jr., treas- 
urer, and H. J. Stoddard, a Bohn 
director. 


cludes direct mail and point-of- 
purchase pieces featuring Hubert. 
Trade publication insertions also 
are planned through the Willard 
ad agency, Meldrum & Fewsmith, 
Cleveland. 


= * of 
Ford Promotes Murphy 

Walter T. Murphy has been 
named sales promotion manager, 
marketing staff, Ford Motor Co. 

Since July, 1955, 
Murphy had been 
assistant general 
sales manager in 
charge of sales 
services for the 
Ford Tractor and 
Implement divi- 
sion. For two 
years prior to 
that he was pub- 
lic relations man- 
ager of the divi- 
sion. From 1947 
to 1953 he served as director of 
public relations and assistant ad- 
vertising manager for Dearborn 
Motors. 

As sales promotion manager, 
marketing staff, Murphy will be re- 
sponsible to E. E. Rothman, adver- 
tising and sales promotion man- 
ager. 

> + > 
Buick, Frigidaire on TV 

Patrice Munsel, opera star, will 
be starred in a weekly “live” half- 
hour musical variety show over 
ABC Television this fall. It will be 
co-sponsored by Buick and Frigi- 
daire divisions of General Motors. 

“The Patrice Munsel Show” will 
start Friday, Oct. 18. It will run 
from 8:30 to 9 p.m, (EDT). 

7 > 7 


Berckmann, Baker Appointed 

Alan L. Berckmann has been ap- 
pointed publicity manager-metals 
and Kenneth M. Baker has been 
named publicity manager-chemicals 
of Olin Mathieson Chemical Corp., 
New York. 

Berckmann had been publicity 
manager of American Machine & 
Foundry and Baker was with the 
public relations department of 
Kaiser Industries Corp. 

Berckmann will have direct re- 





W. T. Marphy 









sponsibility for the public relationg 
and publicity activities of the com- 
pany’s Olin Aluminum and West- 
ern Brass Mills divisions and Baker 
will have a similar responsibility 


for the corporation’s chemicals 
operations. 

* + 
Names 


George G. Pinheiro has been ap- 
pointed advertising manager of 
Acme-Hamilton Mfg. Corp., Tren- 
ton, N, J., manufacturer of indus- 
trial rubber goods, He formerly was 
assistant advertising and sales 
promotion manager of Congoleum- 
Nairn, Inc. 

* = 

Richard W. Cavell has been 
named manager of the Detroit 
office of Popular Mechanics maga- 
zine. For the past 10 years Cavell 
has been a member of the Detroit 
sales staff of Sawyer-Ferguson- 
Walker Co., newspaper representa- 
tives. 

= = > 

R. P. Jeffrey has been named 
advertising manager of Farm ¢ 
Ranch magazine. 

Jeffrey has been southwestern 
advertising manager of Farm ¢ 
Ranch since 1952. 

+ aa > 

Edward Cliney has been named 
editor of sales publications for B. 
F. Goodrich Co, Cliney joined 
Goodrich in 1956 as assistant editor 
of employe publications, the posi- 
tion he held when given his new 
assignment. 


= * ” 

Warren W. Shoemaker jr. has 
joined the advertising sales depart- 
ment of Macfadden Publications in 
Chicago. Shoemaker formerly was 
with Armour & Co. 


Ohio Dealer Groups 
Elect New Officers 


COLUMBUS, O. — Local auto 
dealer associations in Ohio have 
elected officers as follows: 

Hiissoro—William Nyeas, presi- 
dent; Jack Matson, vice-president, 
and John Banyas, secretary. 

Cosnocton County—Joseph John- 
ston, president; Carl Sicker, vice- 
president, and James Smailes, sec- 
retary-treasurer. 

Srarx County—M. J. Birzer, pres- 
ident; Charles McKinley, vice-pres- 
ident, and George Stone, treasurer. 

Jackson County—Dallas Rum- 
mager, president, and Robert 
Sellers, secretary-treasurer. 





Sealed Power 


to Erect 


New Distribution Center 


MUSKEGON, Mich. — Sealed 
Power Corp. plans to erect a new 
70,000-sq. ft. distribution center in 
La. Grange, Ind. it is announced 
by Paul C. Johnson, president. 





one-story building of modern con- 
struction and will furnish nearly 
50 percent more area than igs pres- 
ently available for the warehouse 
operation at Muskegon. Approxi- 


The new facility will handle the|™ately 80 to 90 people will be em- 
distribution of all of the company’s | Ployed at the La Grange center. 


replacement products to its 22 re- 


Present plans call for construc- 


gional distribution branches | tion to begin within the next few 
throughout the U. S. The replace-| Weeks with completion of the build- 
ment warehousing operations cur-|ing scheduled for the end of the 
rently located at the Muskegon | Y€@", according to Johnson. 


plant will be transferred to the 
new location. 


Johnson reported that the com- 
pany for some time has been study- 
ing the problems of limited space 
at the Muskegon plant. 

“Unfortunately, suitable ground 
area is not available at our Mus- 
kegon location, so 
in order to pro- 
vide space for 
future expansion 
of manufacturing 
operation, it was 
found advisable 
to relocate the 
warehouse 0) 
tion,” he said, 

Johnson said 
the La Grange 





Paul C. Johnson 


central location with respect to 
Sealed Power’s manufacturing 
plants located in Michigan and In- 
diana, and also because of its 
proximity to plants supplying the 
other automotive parts which the 
company distributes to the replace- 
ment market. 

Another factor influencing the 
decision was the improvement in 
service to replacement customers 
through reduction in transportation 
time to key marketing areas, he 





William H. McKinley, director 
of the warehousing division, will 
head up the La Grange operation, 
several members of McKinley’s 
Muskegon staff will accompany 
him to the new location to serve | 
in various management capaci- 


The present warehouse division 
wage employes with transfer rights 
will be transferred into other 
divisions of the local plant under 
the terms of the Sealed Power- 
URW contract. 


Firestone Names 


Sales Executive 
AKRON.—Gordon C. Applequist 


site was selected|has been named manufacturers 
because of its|sales manager for the Detroit di- 


vision of Firestone 
Tire & Rubber 
Co. 


He succeeds D. 
Joseph Hutchins, 
who has retired. 

Applequist join- 
ed the Firestone 
organization in 
Chicago in 1936. 
In 1951 he was as- 
signed as a manu- 
facturers sales 
representative in 

named assistant 


- G. C. Applequist 
The new distribution center, esti-| Detroit and was 


mated to cost $500,000, will be a|manager in 1956. 








nm ap- 
er of 
Tren- 
ndus- 
y was 
ales 
leum- 


been 
etroit 
laga- 
‘avell 
stroit 
uson- 
enta- 


amed 
nm & 


stern 
n & 


med 
r B. 
ined 
litor 
posi- 
new 


has 
art- 
is in 
was 


auto 
lave 


esi- 
ent, 


yhn- 
ice- 


&ren- 
res- 
rer. 
im- 
pert 


on- 
rly 
s- 


xi- 
m™m- 


uc- 
ew 
ld- 
he 


1O@%eFf Ea 


on 


Pr 
er 
r- 








In Philadelphia, buying begins at home 





The Bulletin goes home...delivers more copies to more families 


every seven days in Greater Philadelphia than any other newspaper 


For automobiles and accessories, and also gas and oil, the 
people of the 14-county Greater Philadelphia market spend 
$1,252,573,000 a year. You reach them in the home where most 
of the decisions to buy are made when you use the advertising 
columns of Philadelphia’s home newspaper—The Evening and 
Sunday Bulletin. And this newspaper provides R.O.P. spot 
and full COLOR—seven days a week! 


In Philadelphia nearly everybody reads The Bulletin 


The Bulletin exerts a powerful influence on the buying habits 
of its readers. Philadelphians like The Bulletin. They buy it, 
read it, trust it and respond to the advertising in it. The Bulletin 
is Philadelphia’s home newspaper. 

Advertising Offices: Philadelphia, 30th and Market Streets New York, 


342 Madison Ave. Chicago, 520 N. Michigan Ave. Representatives: Sawyer 
Ferguson Walker Co., Detroit * Atlanta * Los Angeles * San Francisco * Seattle 
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GM Quality Control in Operation— 


This precision tool, called a ‘“checking-styling bridge,” is being used in General 
Motors’ quality control program at all Buick-Oldsmobile-Pontiac assembly plants. The 
bridge is used for checking up to 74 dimensions of the 37 basic body models as- 
sembled by the division. At most B-O-P plants, four or more bodies are checked daily. 
Here, Francis Antonio of New Castle, Del., a jig and fixture builder, checks roof 
dimensions on a body at the B-O-P Wilmington (Del.) plant. Looking on are James 
L. Conlon, B-O-P general manager, and Howard Settle, right, Wilmington plant 
manager. 
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On the Financial Front 


At their annual meeting, share- 
holders of Houdaille Industries, 
Inc., voted to change the terms of 
directors from three years to one 
year. The plan began with the 
1957 election, thus by 1959 all 12 
board members will be serving one- 
year terms. 

Elected to the board this year 
were: Sandford Brown, industrial 
consultant; George A. Cavanaugh, 
secretary-treasurer, National Tex- 
tile Co.; F, William Harder, execu- 
tive associate, Allen & Co., invest- 
ment bankers, and George C. 
Textor, president, Marine Midland 
Trust Co, of New York. 

Shareholders also approved a 
stock-purchase plan for salaried 
employes and increased to 125,000 
the number of common shares to 
be available in a stock-option plan 
for key employes. 


= + = 
Richey Moves Up 
Phil H. Richey, former plant 
manager of the Bowling Green 
(Ky.) facilities of Detrex Chemical 





Industries Inc., has been appointed 
vice-president of finance for Wag- 
ner Bros. Inc., it is announced by 
J. R. Wagner, president. 


+. * * 


Walker Mfg. 


Walker Mfg. Co. of Wisconsin 
reports, for the first six months of 


Roof of Deal Caves In; 


None Hurt, Cars Saved 

EL PASO, Tex.—Quick work in 
removing One new car at a time 
to prevent vibration saved all the 
new cars in the showroom of 
Nance Buick Co, when the roof 
slowly fell in during and air- 
cooler installation. 

No car was more than slightly 
damaged, and no injuries were 
sustained during fall of more 
than a ton of debris that neces- 
sitates almost complete rebuilding 
of the dealership. 











For fuel filters with sales features 


~ CARTER 





Carter’s specially designed Ceramic Filtering 
Element with microscopic pores! Carter's ex- 





clusive Magnatrap® . . . powerful permanent 
magnet that fits inside any Carter Fuel Filter, 


MODERN FUEL SYSTEMS 


CARTER 


no porous filter can catch! 


@ FUEL SYSTEMS 





traps and holds smallest particles of iron oxide 


Increase your profits with the sales features of 
the famous Carter Fuel Filter Assortments. Filters 
to fit practically any make or model of car or 
truck. For details, call your Carter supplier. 


CARBURETOR 


MISSOURI! 








—- 


the 1957 fiscal year, net sales of 
$16,552,647 against $16,442,639 for 
the same period last year. Net in. 
come, after taxes, amounted to 
$793,635, or $2.68 per share, com- 
pared with $378,120, or $1.50 per 
share, for the first six months of 
the previous year. 
* * +. 


Fedders-Quigan 


Sales and earnings of Fedders- 
Quigan Corp. for the nine months 
ended May 31, 1957, were higher 
than those for any comparable 
period in the history of the com- 
pany. Net sales amounted to $54,- 
229,162 as compared with $47,718,011 
for the corresponding nine months 
of the previous fiscal year. Profit, 
before taxes, totalled $5,787,116, as 
against $4,504,032 for the compar- 
able 1956 period. 


* * + 


F. L. Jacobs 


F. L. Jacobs Co., Detroit, third- 
quarter report (period ended Apr. 
30), 1957 vs. 1956: Profit $275,507 vs. 
loss of $530,820; sales, $4,787,521 
and $4,978,475. 


* * * 


Hoover Sales, Net Up 


Hoover Ball & Bearing Co. Ann 
Arbor, Mich. announced sales of 
$16,607,728 and earnings of $1,287,- 
380 for the nine months ended Apr. 
30. The company said the figures 
were higher than for any previous 
full fiscal year. During the period, 
Hoover acquired the assets of 
Gerity-Michigan Corp. 


Issue Postponed 


Associates Investment Co., South 
Bend, has postponed indefinitely its 
proposed public offering of $20 mil- 
lion of subordinated debentures be- 
cause of unsettled conditions in the 
money market, according to Robert 
L, Oare, chairman. 


Edsel to Spend 
$4.8 Million with 
Buffalo Vendors 


BUFFALO, N. Y.—Edsel division 
will spend about $4,800,000 with 
Buffalo area companies in its first 
year, it was disclosed by J. C. Doyle, 
Edsel general sales and marketing 
manager. 

Doyle also said in a news confer- 
ence here that there is a chance 
the Edsel may be assembled in the 
Buffalo plant of Ford. But this 
would occur only if the other six 
Ford Motor plants producing the 
Edsel in other parts of the country 
cannot produce enough of the cars. 

Doyle said the $4,800,000 figure 
does not include work done for 
Edsel in the Ford stamping plant 
here. 

The major suppliers locally will 
include Trico Products Corp., which 
President John R. Oishei said will 
make all the Edsel coordinated 
windshield washer-wiper controls 
and assemblies. 

Houdaille Industries Inc. will 
make Edsel tools in its Manzel 
division plant in Buffalo and bump- 
ers in its Huntington, W. Va., plant, 
President Ralph F. Peo and Doyle 
said. 

A local unnamed company will 
make rear-view mirrors for Edsel, 
Doyle said. 


Supplier Executive 


Named by Ford 


DEARBORN. — Appointment of 
James L. Cameron, 43, as director 
of supplier relations is announced 
by Earl G. Ward, 
purchasing vice- 
president, Ford 
Motor Co. The 
post is a new one 
at Ford. 

Prior to his 
new assignment, 
Cameron was as- 
sistant general 
purchasing agent 
of facilities and 
general supplies 
in the central James L. Cameron 
purchasing office. He joined Ford 
in 1947 as an attorney in the office 
of the general counsel. He was 
named manager of purchasing ad- 
ministration, central purchasing 
office in 1952, and became an assist- 
ant general purchasing agent in 
1955. 
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Auto Personnel 


Themis C. Pailas has been ap- 

inted regional sales manager in 
the Cleveland district office of Heli- 
Coil Corp., manufacturer of screw- 
thread inserts, taps, tools and gages. 

Before joining Heli-Coil in 1954, 
Pailas served as a patent attorney 
for the Office of Naval Research. 

* * * 


Firestone Ups Bowman 


J. H. Bowman, Firestone district 
manager in Dallas since 1949, has 
been named southwest division 


manager, succeeding J. E. Davis. 
+ * * 


Giddens, Rowe Elected 


Hupp Vice-Presidents 


Hupp Corp. has elected Willard 
A. Giddens and James F.. Rowe vice- 
presidents. 

Giddens, of Detroit, formerly was 
treasurer of the company and will 
retain that position in addition to 
his new duties at Hupp’s Cleveland 
headquarters, Rowe, of Princeton, 
N. J., formerly was chairman of the 


his headquarters in Hupp’s New 
York office. 


* * * 


Goodwillie, Lund Appointed 


Dole Valve Vice-Presidents 


John J. Goodwillie and James K. 
Land have been named vice-presi- 
dents of Dole Valve Co., Chicago. 
Both formerly were assistant vice-| 
presidents, Goodwillie in sales and} 
Lund in engineering and research. 

The company also appointed 
three assistant vice-presidents. 
They are John A. Kovas, S. G. Es- 
kin and Elmer A. Skowbo. 


* * * 


Blue Book Publishers Name 


Nolte General Sales Chief 


W. W. Nolte has been promoted 
to the position of general sales 
manager of Na- 
tional Market Re- 
ports, Inc., Chi- 
cago. 

The firm pub- 
lishes Red Book 
and Blue Book} 
Used Car and 
Truck Appraisals} 
and other auto-| 
motive publica- 
tions. The ap-| 
pointment was) 
announced by Os-| 


general manager.| 
* * 





W. W. Nolte 
car H. Baehler, 
* 


Yocum Retires at Raybestos 


After 30 Years with Firm 


J. E. Cole, sales manager, equip- 
ment sales division Raybestos- 
Manhattan, Inc., has announced 
the retirement of A. M. Yocum, 
effective July 1. 

Yocum is well known in the 
automotive industry in the De- 
troit area, having represented the 
firm for almost 30 years. 

* > * 





Ohio, replacing Bill Brierton, who 
took over a newly formed indus- 
trial territory in northern Ohio, 


* * * 
Edsel Appoints Hansen 


Assistant District Manager 


Fred O. Hansen has been ap- 
pointed Chicago 
assistant district 
sales manager for 
Edsel, 

Hansen, form- 
erly was manage- 
ment services 
manager for Ed- 
sel’s midwest 
sales region, 
which is head- 
quartered in Chi- 
cago. He succeeds 
H. M, Pritchard, 
who was promoted to Denver dis- 
trict sales manager for Edsel. 

7 = + 


Uptain Joins Auto-Lite 





Fred 0. Hansen 


Uptain (U. S. N. ret.) as an aircraft 
field technical specialist for Electric 
Auto-Lite Co., has been announced 
by J. C. Kuchers, manager of gov- 
ernment sales. 

* * * 


Davey Picks Kloskoski 
John J. Kloskoski has been ap- 
pointed general service manager of 
Davey Compressor Co. 
+ * aa 


Goodyear Switches Jones 


To Tire Sales Department 

J. R. Jones has joined the auto 
tire sales department of Goodyear 
Tire & Rubber Co. 

A member of the company’s 
dealer department since August, 


1956, Jones has been with Goodyear | 


since joining the company’s squad- 
ron training program in 1949. 
= * 7 


Carborundum Announces 


Shifts in Executive Posts 
Carborundum Co. has announced 
the retirement of Frank J. Tone jr., 
senior vice-president, and the resig- 
nation of Semon H. Stupakoff, vice- 


president and general manager of | 


the Stupakoff division. 


In other moves, Leon A. Patt, | 


Procurement of the services of| vice-president and general manager 
finance committee. He will make| veteran Navy pilot, Comdr. E. T.|of the firm’s Canadian operation, 








“Harvey, you’ve sold seven new 
cars over your quota this month. 
Now, explain yourself! Why didn’t 

you sell eight?” 





| was named to the same post in the| 


Bonded Abrasives division. Trans- 
ferred to Patt’s supervision were 
the bonded abrasives task force of 
the functional staff and L. Wendell 
Hamm, vice-president and func- 
tional staff manufacturing chief. 
Arden McDonald succeeds Patt 
in Canada, and George J. Zimmer- 


man was named to the new post of 
engineering division director. This 
division replaces the manufacturing 
division of the functional staff, 
Corporation officers, headed by 
President Clinton F. Robinson, were 
reelected. 
* * * 
Simpson Appoints Pair 
Simpson Electric Co., Chicago, 
has announced the addition of John 
F. Schipitz and Robert Vandervoort 
to its sales staff. 
* + = 
Edgar Joins Olin 
Fred H. Edgar has joined Olin 
Mathieson Chemical Corp. as sales 
manager, Detroit-Cleveland division 
for Olin Aluminum. He will be 


headquartered in Detroit. 
aa : * 


Ford Division Boosts 2 


Harold Nyberg has been named 
Minneapolis-St. Paul district busi- 
ness management manager for 
Ford division, replacing Gil Corey, 
who was transferred to Chicago as 
Midwest regional business manage- 
ment manager. Jeff Livingston now 
is sales training and promotion 
manager in the Twin Cities suc- 


| ceeding Weldon Sweet who was 


transferred to Chicago as Midwest 
truck sales trainer. 











Lempco Appoints Nunn 


To Head Western Sales 


W. S. Nunn has been appointed 
western regional sales manager for 
Lempco Products, Inc., Bedford, O. 
His territory con- 
sists of 11 western 
States and three 
Canadian prov- 
inces. 

Nunn joined 
Lempco in 1949 
and has worked 
as sales engineer, 
midwestern re- 
gional manager 4 
and was bonus “*= 
award salesman 
in the Pacific W. S. Nunn 
Northwest. Lempco manufactures 
automotive machine shop equip- 
ment, 


* * * 
Belden Mfg. Shifts Six 
In Sales Organization 

Belden Mfg. Co., Chicago, has 
announced six changes in its sales 
organization. 

Ralph Grande has been moved 
from Texas to the Illinois-Missouri 
area. Charlie Schreyack left Ili- 
nois-Missouri to become central 
district sales manager. Ken Wil- 
liams has been assigned to Iowa- 
eastern Nebraska. Warren Howe 
left Iowa-eastern Nebraska to be- 
come a market analyst in the home 
Office. Art Anderson was assigned 
to eastern Michigan-northwestern 





FLASHING DIRECTION SIGNALS 
ARE REQUIRED BY MOST STATES... 


YOUR CUSTOMERS EXPECT YOU TO KEEP 
THEIR SIGNALS IN WORKING ORDER... 


THE “HEART” KIT SERVICES 100% OF ALL FLASHER REPLACEMENT NEEDS 
Get in on this big, growing market! Tung-Sol Flashers are easiest of all to sell because they’re the ones all 
car manufacturers use, and customers want initial equipment reliability when they’re complying with the law! 
They’re easy to install, too! Be ready: Stock the “Heart,” the kit that 


services 100% of all your replacement needs! 


Round out a 


service with... 


THE BIGGEST 


SERVICE GUIDE 


ELECTROSWITCH DIVISION, TUNG-SOL ELECTRIC INC., Newark 4, N. J. 


Sales Offices: Atlanta, Ga,; Columbus, Ohio; Culver City, Calif.; Dallas, Tex.; Denver, Colo.; Detroit, Mich.; 
Irvington, N. J.; Melrose Park, Ill.; Newark, N. J.; Philadelphia, Pa.; Seattle, Wash. Canada: Montreal, P. Q. 


IN HISTORY 


Brand New! 


#10 TUNG-SOL “HEART” 


FLASHER ASSORTMENT 
5 Flashers on a Sales-Pulling Card* 


BACK-UP STOCK STACKER 
5 Flashers to keep Display Card Complete* 




















Handy Direction Signal Servicing Instruc- 
tions Plus Flasher and Lamp Replacement 
Chart for All Domestic Cars. 


*Heart contains: 1 P229D, 
1 Univ UP229D, 1 A229S, 
1 P273D, 1 AP273V 
Stacker contains: 1 P229D, 
2 Univ UP229D, 1 P273D, 
1 AP273V 











HISTORY-MAKING PLYMOUTH 


It remained for Plymouth to do what no other car in automotive history has done. In the great-| fo 


est display of professional endorsement ever accorded any product, Plymouth has swept all] th 


CAR LIFE macazine 


1957 “BEST BUY” AWARD 


AMEPMICASG OVERALL SEST BUY 


APTER TESTING ALL THE 'S7's. CAR UFE 
CHOOSES PLYMOUTH AS THE YEAR'S 
OVERALL BEST BUY BECAUSE WE FEEL 
THAT I(T OFFERS MORE ANO SETTER 
TRANSPORTATION VALUE THAN ANY 
OTHER CAR REGARDLESS OF PRICE. 


PLYMOUTH—“Your over-all best buy” —Car Life Magazine. 
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PLYMOUTH—“‘Style leader of the year’’—Dell’s 1957 Cars Annual 




















HWINS ALL 4 TOP AWARDS! 


‘eat-| four of the most coveted awards in the industry! Now Plymouth dealers and salesmen have 


—alllthe word of impartial experts to back them when they talk value, style, economy and handling. 


CHRYSLER 
CORPORATION 


for 
SUPERIOR HANDLING 
nd 


@ ROavasuity Quatities 
ot the 


PLYMOUTH 
DODGE 
DESOTO 
CHRYSLER 
IMPERIAL 
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PLYMOUTH —‘“‘Economy leader of its field” —1957 Mobilgas Economy Run. PLYMOUTH —‘‘Superior roadability’”—1957 Motor Trend Magazine Award. 





What a summer windfall of professional praise to substantiate sales 
claims for Plymouth! Others may claim, but Plymouth has the proof! 

) No wonder it’s another great year to be a Plymouth dealer. 
They sell the only low-priced car with road-taming Torsion-Aire Ride... 
breath-taking Flight-Sweep Styling... 3-speed Push-Button TorqueF lite... 


the sure control of super-safe Total-Contact Brakes. 


j Gy Th OM ... the car the experts agree on! 
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TIRE VALVES—A line of tubeless tire 
valves has been morketed by Acme Air Ap- 
pliance Co., Inc., 100 Hinsdale St., Brook- 
lyn 7, N. Y. Known as the Acme Seven 
Quik-Movnt, the snap-in, rubber-covered 
valves ore said to fit all cars, including 
the new 14 and 15-inch rims. The firm also 
announced a line of valve extensions de- 
signed for access to the valve to facili- 
tate air service. Also available are Uni- 
versal tubeless tire metal valves No. 251 
for all 15-inch rims and No. 260 for all 
14-inch rims. 





SEAT COVER BAR—fForber Bros., Inc., 
821-41 Linden, Memphis, Tenn., has de- 
veloped a portable bar on wheels, called 


Farber's Seat Cover Bor, for use by 
service station operators in merchandising 
seat covers. This unit is said to combine 
the functions of seat cover display, port- 
able stockroom, and installation bench. 
The bor is made of chrome aluminum 


tubing, hos a one-inch plywood work top|! 


ond rubber tired wheels. It comes in 
carton; completely set up, with 14 sets of 
seat covers, and a miniature seat cover 


display. ae oS 


Plasti-Kote Develops Spray 
To Protect Batteries 


A new aerosol spray designed to 
preserve the life of automobile 
batteries has been introduced by 
Plasti-Kote, Inc., Cleveland. Battery 
terminal coating prevents corro- 
sion and pitting, according to the 
com ° 
The product is designed to avoid 
such battery problems as electric 
leakage between cells and seapage 
of electrolyte at cables, lugs and 
posts, Plasti-Kote said. 

> . * 


TROUBLE LIGHT — Equipped with oa 
standard radiator cap mounting, the Mari- 
Linn Trouble Light is said to provide 360- 
degree lighting when you want and where 
you wont it. The construction of the Mari- 
Linn eliminates the danger of burns from 
accidentally touching the light shade or 
bulb, it is claimed. included with every 
unit is a simple creeper mounting adapter 
for uhnder-the-cor work. Hopkins Mfg. 
Corp., 312 Merchant St., Emporia, Kans. 


_ A skin protective coating, said 
to be useful to auto repair men, 
consists of a plastic dispersed in 
form in a water base, and when 
to the skin, the water base 


to leave an elastic, plasti- 











cized film, according to Milburn Co., 
Detroit, the manufacturer, 

The plastic film barrier formed 
by evaporation is said to be imperv- 
ious to greases and oils, gasoline, 
kerosene, degreasing solvents, tar 
removers, petroleum derivatives, 
plastic solders, epoxies, glass fibers, 
soldering paste, grinder dust, lac- 
quers and thinners, It is soluable 
in water, and is not recommended 


against water-based irritants. 
+ * = 





PRESSURE CUP—The development of a 
pressure cup designed for use with the 
model 8 spray gun, has been announced 
by Binks Mfg. Co., 3122 Carroll St., 
Chicago 12, lil. This cup, known as the 
Binks R-618, features a knurled grip at 
the bottom of the cup which simplifies 
the fastening of the cup to the gun, it 
is claimed. This firm-grip pressure cup is 
designed to eliminate slippage which so 
often prevents perfect sealing, the com- 
pany explains. és 


SELLING AIDS—Selling aids designed 
to build traffic for service stations, repair | 
shops and cor dealers have been an- 
nounced by Big Four Industries, Inc., 5938 
Carthage Ct., Cincinnati, O. The aids in- 
clude handbills, window streamers, mailing 


cards and ad-mot service. Promotional 

aids cre designed to attract more cus- 

tomers for new tires, tire service and | 

wheel balancing, it is claimed. 
* 


| cast aluminum wiring troughs, boxes and 





CHUCK GAUGE—A chuck gauge, No. 
3650C, that is said to comply with the 
tubeless tire mounting recommendations 
of care and safety when inflating a re- 
placement or newly mounted tire, has 
been announced by A. Schrader's Son 
Division, Scovill Mfg. Co., Inc., 470 Van- 
derbilt Ave., Brooklyn 38, N. Y. The unit's 
three-foot hose and chuck clip permits 
standing back as beads are seated in 
mounting tire, it is claimed. It has a 
replaceable gauge unit, single pushbutton 
control of inflating, gauging and de- 
fiating, and is calibrated from 16 to 110 
pounds. 
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NEW PRODUCTS 





DRUM SILENCER WEDGES — Barrett 
Drum Silencer Wedges, No. 195, are 
made of special tempered rubber for 
driving between wheel rim and brake 
drum to prevent chatter while machining 
drums with wheels attached, according 
to Barrett Equipment Co., 2101 Cass Ave., 
St. Louis, Missouri, manufacturer. Unique 
notch design serves as a lock, also permits 
nesting of two wedges together for use 
between drums and tire rims where space 
is greater than thickness of one wedge. 
Holes provide for easy removal after 
machining, it is claimed. Wedges taper 
from 5/16 to '% inches. 

x * 





OUTDOOR 
weather cluster lights for commercial area 
lighting, has been announced by Stonco 


LIGHTS —A line of 


Electric Products Co., 333 Monroe Ave., 
Kenilworth, N. J. The “3300” line is 
precision cast aluminum throughout, is 
corrosion-proof and rust-proof, and fin- 
ished in chromium, natural aluminum, or | 
in color crackles cf green, gold, red or | 
black. For commercial lighting the line 
is complete with accessory mounting plates 
to fit all FS, gem boxes or other existing 
splice boxes, and with a wide variety of 
fittings for 


“job-tailoring” 


pole every 


type of cluster-light combination an area 


requires, it is claimed. 
* * 


* 





ee Re ee 


BRUSH —A principle in heavy duty 
maintenance brush construction, said to 
eliminate a major source of user loss and 





manufacturer waste, has been announced 
by Moran Brush Mfg. Co., Inc., Hamden, 
Conn. Called the Moran Strong Arm, the 
product is a one-piece, cast aluminum, 
handie holder whose shank firmly encases 
the handle base, which is doubly secured 
by a crosswise drive screw that prevents 
handle twisting, turning or breaking, it is 
said. The holder's twin flanges strengthen 
the brush, distribute the pushwork load 
uniformly over the wooden block and 
handle, resulting in firmer, easier pushing, 
it is claimed. These brushes in 18 to 36- 
inch widths are available in four-inch 
Palmyra and 3¥%-inch, solvent-resistant 
Algil fill which is not affected by gas, 
oil, acids or mildew, it is said. With this 
handle holder, handles of various lengths 
can be used. at 


Continental Tire Rack 


Offered for Volkswagen 
Newest item for the Volks- 
wagen is a continental tire rack, 
built by Ray 10932 Ven- 
tura Bivd., North Hollywood, 


Retail price of the unit with 


mounting kit is $49.50, with trade 
discounts to dealers and acces- 
sory stores, It can be installed in 
less than a half hour and only 
hand tools and a one-quarter- 
inch drill are necessary, it is 
said. The optional] laminated 
canvas tire cover lists at $18.95. 
This latter accessory is also avail- 
able to fit the MG. 

+ + 


* 





VACUUM CLEANER —The Kent quiet 
junior vacuum model with tricycle mount- 
ing has been announced by Kent Co., 
873 Canal St., Rome, N. Y. The power 
unit lifts off, permitting removal of dirt 
tank which accommodates either dry dirt 
or water. Tank is of 18 gauge seamless 
steel, and holds % bushel of dry dirt or 
five gallons of water. The vacuum cleaner 
is powered by two '-horsepower motor- 
fan units with total output of one horse- 
power. 





SCALE-RUST INHIBITOR — Bar's Rust, 
latest addition to the Bar's Leaks family 
auto cooling system correctives, is being 
manufactured by Bar's Products Supply, 
Inc., Holly, Mich. An emulsifying water 
pump seal lubricant, the product contains 
pelletized inhibitors, held in suspension, 
it is claimed. They dissolve in water of 
the radiator and go to work inhibiting 
scale and rust, trouble makers in engines, 
it is said. The product is said to be 
harmless to aluminum and other light 
metals. 





OIL ADDITIVE 
of engines, most severe under “stop-and- 


Harmful 


_ sludging 
go” driving conditions, is said to be 
eliminated by a motor oil additive intro- 
duced by DuPont Co., Wilmington, Del. 
The detergent, DuPont No. “7" M.O.A. 
(motor oil additive) prevents sludge de- 
posits at both high and low tempera- 
tures, it is claimed. One pint added to 
each oil change is said to reduce oil 
consumption, eliminate trouble due to 
sludge and varnish formation, eliminate 
the problem of clogged oil screens and 
filters, and lessen hydraulic valve and 
lifter action noise. 














AUTO CERTIFICATE HOLDERS—A line 
of auto certificate holders to fit all makes 
and models of cars and interiors has 
been announced by Rainbow Plastics, & 
Monte, Calif. The line includes the visor 
clip-on holder for 
allowing 


installation 
insertion of the certificate with 
a snap of the spring bands; the spring- 


sun visor 


type holder with two extension springs 
automatically adjusted to fit any size 
steering post; the strap-on type holder 


with adjustable vinyl straps to fit securely 
around any size steering post or visor. 
se "@ 





PISTON RING SET—MoPar is introduc- 
ing a multi-purpose piston ring set that 
can be used for all re-ring jobs. Designed 
for new or rebored cylinders and for 
cylinders with taper wear, the vunitized 
oil ring handles and installs like a one- 
piece ring, yet the elements separate in 
the engine for independent action, it is 
claimed. An expander functions independ- 
ently of piston groove depth and avto- 
matically compensates for ring and 
cylinder wear. All rubbing surfaces ore 
chrome plated for long life. MoPar is 
offering a free, quick reference wall chart 
to show the application of these rings to 
Chrysler Corp. cars. Sales Department, 
Parts Division, Chrysler Motors Corp., P. O. 
Box 1718, Detroit 31, Mich. 
> =~ 2 





CONVERSION SWITCH — Signal-Stat 
Corporation announces the introduction of 
the “5-in-1" No. 900 Sigflare Conver- 
sion Switch which will service all types 
of six, 12 and 24-volt vehicles and in- 
stallations including parking and stop 
light conversions, it is claimed. This Class 
A, Type | operating unit is said to permit 
drivers to obtain more protection from a 
signal system than ever before possible. 
It signals the turns—flashes all four signal 
lamps simultaneously to indicate vehicle 
disability as a safeguard against “‘sitting 
duck" accidents—permits the rear signal 
lamps to also act as stop lights and tail 
lights—and incorporates an automatic tai! 
light control which assures maximum sig- 
nal effectiveness when signalling turns at 
night. The switch is of die cast con- 
struction and is available in either gleam- 
ing chrome or baked enamel finish. 







"He tried to take my 


Drake's € 


COOKIES 


One of DRAKBE’S prize winning posters 


“All our appropriation for Drake’s 
Cake goes into outdoor advertis- 
ing,” says Leo W. Bayles, President 
of Drake Bakeries, Inc., New York, 
New York. 

“In major markets like New York 
City, and in neighboring markets 
like Westchester and Hartford, 
Conn., we find that Outdoor fits our 
regional pattern of distribution. Its 
pictorial copy in full color gives us 
maximum human interest and ap- 


petite appeal. Outdoor gives us the 






Drake spends 100% of its budget OUTDOORS 


most complete coverage obtainable 
to reach our customers, route men 
and the outlets where our products 
are sold. In addition, it provides 


everyday repetition.” 


Free booklet on New York market 


—to help your company develop 
sales in America’s richest market, 
General Outdoor Advertising Com- 
pany has prepared a 20-page book- 
let. Write the GOA office in your 
city. Or, write us in Chicago. 






General Outdoor Ad\ Guarsrere ey 


515 South Loomis Street, Chicago 7, Illinois 
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Average Prices of Used Cars Sold at Auction 
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Prices of ‘56s added and '48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956. 





JOHNSON AUTO 
AUCTIONS 
Lawrenceburg, Tenn.—Tuesday 

Hentsville, 


100% Insured—No Registration Fee 





CALIFORNIA 


DIEGO—San Diego Auto Auc- 
tion, 4744 Federal Blvd, Ph. 
CO. 4-0157. Thursday 1 p.m. 


; 

















MID-WEST AUTO AUCTION 


1155 So, Platte River Dr. 
DENVER, COLORADO 
Burden-Dudiey-Caswell 
Auctioneer: Harvey Greenwood 


Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 
65 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673— Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 














Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 








ILLINOIS 
— Ou A aeeael 
— Mon- 
day 12:30 P.M. 














PEABODY —— AUCTION, 














3711 Western Rd. 


M. D. McCollum, Mgr. Phone Cedar 9.4472 | LAFAYETTE—Syracuse Auto 
Center of sag State, Insured 
Checks and Ti (Wed.). 
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IOWA MISSOURI 
TOM FLETCHER’S AUTO DEALERS AUCTION 
DES MOINES AUTO AUCTION can tae a es scm 
wy rt tf A ™ Bob Ring, Owner “Fred Reed, M 
a . _ . 
on $4. Phone Ses = om Gee Workman Phil Spurgeon ~ 
ATlantic 2-8353 
Sale Every Monday—Il_ AM. SS aun Otten at ae 
400 or More Cars . . “In Half the Time.” 
MASSACHUSETTS 


ST. LOUIS AUTO 
AUCTION BARN, INC. 


a 3807 Easton Ave. 
Checks and Titles Guaranteed St. Louis, Mo. 
‘Nowberypert Terapia, U.S. tet Phone Franklin 1-3845 
So —. “ae oun SALES EACH TUESDAY 
Checks and Titles Guaranteed 
MICHIGAN Owned and Operated by 


BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 


Operating Since 1946 
EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 46-4720 


NEW YORK 


NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 
EXCLUSIVELY FOR AUTO DEALERS 


You are 100% saf. because all titles 
and checks ore insured 


Flint Auto Auction, Inc. 
Flint, Michigan 
Exclusively for Dealers 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
Johan W. Becker 





Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located ¥% mile from Detroit City Limits 


WEDNESDAY AND FRIDAY AT 12 NOON 
19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and tities guaranteed Phone Dunkirk 3-0150 
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MONTPELIER AUTO AUCTION CO.|SOUTH SEATTLE 


Your Good Will—Our Most Valuable Asset 
On U. S. Rewre 20A 
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Market Trend a 


The overall average price of 
used cars sold at wholesale auc- 
tion last week declined $3, accord- 
ing to Automotive News’ index, 

The setback would have been 
greater, had it not been for the 
exceptionally strong showing of 
57s, which advanced $103. The 
price of ’51s went up $15 and ’50s 


gained $1. 


$28; 
down $14. 


the readjusted prices for ’56s, ’54s, 





figure which had stood since the 
index of last Jan. 14. 


"66°57 "56 "57 
— At a group of representative 


June 


193.6 units was sold, A week ear- 
(Continued on Page 40, Col. 1) 


PENNSYLVANIA 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, WN. Y. 

Ev. Monday — I! O'Clock 


MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 


guaranteed. Mon. 10 A. M. 
OHIO 


WASHINGTON 











10844 E. Marginal Way 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


Sale Every Monday, 12:30 P.M. 
“WE NEVER miss” 


Phone 5-9535 


Bill Johnson Bob McConkey 


PENNSYLVANIA 
AUCTION SALE JULY 13, 1957, of the 


Medel E, Touring Car, a dandy with 
Ker, Touring, Nice « 1916 Paterson, Tf nice 
touring car, very nice © 1922 Teorey, 
Austin American, 2-pass., Coupe, fair 
1923 Haynes Touring, good « 1925 
cut off, very good chassis © 1917 
Sedan V8, very good © 1926 
car, very nice « 1919 
Sedan, wery good « 1 
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Which is located Approximately half way between Pittsburgh and Erie, Pa. 
32, Strattanvilie, Pa. 
Not responsible for accidents. 





Losses were extensive, and were 
distributed as follows: ’52s, down 
$40; ’54s, down $39; ’56s, down 
53s, down $19, and 55s, 


New lows were established by 


53s and ’52s. The new low for 
52s supplanted the previous low 


auctions last week, 65.6 percent 
of the average consignment of 











AUTO AUCTION 
Seattle 88, Wash. 


“Take Home a Guaranteed Auction Check” 



















been 
r the 
iz of 
The 
l 50s 


were 
lown 
lown 


5g, 
for 
low 
the 


itive 
cent 
t of 
ear- 








PRINTED CIRCUITS INCREASE QUALITY AND DEPENDABILITY 
OF DELCO RADIOS 


No other auto radio makes such extensive use of these advanced 
techniques that increase quality and dependability. 


A General Motors Value by 








Moore Reliability 
for Auto Radios! 


i |DELCO RADIO'S TRANSISTOR QUTLASTS and OUTPERFORMS THE PARTS IT REPLACES 











The new transistor-powered Delco Auto Radio has more performance and 
sales advantages than any other make! Its transistor is so efficient it not only 
outlasts and outperforms the parts it replaces but also outperforms transistors 
in other auto radios as well. 


Delco Radio’s new transistor-powered auto radio is a rugged, reliable unit 
that retains its fidelity regardless of road and climatic conditions. It operates 
on much less battery current than conventional tube-type sets and requires 
neither vibrator nor rectifier. 


Electrical strains on all the radio’s parts are reduced, which lengthens their 
life and adds to their efficiency. And distracting background noises originating 
in the mechanical vibrator are eliminated. 


Delco Radio’s new transistor-powered auto radio has proved its worth by 
delivering long-lived, trouble-free performance in hundreds of thousands of 
Chevrolets and Pontiacs. It’s another Delco Radio development sure to 
bring more pleasure to your customers, sure to bring more profit to you. 


DELCO RADIO 


DIVISION OF GENERAL MOTORS, KOKOMO, INDIANA 


WORLD LEADER IN AUTO RADIO 
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Used-Car Auction Prices 





(Continued from Page 38) 


lier, with a consignment of 164 $980 (police), ’55 Country sedan, $1,290; 
. Custom (8) 2-dr., $1,025; 4-dr., $1,000; 
units, 69.1 percent was sold. Custom (6) 2-dr., $1,010, ’54 Ranch 

Prices marked with an as- Wagon, $1,000*; Custom (8) 4-dr., $835*, 


: A 740; Main (8) 4-dr. 75. ’53 Custom 
terisk indicate a unit equipped s) i Gr, gens; sai, "gees; iam (8) 
with an automatic transmission 4-dr., $545, '52 Custom (8) 2-dr., $405; 


i 2-dr., $295. °51 Custom (8) 2-dr., $310; 
or overdrive and (ps) indicates 4-dr.” $225. ‘60 Acar $230 


power steering. HUDSON—'52 Hornet 4-dr., $100. 
pre ie So MERCURY—’55 Monterey 4-dr., $1,390"; 
2-dr., $1,090°. 54 Custom 4-dr., $ eo, 
PEABODY, MASS. $835*; 2-dr., $905*, $750*, "53 Monterey 


(Peabody Auto Auction, Inc, Sale every Hardtop $825°*, $725*. °51 Custom 4-dr., 
ae Prices are for sale of June 27.) $310; Monterey 2-dr., $225°. °50 4-dr., 
seem to stay fairly stable. $190. 
gnortage of sharp units a Sold 98 | NASH—’55 Rarhbler Cross Country, $725°. 
cars out of 142 consignments. ’563 Statesman 2-dr., $465, $400. °51 
BUICK—’55 Century Riviera, t 400°, °54 Statesman 4-dr., $255; Ambassador 4-dr., 
Super 4-dr., $1,125*; RM Riviera, $1,110* $180. 
(ps). ’53 Super Riviera, $525*. °51 Spe-| OLDSMOBILE—’55 (88) 4-dr., $1,120. ‘54 
cial 4-dr., $230; 2-dr., $200. (88) 4-dr., $1,295°; 4-dr.. $1,000; (88) 
OHEVROLET—’55 Bel Air (6) Sport coupe, Super 4-dr., $1,290*. °53 (88) 4-dr., 
$1,065; Two-ten (6) 4-dr., $960, $945; $800*; (98) 4-dr., $750°, '52 (88) 2-dr., 
2-dr., $900. °54 Two-ten 2-dr., $750, $425°. '51 (88) 4-dr., $310°; 2-dr., $205°; 
$700; 4-dr., $740, $735; One-fifty 2-dr., (88) Super 2-dr., $175. 
$420. '53 Bel Air conv., $780, $625; Two-| PLYMOUTH—’54 Savoy 4-dr., $625. °53 
ten 2-dr.. $605. ‘51 sedan, $350, $335, Cambridge 2-dr., $325. °52 Cambridge 
$290, $225. ‘50 sedan, $200, $165, $130. 4-dr., $270. 
CHRYSLER—'55 Windsor Newport, $1,-| PONTIAC—’56 Chieftain Catalina, $1,700°*. 


500* (ps). '51 club coupe, $250, ’55 Chieftain Hardtop, $1,200, '53 Chief- 
DeSOTO—'52 4-dr., $205. tain Catalina, $785°; 4-dr., $690° ‘51 
DODGE—’55 Diplomat Hardtop, $1,045*. Chieftain 4-dr., $390°; 2-dr., $275. °50 

"51 Meadowbrook 4-dr., $185, $155. Chieftain 4-dr., $265. 


FORD—'56 Main (8) Ranch Wagon, $1,-| STUDEBAKER—’53 4-dr., $490, $345; 2- 


"51 4-dr., $100. 











MISCELLANEOUS—’55 GMC %-ton pick- 
up, $815, '50 Jaguar 4-dr., $290. Model Breakdown 
es 
VALDOSTA, GA. Of Auction Averages 
(Tom Hewitt Auto Auction, Sale every July, 1957 June, May, 
Friday. Prices are for sale of oo 28.) Model To Date 1957 1957 
(Had a ‘“‘Knock-Out’’ sale, ‘eather 
was warm with some rain. Sold over 200 | 200! +--+ $2,301 $2,198 $2,236 
cars out of over 300 offerings.) |. (| 1956.............. 1541 1,569 1,576 
BUICK — ‘57 Special 4-dr., $2,375*. ‘56 1,157 1,171 1,211 
Century station wagon, $2,500* (ps); 810 849 834 
Super Hardtop, $1,950* (ps). °55 Super 
coupe, $1,315*. °54 Super conv., $1,200*. ba seve 534 553 557 
’53 2-dr., $410. ’50 Special 4-dr., $110*.| yon? 319 359 357 
*49 Super 2-dr., $100*. 264 249 239 
CADILLAC—’57 coupe de Ville, $4,940% | 200A +-+r-ccrsee-- 
(ps). °56 coupe de Ville, $3,650° (ps);| 1950.............. 193 192 193 
(62) coupe, $3,275* (ps). °55 coupe de iinet étinnion 
Ville, $2,650*. A 89 900 
CHEVROLET—’57 Bel Air (8) Hardtop, verage $ 390 $ 393 $ 
$2,460*, $2,175*; conv., $1,925*. ’56 Bel 
Air Hardtop, $1,675*; Two-ten Sport 
coupe, $1,510*; 2-dr., $1,275*. '55 Two- (ps); Custom 2-dr., $1,385*. '53 Hard- 
ten station wagon, $1,210; 4-dr., $975; top, $765*; 2-dr., $490. ’52 4-dr., $495°. 


2-dr., $860. °54 Two-ten 4-dr., $775; 


2-dr., $775; Bel Air conv., $776*, °53| "50 4-dr., $260. '49 club coupe, $115. 


Two-ten 2-dr., $670; Bel Air 4-dr., $560,| OLDSMOBILE—’56 (88) Super 4-dr., 


"52 2-dr., $395; 4-dr., $370. '50 2-dr.,| 800*; Hardtop, $1,770*. 55 (88) 
$325. '49 4-dr., $175. $1,075*. °51 (88) 4-dr., $325°. 
DODGE—’55 Coronet 2-dr., $1,210*, °54 
Royal 4-dr., $810*. . 
FORD—’57 Fairlane (8) 500 2-dr., $1,850;| ‘55 Belvedere 4-dr., $1,060°; Plaza 


$1,- 
4-dr., 


PLYMOUTH—’56 Savoy (8) 4-dr., $1,200°. 


4-dr., 


Custom (8) 4-dr., $1,800*, $1,700. ‘56 $690. '54 Savoy 4-dr., $520. '53 station 
Fairlane (8) Hardtop, $1,665° (ps); sta- wagon, $500; Plaza 2-dr., $215. ’52 4- 


tion wagon, $1,660*, $1,550° (ps); Vic- dr., $150. 51 2-dr., $240. °49 2-dr., 
toria, $1,350*; Custom 4-dr., $1,200*; 
2-dr., $1,100; Main 2-dr., $875. °55 Fair- 


$140. 


PONTIAO — ’56 Chieftain 4-dr., $1,380*. 


a *. '55 Chieftain 2-dr., $830*. '54 Star Chief 
$1.205° (pede Customs svar $1085") "64| Catalina, $995*. 63 Chieftain Deluxe 4- 
Custom 4-dr., $700. ’53 Custom 2-dr.,| @T-, $475°; 2-dr., $415. ‘51 Chieftain 
$600; 2-dr., $530; conv., $510, '52 2-dr.,| 2-dr., $185. 

$250. 51 2-dr., $350; 4-dr., $260; Vic-| STUDEBAKER—’56 Commander 4-dr., $1,- 
toriac, $210. '50 2-dr., $350. '49 2-dr.,| 200. '55 Champion 4-dr., $715*. '54 sta- 
$270. '47 2-dr., $100. '41 4-dr., $410. tion wagon 2-dr., $560*, ’53 2-dr., $440; 


285; conv., $1,590; Custom (8) 4-dr., dr., $375. ‘52 4-dr., $125; 2-dr., $115.| MERCURY—’56 Monterey Hardtop, $1,740° coupe, $360. 


carrying seven Original Equipment vaive sizes and 
COMBINATION NO, 2 
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ESTABLISHED IN 1844 





Every time you install a new tubeless tire, be sure to 
install a new Schrader valve, too. Protect your custom- 
ers’ driving safety and the reputation of your tire’s 
brand name with a new Schrader valve. Make this sim- 
ple service a profitable “must.” For full, built-in mileage 
over the entire life of a tire, the valve should be as new 
as the tire. 


Tubeless business—changeover, repair, replace- 
ment—will be even bigger this year. Be ready with 
complete Schrader tubeless service. 


IN TIRE VALVES 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 








—— 


MISCELLANEOUS — ’53 Chevrolet %-ton 


pickup, $550. 


FLINT 


(Flint Auto Auction, Sale every Wedneg. 


day. Prices are for sale of June 26.) 

(Prices were slightly blower today ex. 
cept on real sharp cars, Buyers were re. 
luctant to bid on medium and rough cars, 
Sold 79 out of 148 cars.) 

BUICK—’56 Special 2-dr. Riviera, $1,870*; 
4-dr., $1,625* (ps). °55 Century 4-dr,, 
$1,560*; Special Riviera 2-dr., $1, 480°" 
$1,430*, $1,385*, $1,300°; 4- dr. $1,270. 


’54 Super 4-dr., $600*. 53 Super Riviera 


2-dr., $645*; Special Riviera 2-dr., $415, 


’52 Special 4-dr., $365*; Super Riviera 
2-dr., $320. '51 Special 4-dr., $240. ‘36 


Special 4-dr., $325. 
CADILLAC—’48 (62) 4-dr., $185. 


CHEVROLET—’56 Bel Air (8) conv., $1,. 
625*; 2-dr., $1,390°. ‘55 Bel Air (8) 
Sport coupe, $1,400°, $1,215*, $1,165*; 
2-dr., $1,145; conv., $1,380%; Two-ten 


(8) station wagon, $1,175* (ps); 4-dr., 


$1,125*, $1,005*; 2-dr., $920; One-fifty 


(6) 2-dr., $695. °54 Two-ten 2-dr., $705*, 


$650, $615°; 4-dr., $700, $560. '53 Bel Air 


club coupe, $680*; Sport coupe, $415*; 


Two-ten 4-dr., $545* (ps), $410; One-fifty 


4-dr., $300. ‘52 Bel Air Sport coupe, 
$415; SL Deluxe 2-dr., $360; 4-dr., $350, 
CHRYSLER—’53 NY 4-dr., $275*. 
DODGE—’'56 Coronet (8) 2-dr., $1,050 
FORD—’' 57 Fairlane (8) 500 4-dr., $2,120* 
(ps); 2-dr., $2,100*. ‘56 Fairlane (8) 
club sedan, $1,315*. ‘55 Country sedan 
(8) 4-dr., $1,340°%; Victoria (8) 2-dr., 
$1,270; Custom (8) 4-dr., $950*; 2-dr., 
$900*. ‘54 Main (6) 2-dr.. $405. ‘53 Cus- 
tom (6) 4-dr., $450, $365; 2-dr., $430. 
"52 Sunliner, $375°*. 
HUDSON—’' 54 Jet 4-dr., $440. 
LINCOLN—’52 Cosmopolitan 4-dr., $250*, 
MERCURY—'55 Montclair club coupe, $1,- 
425*; conv., $1,405*, ‘54 Custom 2-dr., 
$620*. "53 Monterey 2-dr. Hardtop, $650; 
Custom 4-dr., $555°, $430. ‘51 Custom 
4-dr., $180. 
NASH—'55 Statesman 4-dr., $850. 


OLDSMOBILE — ‘54 (98) 4-dr., $1,235* 


(ps); Holiday coupe, $1,200* (ps); Super 
(88) 4-dr., $1,050° (ps); 2-dr., $850* 
(ps). 

PLYMOUTH—’'56 Belvedere (8) club coupe, 
$1,500*. °55 Belvedere (6) Hardtop, $1,- 
035*; Plaza (6) club sedan, $610. 


PONTIAC—’57 Chieftain (6) 4-dr., $1,990. 


‘55 Star Chief 4-dr., $1,270°; Chieftain 
(6) 4-dr., $1,010°. '54 Chieftain (8) De- 
luxe 4-dr., $760°. "53 Chieftain (6) 2-dr., 
$455. 


MISCELLANEOUS — ‘57 International \- 


ton pickup, $800. ‘50 Chevrolet %-ton 
pickup, $240. "48 Chevrolet %-ton pick- 
up, $140. 


SEATTLE 


(South Seattle Auto Auction, Sale every 
Wednesday. Prices are for sale of June 26.) 


(Sold 102 cars out of 198 consign- 


ments.) 
BUICK—’56 Special Sport coupe, $1,795°*. 


55 Century station wagon, $1,985°; 
Sport coupe, $1,435*. ‘54 Special Sport 
coupe, $1,290°; Super Sport coupe, $1,- 
225° (ps). "53 Super Sport coupe, $705*; 
4-dr., $665°. ‘50 Super Sport coupe, 
$275". 


CADILLAC—'56 coupe de Ville, $3,555* 


(ps). "53 (62) 4-dr.. $1,060° (ps). ‘50 
(62) 4-dr., $610°. "49 (62) 4-dr., $210°, 
$205*. 


CHEV ROLET—’'57 Bel Air (8) Sport coupe, 


$2,450°, ‘56 Bel Air (8) conv., $1,805°; 
4-dr., $1,680°; 2-dr., $1,340; Two-ten (8) 
4-dr., $1,360°; Two-ten (6) 4-dr., $1,- 
545°, $1,220; 2-dr., $1,400, $1,360, §$1,- 
325. °55 Bel Air (8) Sport coupe, $1,415°; 
Bel Air (6) 4-dr., $1,255; Delray, $1,- 
270°; Two-ten (8) station wagon, $1,- 
495°; 4-dr.. $1,200°, $1,120; Two-ten (6) 
4-dr., $1,120; 2-dr., $1,080. "54 Bel Air 
Sport coupe, $1,195*, $1,090; Two-ten 
4-dr., $755. ‘53 Bel Air 4-dr., $795. ‘Si 
2-dr., $275. "50 2-dr., $230. 


CHRYSLER—'55 Windsor Sport coupe, $1,- 


520° (ps). "54 NY Sport coupe, $1,205° 
(ps). 


DeSOTO—'57 Firesweep 4-dr., $2,225°. 
DODGE—’'55 Royal (8) 4-dr., $1,295*. ‘53 


Coronet 4-dr., $570. 


FORD—'57 Custom (8) 4-dr., $1,870°. '56 


Fairlane (8) conv., $1,795* (ps); 4-dr., 
$1,635*; Custom (8) 4-dr., $1,495°, $1,- 
385, $1,345. ‘55 Fairlane (8) Country 
sedan, $1,575*, $1,550°; conv., $1,425°; 
Custom 4-dr., $1,130°, $880. ‘54 Custom 
(8) station wagon, $1,045; 4-dr.. $755. 
'53 Main (8) station wagon, $735. ‘51 
4-dr., $295°. 


MERCURY—’'55 Monterey Sport coupe, $1,- 


350°, $1,335°. "54 Monterey 4-dr., $850°. 
"52 Custom 2-dr., $330°. °51 club coupe, 
$205. 


NASH—'53 Statesman 4-dr., $560°. 
OLDSMOBILE—’'57 (88) Sport coupe, $2,- 


470°. '54 (88) Sport coupe, $1,335°. ‘53 
(98) Sport coupe, $1,020° (ps); (88) Su- 
per 4-dr.. $750°, $740°. "51 (88) 2-dr., 
$175*. "50 (88) 4-dr., $195°. 


PLYMOUTH—’57 Savoy (8) Hardtop, $2,- 


400°. °56 Plaza (8) station wagon, §$1,- 
325. ‘565 Belvedere (8) Sport coupe, 
$1,090*; conv., $1,395*; Savoy (8) 4-dr., 
$945, $835°; Plaza 4-dr., $880, '54 Plaza 
4-dr.,' $670. ‘53 conv., $670, $410. ‘50 
station wagon, $195. 


PONTIAC — '56 Chieftain station wagon, 


$1,990°*. "55 Star Chief Sport coupe, $1,- 
450°. °53 Chieftain Sport coupe, $550°. 
"51 4-dr., $360°, $220. 


WILLYS—’55 station wagon, $680. 
MISCELLANEOUS—’'56 Volkswagen 2-dr., 


$1,215. ‘54 Austin conv., $575. '53 Austin 
4-dr., $425; Chevrolet. delivery truck, 


pickup, 
ton pickup, $350. "46 Studebaker %-ton 
pickup, $160. 


EBENSBURG, PA. 


(Ebensburg Auto Auction, Sale every 


Se ae ee ae SS ee 2.) 


490°; Super 4-dr., $1,460* (ps). '54 RM 
4-dr., $1,100° (ps). ‘53 Special 2-dr 


CADILLAC—'55 Eldorado, $3,000° (ps); 


(62) conv., $2,670° a *B4 (62) 4-dr., 


$2,050° (ps). ‘51 (62) 4-dr 
CHEVROLET— 


‘57 Bel Air (8) Sport coupe, 
$2,275. ‘56 Two-ten (8) 4-dr., $1,300. 
Two-ten (8) 2-dr., $1,010;' (6) hw 
$960. '54 Bel Air 9-pass. station wagon, 
$925; Two-ten 2-dr., $835. °53 Bel Air 
2-dr., $640; Two-ten 4-dr., $605°; 2-dr., 
$590, $575, $525; club coupe, $650; conv., 
$560°. °52 Deluxe 4-dr., $300°. "651 SL 


(Continued en Page 44, Col, 2) 
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Continuing one of the great success stories in azine publishing. 


The first 6 months of 1957 will be the... 


BIGGEST 6 MONTHS - 
IN LOOK HISTORY 


Biggest in Advertising Pages 


Up 128 pages* from first 6 months of 1956—biggest gain in 
Look history. No other major magazine can match Look’s record of 


consistent year-to-year growth in advertising pages. 


Biggest in Advertising Revenue 


Up #4,400,000* from first 6 months of 1956—biggest gain in 
Look history. Look ad revenue for first half of 1957 will more than 
double its revenue for first half of 1952—just 5 years ago. 


Biggest in Circulation 


Current Look circulation over 5,200,000*. This is Look’s 13th 
consecutive year of circulation gains—a record of growth and vitality 


that is unequalled by any other major magazine. 


*Publisher's estimate 


LATEST AVAILABLE P.1.B. FIGURES SHOW LOOK LEADING 
ALL MAJOR MAGAZINES IN AD PAGE AND REVENUE GAINS 


P.I.B. figures for first 5 months of 1957 show that Look has gained more 


ad pages and revenue over the same period of 1956 than any other major magazine. 


t y e ( y ix< the exciting story of people 
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Total Borrowed, 
Owed on Vehicles 
Rises in Canada 


OTTAWA.—Reporting on install- 
ment credit of finance companies, 
the Canadian government reveals 
that paper purchased on new and 
used cars totalled $145 million in 
the first-quarter of 1957 and on new 
and used commercial vehicles 
totalled $32.8 million. 


This is the first such report ever 
issued by the Federal authorities. 
Estimated repayments in first 
quarter totalled $157.2 million on 


cars and $35.7 million on commer-| 3, 


cial vehicles. 


Balances outstanding totalled 
$601.4 million on cars and $135.3 
million on commercial vehicles, The 
average repayment term for pas- 
gsenger cars was 19.6 months and 
for commercial vehicles 19.2 
months. 

The finance companies recorded 
paper purchased for $126.5 million 
in first-quarter of 1956 on passenger 
cars, new and used, and $26.5 mil- 


AUTOMOTIVE NEWS, JULY 8, 1957 





Ht 


— 4-dr., sed., $2,659.83; 
. sed., $2,595.83; hardto $2,- 
779.83; 2-dr, hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat. wag., $3,046. 83; 


33. 
“715”? —4-dr. hardtop, $4,483.33; 2-dr. hard- 
top, $4,373.33. (Dynaflew standard on Cen- 
Super, Roadmaster and Roadmaster 
standard on Super, 
Power 


$4,780.96; 2-dr. hardtop, $4,676.96; 
Sedan deVille hardtop, $5,255.96; 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-ar. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr, hard- 
top, $13, 074. Sixty Special—4-dr. hardtop, 
$5,614.32. Series 75—8-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power , power brakes stand- 


lion for commercial] vehicles, with | ard.) 


the estimated repayments totalling 
$131.6 million for cars and $22.8 
million for commercial vehicles. 
Balances outstanding totalled 
$469.6 million for cars at end of 
the first-quarter last year and $107 
million for commercial] vehicles, 
while the average repayment term 


Officials here said this report 
shows definitely that consumer 
credit outstanding is continuing to 
rise in 1957, reaching $754,900,000 on 
April 30 this year, an increase of 
some $18 million over the total at 
lpm Py / A eames higher 


Woman's World 


Senora Morales’ Careers 


Spans 6 Nations 
MEXICO CITY, Mexico. 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) Ome-fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr, sed., $2,122.32; club cpe., $2,162.32; 


4-dr, hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr. 


2-seat stat. wag., $2,456.32; 
4-dr. 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32; 
4-dr. 
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iter | top, $4,735.50. Crown—4-dr., 


292.80. Fairlane 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr. hardtop, $2,- 
403.76; 2-dr, hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe. (V-8 only), 
$2,942.05. Station Wagons — 2-dr. 2-seat 
Ranch oe $2,300.72; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr, 2-seat 
oo ae sedan, $2,451.32; 4-dr. 3-seat Coun- 

$2,556.08 ; 4-dr, 3-seat Country 
png $2,683.64, Thunderbird — hardtop 
$3,408.12. 


cpe. (V-8 only), 

N. V-8—4-dr. sed., 
$2,820.80; 2-dr, hardtop, $2,910.80, Hornet 
Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
yo $3,100.80, (Power brakes 

Custom.) 


PERIL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr, hardtop, $4,837.50; 2-dr. hard- 
sedan, $5,406; 
$5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. LeBaron—4-dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 
Limousine prices not available. ( 

steering, power brakes standard.) 
-ar, sed., $4,794; 4- 
dr, hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr. hard- 


conv., $5,381, ‘(Turbo-arive, power steering, 


standard 


4-dr, hardtop, 


644.80; 2-dr. sed., $2,575.80; 4-dr, hardtop, 
$2, 762.80; 2-dr. hardtop, $2,692.80; conv., 

$3,004.80. Montelair—4-dr. sed., $3,187.80; 
4-dr, hardtop, eran” 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnpike Cruiser— 

4-dr. hardtop, $3,848.80; 2-dr, hardtop, $3,- 
757.80; Pace Car conv., $4,102.80. Station 
Wagons — Commuter — 2-dr. 2-seat, $2,- 
902.80; 2-seat, $2,972.80; 4-dr. 3- 
seat $3,069.80. Voyager — 2-dr. 2-seat, 


4-dr, 3-seat $3,569.80. 


$3,402.80; Colony 
Park — 4-dr. 3-seat, $3,676.80. (Mere- 
O-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser.) 

METROPOLITAN — 2-dr. hardtop, $1,- 
527; conv., $1,551. 


NASH — Ambassacor Super V-8—4-dr. 
sed., $2,820.80; 2-dr. hardtop, $2,910.80. 
Ambassador Custom V-8—4-dr sed., $3,- 


010.75; 2-dr. hardtop, $3,100.80, (Power 
brakes standard on Custom. ) 
OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932. 47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr, 2-seat stat. wag., 
$3,202.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55 (Jetaway Hydra- 
Matic, power ‘steering, power brakes stand- 


ard on Series 98.) 
PACKARD OLIPPER—4- dr. , $3,212; 
‘(Flighto- 


4-dr. 2-seat stat. wag., 3.380" 
matic standard.) 

PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Piaza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008.50; bus. cpe., 


$1,898.75. Savoy—4-dr. sed., $2,193.50; 2- 
dr. sed., $2,147. anise ts hardtop, $2,317.25; 
Belvedere—4-dr, sed., 


2-dr. hardtop, ~— 

$2,309.75; 2-dr. , $2,263.50; 4-dr, hard- 
top, $2,418.50; rw dr. hardtop, $2,348.50; 
conv. (V-8 std.), $2,638. Fury—2-dr. hard- 
top, $2,925.25. Station wagons—2-dr. 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom, $2,- 





a 
440; 4-dr, 2-seat Custom, $2,493.75; 4-ar, 
3-seat Custom, $2,648.75; 4-dr. 2-seat Sport, 
$2,621.75; 4-dr, 3-seat Sport, $2,776.75, 
PONTIAC — Chieftain — 4-dr. sed. $2, 
527.39; 2-dr, sed., $2,463.3¥; 4-dr. hardtop, 
$2,614. 39; 2-dr. hardtop, $2,529.39; 2-ar, 
2-seat stat, wag., $2,841.39; 4-dr. 3-seat 
stat. $2,898.39, Super Chief- —4-dr, 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr, hardtop, $2,735.39; 4-dr. 2-seat 
wag., $3,021.39. Star Chief—4- dr. deluxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2, 


901.39; conv., $3,105. 39; Bonneville cony, 
(fuel injection), $5, 782. 39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr, 2-seat 


Safari stat. wag., $3,636.39. (Hydra-Matie, 
power steering, power brakes standard on 
Bonneville.) 

RAMBLER — Deluxe Six — 4-dr. sed,, 
$1,961.45. Super Six—4-dr. sed., $2, 122.65; 
4-dr, hardtop, $2,207.65; 4-dr. 2-seat stat. 
wag., $2,409.65. Custom Six—4-dr. sed, 
$2,212.65; 4-dr. 2-seat stat. wag., $2, 499.60, 
Super vV-3—4- dr. sed., $2,252.60; 4-dr, 2. 
seat stat. wag., $2,539.65. Custom V-8—4. 
dr, sed., $2,342. 65; 4-dr, hardtop, $2,427.65; 
4-dr, 2-seat stat, wag., $2,629.65; 4-dr. 2. 
seat hardtop stat. wag., $2,714.60. Rebel y-. 
8—4-dr. hardtop, $2,785.90. 


STUDEBAKER—Scotsman 6—4-dr. 
$1,826; 2-dr. =. $1,776; 2-dr. 
stat. wag., $1,995. -dr. cus- 
tom sed., ‘$2,048.99; 4-dr, deluxe sed., $2,. 
170.79; 2-dr. custom sed. $2,000.59; " 2-dr, 
deluxe sed., $2,123.09. Commander V-3— 
4-dr. custom sed. $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed. $2,246.09. President v8 
—4-dr. sed. $2,407.29; 2-dr, sed., $2,357.99, 
President Classic —4-dr. sed., | $2,538.82, 
Station Wagons—2-dr., 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2,. 
504.69; 4-dr. 2-seat Provincial V-8, $2560.72; 
4-dr. 2-seat Broadmoor V-8, §$2, 665.97. 
Hawks—Silver Hawk 6 cpe., $2,141.59; 
Silver Hawk V-8 cpe., $2,263.17: Golden 
Hawk V-8 2-dr. hardtop, $3,181. 82. (Over. 
drive standard on Golden Hawk. Heater 
standard on & .) 


sed., 


New Commercial Car Registrations, 
41 States for May, 1957-1956 


Truck registrations by states 
are released here iy. as 


compiled by R L. Polk -epre- 
sentatives in state capitals. 
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Which of the “Top 10” magazines 


has had the fastest growth ? 


Never in publishing history has any magazine, 
weekly, bi-weekly or monthly, enjoyed the phe- 
nomenal growth that TV GUIDE has achieved. 


In just 4 years, TV GUIDE’s circulation has passed 
5 million. Life, America’s greatest picture maga- 
zine, saw 10 years roll by before it reached the 
5 million mark. Reader’s Digest, with the biggest 
circulation of any magazine today, saw 15 years 
elapse before its sales totalled 24 million copies! 


CIRCULATION NOW OVER 5,300,000 


TV GUIDE grew to its present stature because of 
the important role it plays in modern family life— 
the accuracy and thoroughness with which it pro- 
grams, reports, pictures and interprets the most vital 
new influence in American living today—television. 


Be sure of 7-day exposure for your advertising 
in the magazine that people need and read every 
day — TV GUIDE — America’s uniquely modem 
advertising medium. 


The weekly magazine the whole family reads every day... a V 
GUIDE 
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Classified Ad 
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Having Trouble 
Tracing Skips? 


Authoritative “SKIP MANUAL” covers 
all angles! Trace “skips” easily. Save 
money! Cut waste ! 


—Beoklet on “How te raise 
finence your coutomobile time 
worth thousands. 


THE FIRST 


“NEW LOOK’”’ 
PENNANTS 
in over 2,000 yeers 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
monvufactured under one roof, Make 
your place stand ovt like a sore thumb. 
You get attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 


ae 
Pacific Coast Dealers 
Overnight bus service on our pennants 


HARRY TAINTOR 
447 24th Ave., N. W. Seattle 7, Wash. 
Phone: Hemlock 8176 


AUTO 
TURNTABLES 
& 


Menafactared by 


Macton Machinery Co. 
DYKE LANE 


Stamford 2, 
Cona. 








QUALITY INDIVIDU 
DEALER NAME PLATES 


ore made by 
Worgren-STEMAG. inc. 
. FORMERLY STEMAC. INC.) 


1281 Se. Cherokee, Denver 23, Colo. 
Ask for typical sample, complete details 





Used-Car Auction Prices 


AUTOMOTIVE NEWS, JULY 8, 1957 


(Continued from Page 40) 


Deluxe 2-dr., $300, $235; 2-dr., $270; FL 
Deluxe 4-dr., $235°. 

CHRYSLER—’53 Windsor 2-dr. Hardtop, 
$615*. °51 Windsor 4-dr., $305*. '49 NY 
4-dr., $205°. 

DeSOTO—’52 Custom (6) 2-dr., $185. 

DODGE—’56 Coronet Lancer 2-dr. Hard- 


top, $1,600*. ‘50 Coronet club coupe, 
$170; Wayfarer 2-dr., $100. 

FORD—’55 Fairlane (8) 4-dr., $1,170, '54 
Country sedan (8) 4-dr., $1,085; station 
wagon (8), $960. °'53 ain (8) 2-dr., 
$325. *52 Custom (8) 4-dr., $555°; (6) 


4-dr., $290*. ’51 Victoria (8) 2-dr., $265; 
Custom (8) 2-dr., $300*, $175. °50 Cus- 
tom (6) 2-dr., $225; (8) conv., $100. 

HUDSON—’51 Super (6) 4-dr., $120. 

HENRY J—'53 (6), $150. 

MERCURY—’'54 Monterey 4-dr., $900*. °52 
Monterey 4-dr., $440*. °51 2-dr., $235. 
*49 2-dr., $115. 

OLDSMOBILE — '54 Super (88) Holiday, 
$1,710* (ps). °53 (88) Hardtop, $750°. 
"51 (98) 4-dr., $275*, $100*°; Super (88) 
4-dr., $300°. 

PACKARD—’53 Clipper 2-dr., 
dr., $395. 

PLYMOUTH—'57 Savoy (8) Hardtop, $1,- 
950. '55 Belvedere (8) 4-dr., $1,385*° (ps); 
station wagon (6) 4-dr., $1,050, $1,010. 
53 Cranbrook 4-dr., 2 at $425; Cam- 


$485°; 4- 


bridge 2-dr., $410. '52 Cambridge 2-dr., 
$205, $180; 4-dr., $180, °51 Cranbrook 
4-dr., $200; 2-dr., $185, $130. °50 2-dr., 
$110, 

PONTIAC - "53 Chieftain Deluxe 4-dr., 
$520°. °S51 (8) 4-dr., $130°. °49 (8) 4- 
dr., $185*; conv., $145°. 

STUDEBAKER — '53 Champion Hardtop, 


$350. °51 Commander club coupe, $185. 
WILLYS—'53 station wagon 4-wheel, $615. 
MISCELLANEOUS — ‘56 Chevrolet %-ton 
pickup, $1,200. '54 Chevrolet %-ton pick- 
up, $710. "51 GMC Suburban, $210. '50/ 
Chevrolet 1-ton van, $265. | 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of June 25.) 

(Sold 232 cars out of 352 consign- 
ments.) | 
BUICK—’'57 Special Riviera, $2,470* (ps). 

"56 Century Riviera, $2,155* (ps); Spe-| 

cial sedan, $2,050° (ps); Super Riviera, 
$2,020° (ps), ‘55 RM Riviera, $1,360° 

(ps); Special Riviera, $1,170°. °54 Spe- 

cial Riviera, $1,175*; Century sedan, 

$805. "53 Super Riviera, $675*, $635°, 2) 

at $525; Special Riviera, $650°. "52 Spe- 

cial sedan, $200°. 
CADILLAC—'57 (62) 4-dr., $4,530° (ps). 

"56 coupe de Ville, $3,535° (ps); (62) 4- 


dr.. $2,830° (ps). ‘54 coupe de Ville, 
$2,175° (ps); (62) 4-dr., $1,600° (ps). 
"53 (62) 4-dr.. $1,105° (ps). ‘51 (60) 4- 
dr., $645°, $495°; (62) 4-dr., $455°, 
$250°. 

CHEVROLET—'57 Bel Air (8) 4-dr., $2,- 
110° (ps). ‘56 Bel Air (8) coupe, $1,765° 
(ps); conv., $1,705°; 4-dr., $1,585°, $1,- 


475; Two-ten (6) station wagon, $1,520, 


Desmond Sights 
No Future Sag 
In Chrysler Sales 


DES MOINES.—Lee F, Desmond, 
sales vice-president for Dodge, 
said here that momentum gained 
by the corpora- 
tion’s sales so 
far this year will 
keep the sale of 
Chrysler products 
“up with Ford 
and Chevrolet in 
years to come.” 

Desmond also 
forecast contin- 
ued advances in 
Chrysler Corp. 
styling. 

Accompanied by 
Richard Roth, Chicago area man- 
ager for Chrysler, and Harry Wash- 
ington, Chicago area new-car sales 
manager, Desmond was in Des 
Moines for the opening of Handler 
Motors, new Dodge, Plymouth and 
Dodge truck dealership at 2103 
Ingersoll Ave. 

The new firm has just completed 
@ $250,000 one-story concrete and 
brick building. Ben S. Handler, 
Dodge-Plymouth dealer at Cedar 
Rapids, Ia. is president of the firm. 
The firm is the only Lodge agency 
in Polk (Des Moines) county. 
Handler is continuing his Cedar 
Rapids dealership. 

Ballard Turns Business 
Over to His Son, Russ 

SALT LAKE CITY, — The 
facilities of Ballard Motor Co. 
(Nash-Rambler) here have been 
turned over to Russ Ballard Auto 
Co, .(English Ford), according to 
M. R. Ballard, president of Ballard 
Motor. 

His son, Russ, is starting a new 
corporation, Ballard said, and will 
add another foreign car later. The 
elder Ballard was the first presi- 
dent of the Utah Automobile 
Dealers Assn, and had been a Nash 
dealer for 33 years. Ballard said 
that “by no means” was Ballard 
Motor going out of business but 
that the “old corporation” was 
going in the investment field. 





Lee F. Desmond 


$1,450*; 4-dr., $1,310*; 2-dr., $1,300, $1,- 
220; One-fifty (6) 2-dr., $850, '55 Bel 
Air (8) 4-dr., $1,280*; Bel Air (6) 4-dr., 
$1,165*, '54 Bel Air Hardtop, $920; Bel 
Air (6) 4-dr., $830* (ps), °53 Two-ten 2- 
dr., $675; Bel Air 4-dr., $565; Delray 2- 
dr., $365*; 4-dr., $335, $235°. 
CHRYSLER — '57 Imperial Hardtop, $3,- 


740* (ps). °56 NY St, Regis, $2,190° 
(ps). '55 Windsor 4-dr., $1,200*, '53 NY 
4-dr., $430* (ps), $300°*. 


DeSOTO—’55 Firedome (8) Hardtop, $1,- 
585°, $1,415* (ps), $1,160* (ps). ‘53 
Firedome Hardtop, $575* (ps). 

DODGE — ‘55 Coronet Hardtop, $1,210*; 


Royal 4-dr., $1,100*. °53 Coronet (8) 
4-dr., $430, $405, $330; Meadowbrook 
4-dr., $275. 

FORD—’57 Thunderbird, $3,000* (ps). °56 
Fairlane (8) conv., $1,710*, $1,670*; 
Victoria, $1,610* (ps); sedan, 
$1,260*; Custom (8) Victoria, $1,380°; 
4-dr., $905, $900. ‘55 Thunderbird, $1,- 
780* (ps); Fairlane (8) conv., $1,445, 
$1,300; Victoria, $1,255*; 4-dr., $1,200; 


Country sedan, $1,155; Custom (8) 2-dr., 


$960*, $885, $700. °'54 Ranch Wagon, 
$915; Crest (8) Victoria, $870*, $730°; 
4-dr., $670*. °53 Victoria, $750*; 2-dr., 


$425, $290. '51 Victoria, $350°*. 
HUDSON—’55 Rambler station wagon, $1,- 
185°; Hornet 4-dr.. $940° 
LINCOLN — ‘56 Premiere 2-dr., 
(ps). "52 Capri conv., $625* (ps). 
MERCURY—'56 Montclair 4-dr., $1,600*; 
Monterey Hardtop, $1,500*, '55 Montclair 
Hardtop, $1,375*, $1.245*; Custom Hard- 
top, $1,105*. '54 Monterey 4-dr., 
Custom 4-dr., 
4-dr., $650°, 
"52 Custom 4-dr., 
tom 2-dr., $300*. 
N ASH — '57 Rambler 4-dr., $1,400. 
Statesman Country Club. $1,025*. 
OLDSMOBILE—'56 (98) Holiday, 
(ps). $2,220°; (S88) Holiday, $1,890°, 
$1.805* (ps). ‘55 (98) Holiday, $1,635*° 
(ps), $1.595° (ps); (88) Super 4-dr., 
$1.535*, $1,525°. ‘54 (88) Super 4-dr., 


$2,610° 


$920°; 
$660 
$455; Custom 2-dr., 
$275*, $200. 


$605*. 





— Auctions in Brief — 
MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday (June 26). Our tenth anniver- 
sary sale was a huge success. Sold 89 per- 
cent of 311 cars consigned. 

cf = . 
SYRACUSE 

Syracuse Auto Auction. Sale every Wed- 
nesday (June 26). The sale was be‘ow our 
normal 100 cars, but there was no shortage 
of buyers for anything reasonably clean. 
Anything from 1949 through used 1957 
models did well. 

+ * * 
CHICAGO 

Greater Chicago Auto Auction. Sale every 
Thursday (June 27). Sold 318 cars out of 
531 consignments. 

* * * 
ST. LOUL 

St. Louls Auto Auction Barn. Sale every 
Tuesday and Friday (June 18 and 21). 
Consignment good. A lot of good automo- 
biles. Top cars are bringing top dollar. 
Sold 225 cars out of 301 consignments. 

. * * 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (June 27). Today we had one of the 
biggest sales of the year, with practically 
all makes and models being represented. 

* * * 


INDIANAPOLIS 


$640°. °53 Monterey | 
"51 Cus- 
55) 
$2, 255° | 


| GM Host to Educators 







$1,450,| Sign TV Pact— 


In Detroit recently, it was “sword play’ 
with Lowell Thomas when he and Roland 
S. Withers, general manager, United 
Motors Service, announced that UMS and 
Delco-Remy divisions of General Motors 
would launch a new kind of television 
show featuring high adventure with 
Thomas from strange and far-away places. 
The television series, to give sales sup- 
port to UMS distributors and their dealers, 
will start in the fall. 


For Engineering Parley . . . 





DETROIT.—The sixth annual| placement; Guy R. Cowing, presi- 
General Motors Conference for En-| dent of GM Institute: 
gineering and Science Educators, 


which began yesterday (July 7), 
| brings together 23 faculty members 
from 20 U. S. colleges and univer- 
sities. The sessions will close July 
| 23. 

Sponsored by GM research, en- 
gineering and process develop- 
ment staffs, the conference gives 
| the educators a closeup view of 
how science and engineering 
skills and knowledge are used in 
research, product development 
and production operations. 

It also is designed to give GM 
personnel a better understanding of 
educational problems in training 
future engineers. 

This year’s hosts are three GM 
vice-presidents—Charles A. Chayne, 
engineering; Dr. Lawrence R, Haf- 
stad, research, and Robert M. 
Critchfield, process development. 

During the conference the 23 
educators will attend meetings with 
various staff executives at GM 
Technical Center, Warren, Mich.; 





Ken Schaefer Auto Auction, Inc. Sale| GM Institute, Flint, and GM Prov- 


every Thursday (June 27). Average cars 
down slightly, clean cars remained steady 
today as 73 percent of the consignments 
changed hands. 
* . * 
BEL AIR, MD. 

Bel Air Auto Auction. Sale every Thurs- 
day (June 27). The market was about the 
same as the weather. The sale was hot and 
almost all of the consignments changed 





hands. 
$1,255*, $1,090°, $1,015* (ps). "53 (98) 
4-dr., $770° (ps); Holiday, $715° (ps); 
(88) Super 4-dr., $380°. ‘52 (98) 4-dr., 
$315°*. 

PLYMOUTH—'57 Belvedere (8) Hardtop, 
$2,155°. ‘55 Belvedere 2-dr., $1,275°; 
Savoy (8) 4-dr.. $810; 2-dr., $750°. °54 


Savoy 2-dr., $460; Plaza 2-dr., $295. 
PONTIAC—'56 Star Chief conv., $2,010* 
{es Catalina, $1,660° (ps); 4-dr., $1,- 


(ps); 4-dr., 
$715°; 2-dr., $550, $500°, $435°, $255°; 
4-dr., $545°; Catalina, $495*,. '52 Chief- 
tain 4-dr., $355°. 

STUDEBAKER—'56 Champion 2-dr., 
045; Commander 2-dr., $250. 
top, $200. 


$1,450. 


ALBANY 


(Tim Anspach Auto Auction. Sale every F. Waggoner, 


Tuesday. Prices are for sale of June 24.) 

(Most of the No Sales were 1956 mod- 
els, they must be bought cheaper. Prices 
were just a shade higher than last week 
on ready to sell first class cars. The 
extreme heat kept at least 50 cars at 
home. Sold 120 cars out of 155 consign- 


ing Ground, Milford, Mich. 

Later they will be given field 
assignments July 16-19 with various 
GM manufacturing and production 
divisions, generally according to 
their engineering and research 
specialities. 

Following the field assignments, 
the educators will return to 
Technical Center for a general 
session during which they will 
discuss their findings, comments 
and questions with GM execu- 
tives. 

The session will be addressed by 
Dean William L. Everitt, of the 
University of Illinois College of En- 


‘54 Star Chief Catalina, $i,060*| gineering, and Anthony G. De 
$735°. '53 Star Chief conv.,| Lorenzo, GM public relations vice- 


president. 
Other GM executives scheduled 


2 $1.-|to speak at the conference meet- 
= mae ings include: Louis C, Goad, exec- 
MISCELLANEOUS—’56 Volkswagen 2-dr.,| utive vice-president; 


William M. 
Collins, secretary, operations 
policy committee; George A. 


Jacoby, personnel director; David 
salaried personnel 


Receiver Named 


For Klein L-M 


its.) 
BUICK —°56 Super Riviera, $2,000*. °55| MILWAUKEE.—Assets of Klein 


RM Riviera, $1,550* (ps); Special 2-dr., 
$1,120* (ps). °54 RM 2-dr., $1,150* (ps); 
ce 2-dr., $910*. '53 Special Riviera, 


conv., $380*. 
CADILLAC — '57 (62) Hardtop, $4,400* 
(ps). "55 (62) 4-dr., $2,450° (ps). 54 


(62) 4-dr., $1,925° (ps). 
$1,600* (ps), $1,100° (ps); 
. ‘52 (60) 4-dr., 


; 2-dr., $260°. 
— '57 Two-ten (6) station 
wagon, $1,920°. ‘56 Two-ten (6) 4-dr., 
$1,220; One-fifty 2-dr., $1,210. '55 Two- 
ten (6) station wagon, 


$590°. '50 (62) 


Lincoln Mercury, Inc., 1116 E. Og- 
den Ave., will be controlled by a 


Super 4-dr., $510*. 52 Super| receiver under order of a Federal 


bankruptcy court here. 
The arrangement will continue 


53 (60) 4-dr.,| until the court decides whether the 
(62) 4-dr.,| firm shduld be declared bankrupt. 


Klein’s dealer license and sales- 
nance license was revoked by the 


fi 
— last January. 
n a bankruptcy petition, three 


$1,160; 4-dr. 2} creditors said Klein’s debts ex- 


at $900; 2-dr., $830; One-fifty (6) 2-dr.,| ceeded $100,000. The head of one of 


$760. 


"54 Bel Air 4-dr., $970; Two-te 
2-dr., "53 


$600. Two-ten conv., 


'$750:|the creditor firms told the court 


4-dr., $575; Bel Air 4-dr,, $700; 2-dr.,| that the dealership now had only 


(Continued on Page 46, Col. 3) 


$42 in its bank account, 










Dealer Stresses 
Floor Traffic 
And Sales Climb 


STAMFORD, Conn. — Joe Bern. 
stein has a formula for success in 
the retail auto business and it’s 
produced excellent results for hig 
G & B Sales & Service, Ine 
(Dodge). 

“Keep fixed overhead as low ag 
possible,” he advises. “Bring cus- 
tomers to your showroom, and staff 
the floor with the best closers you 
can find.” 

Bernstein opened his dealership 
in December, 1955, and has moved 
Dodge into third place in sales in 
this community. 

He depends heavily on advertis- 
ing to create his showroom traffic, 
In addition, his salesmen are re. 
quired to miake “cold” phone calls 
from competitive registration lists 
and to solicit customers via post- 
cards, 

“I hear a lot of moaning about 
the car market,” Bernstein said, 
“but I know there is more money 
to be made now than ever before. 
We stay wide awake, always on the 
move and figure we haven't done 
too badly for a start.” 
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Louis C Ho 

Lundstrom, director, GM Proving St 

Grounds, and Kenneth A. Meade, ‘I 

conference director and head of |! 

educational relations. ‘Ms 

The educators are: Dr. Joseph R. « 

Akerman, University of Michigan; te 

Ira B. Baccus, Michigan State Uni- a 

versity; Dr. Raymond C. Binder, a 

Purdue University; Norman R. a 
Braton and William J. Feiereisen, 

University of Wisconsin; Dr. Fred- he 

erick L, Brown, University of Vir- 7 

ginia; Dr. R. G. Carson jr., North "C 

Carolina State College. men 

Harold M. Cather, University } one 

of West Virginia; Dr. Andrew F. § the 

Charwat and William J. King, } wer 

University of California, Los } on 

Angeles; Martin G. Drinka, Mar- v 

quette University; Peter E. § to ; 


Fossum, St. Olaf College; Howard 

Jackson, Flint Junior College; 
William H. Lichty and Paul W. 
Stone, General Motors Institute; 
Dr. Hans Mueller, Massachusetts 
Institute of Technology. 

Harold Nielsen, University of 
Dayton, James S. Rising, Iowa 
State College; Dr. Robert L. Sells, 
Rutgers University; Dr. Alex G. 
Smith, University of Florida; 
Stanislaw R. Uniechowski, Univer- 
sity of Detroit; Carl J. Vogt, Uni- 
versity of California (Berkeley); 
Dr. Charles T. West, Ohio State 
University. 





Cincinnati Branch 
Opened by Reo; 
2 Managers Named 


LANSING.— Reo Motors division 
of White Motor Co. has opened 
its modernized branch headquarters 
at 4119 Spring Grove Ave. in the 
Cumminsville automotive district of 
Cincinnati, according to J. L. 
Adams, Reo sales manager. 

Completely rebuilt, the building 
has a floor space twice its previous 
size and a service section which 
has been tripled in area, The parts 
department has been enlarged. 

G. E. Briggs manages the Cin- 
cinnati branch, and Karl Pearson is 
manager of Reo’s midwest region. 

Reo also announced appointment 
of John S. Joyce to the newly 
created post of branch business 
manager for the midwest region. 
Wayne E. Emery was named &t. 
Louis branch manager. 

Joyce joined the Reo sales or- 
ganization in 1955 as manager of 
the company’s shows and conven- 
tions program. 

Emery’s trucking experience is 
based on a long association with 
Autocar Sales & Service, where he 
started as a mechanic and later 
became service manager and 
branch manager. He joined Reo 
early in 1956 as a salesman at the 
St. Louis branch. 
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DETROIT.—If women were to 
design 1958 cars, they would be 
fancy cars indeed. 

All optional equipment would 
be made standard and a host of 
new doo-dads would be offered 
as optional equipment. Nearly all 
the auto frills that now appear 
on most cars would be refined in 
some way. 

Those are the impressions left by 
the results of a DeSoto survey. 












ership The division asked this year’s 49 
noved § -andidates for Mrs, America honors 
les in what they’d do if they could 
influence the design of the 1958 
vertis- DeSoto. 
raffic, Of the 49 women, 46 had sug- 
. = ions for the refinement and 
calls fadition of things which have 
| ee nothing to do with the operation 
Post- of the car. The features they would 
include run from cold water dis- 
all pensers to wipers for the rear 
: window. 
staal Two dozen of the 46 mentioned 
n the other changes in addition to more 
doa luxury accessories, The other 22 
women would leave the car the way 
it is today and just change acces- 
sories. 

Two of the candidates gave 
answers which added up to “no 
comment.” The 49th contestant 
asked for some changes in basic 
design. 

“Make it shorter on wheelbase, 
less overhang front and rear and 

sresi- § lighter,” said Mrs. Leonard S. 
s C.§ Horner, Mrs, Connecticut from 
ving Stratford. F 
eade, “In other words, make it easier 
d of | to maneuver and park,” she added. 
“Make it easy to get into and out 
wh R. of gracefully.” 
wan’ Redesign so that women can 
+ 1; E onter and leave the car gracefully 
aan was mentioned by several of the 
. rR contestants. The only other design 
item which drew much attention 
real was the question of room inside 
Vir- the car; several women asked for 
lorth | More sPace for hats. 

Chrysler Corp.’s tail fins were 
mentioned by two of the women; 

sity § one wanted them designed right off 
y F. the cars and the other said they 
ing, # were just fine the way they were 
Los § on 1957 models. 

lar- While most of the women stuck 


E. to discussing such things as tissue 


ard dispensers and upholstery, three 
Ze; § brought up points of engineering. 
Ww. One was in favor of unitized 
= construction and another thought 


placing the engine over the rear 

wheels would make the car safer 
of in event of a collision. 

owa The third technical change was 

ells, § @ plea for a tachometer as~ an 
G. § added accessory. 


ida; Once these few changes in en- 
ver- § gineering and basic design were 
Uni- § disposed of, the women settled 
ey); § down to unroll a long list of luxury 
tate § items they would like to see added 


to 1958 models. 

As might be expected from a 
group of married women, many 
changes were suggested that would 
benefit children. When it comes to 
the children, Mom wants every- 

thing from doors the children 
d can’t open to a place for all of 
the toys needed to keep them 


h 


sion § happy on a long trip. 

ned Without a doubt, the improve- 
ers & Ment sought by the largest number 
the § of the women is the addition of 
tof § some kind of trash basket for 


L. § candy bar wrappers, tissues and 
other trash while traveling. 
The Mrs. America candidates 


ing seemed to have a large proportion 
ich 

s | DeSoto Reports 

in- | April Sales Up 

» | In Five Markets 

wly DETROIT.—DeSoto has reported 
ess § imcreased sales in four Eastern 


on. Markets and one in Ohio during 

st, { April. Gains for the first four 
Months of 1957 were reported in 

or- | S¥e markets. 

of April registrations were up 45 

Percent in the Johnstown (Pa.) 





Mrs. America Candidates Tell DeSoto: 


Women Want More Accessories 





who go to drivein restaurants and 
most of them would like to have 
some place in the car to put food 
and drinks while at the drivein. 

Some of the luxury accessories 
that the women would like in- 
clude perimeter heating and air 
conditioning, automatic jacks on 
wheels, radio speaker in the 
ceiling, brass trim instead of 
chrome, interiors that are com- 
pletely washable, toilets built in 
for children and devices to warn 
when the car is going too fast, 
nearly out of gas, too far from 
the curb when parking, or low on 
water or oil. 

One woman said she would like 
to see two mirrors in the front 
seat. She thought it was bad that 
She had to turn the mirror away 
from her husband when he was 
driving so that she could fix her 
face. 

None of the women made any 
serious suggestions about taking 
anything away from cars. Two did 
hint that the amount of chrome 
trim might be cut down a bit. 





Some of the women had little to 
say about car changes, At the other 
end of the scale was Mrs. Virginia 
Bream, Mrs, Illinois from Glenview. 
She listed a 14-point program of 
changes. 

Many of the women put their 
plans in rather vague terms, They 
want “some place to throw trash.” 
Others had more definite ideas, One 
wants “hand-tooled edging work on 
leather-padded dash.” 

The new Mrs. America, Mrs, Lin- 
wood Findley, Arlington, Va., of- 
fered these suggestions: 

“Increase the distance between 
the bottom and top of the door 
to make it easier for one to get 
in and out. Raise the height of 
the seat slightly to make it a bit 
more comfortable. 

“However, the low silhouette of | Buses for Baltimore Schools— 
the present design should be re- Mark R. Chenowith, right, president, Jarman Motors, Inc. (Dodge-Plymouth), and 
tained, if possible, because I like| Sterling Brough, truck sales manager, check one of 45 school buses sold by the 
the low, streamlined appearance. | Baltimore dealer to the county school board. Although nearly 100 units have been 

“Increase the width of the front | sold to government groups recently, most of the firm's truck sales are to commercial 
door slightly to make it easier to} concerns, mainly to small fleet owners. In 1956, Jarman matched over $2 million 
get in and out of the car.” new-car gross sales with $350,000 gross sales on trucks. 











Only 
ALEMITE 


wheel 
balancer 





corrects both up-and-down and 
side-to-side unbalance...handles all size wheels, 
including new 14”! 


@ Balances wheels completely — without attach- 


ments! 


@ Exclusive Alemite “Vue-Scale” Meter gives 
positive visual proof of balancing! 


..-And ALEMITE offers you a 
FREE DEALER SIGN! 


to identify your service department 
with the powerful nationally adver- 
tised Alemite name! 








KINETIC UNBALANCE 


DYNAMIC UNBALANCE 


Alemite corrects all unbalance right on the car—at operating speeds 
up to 100 miles an hour! Registers vibrations as small as 2/1000 of an 
inch at all speeds! 





- area; 24 percent, Philadelphia area; 
is | 22 percent, Akron; 16 percent, 
ith § Allentown (Pa.) area, and 15 per- 
he | Cent, Reading, Pa. DeSoto claimed. 
er Better sales reports for the first 
1d four months of 1957, compared with 
ag | last year, were reported for the 
he & New York City area, Lancaster, 








Pa, Philadelphia, Johnstown and| 


Akron. 
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There are bigger profits 
for you in the surging demand for 
Hi-Fi and FM. Thousands want it in 
their cars, too—and are willing and 
eager to pay for it. Cash in on this 
trend with Blaupunkt Blue Spot, finest 
car radio systems in the world. Custom 


ROBERT BOSCH 


‘ 
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YY 
designed for in-the-dash installations 
on American and European cars. 3 
models, $92.50, $132.50, $197.50— 
extra profits on every sale. 

Choice franchise territories still avail- 
able. Write our nearest office today. 


CORPORATION 





CAR RADIO DIVISION 


268 Fourth Ave., 
New York 10, N. Y. 


225 Seventh St. 
San Francisco 3, Cal. 


Clean Automatic Transmissions 


Without Brushing or Scraping! 






HYDRO-SEAL! 


Simply dunk transmission housings, turbine wheels, con- 
trol valves, and other parts into GUNK HYDRO-Seal, 
which will remove sticky carbonized oils, and gums, 
quickly and easily, and brighten parts too... without 
brushing and scraping . . . loosens frozen gaskets so they 
may be lifted off. U. L. approved. 

Sold in 5 gallon Pails (with dipping basket), 30 gal. 
and 55 gal. drums. At better automotive jobbers 


everywhere! 








LAWRENCE 


te! 












SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
(National Average is 65°) 





Used-Car Auction Prices 





(Continued from Page 44) 


$550. °52 4-dr., $500; coupe, $380*, °51| CHRYSLER—’55 NY 4-dr., $1,615* 

2-dr., $310, $280, $250; 4-dr., $270, 2 at| nesoro—'53 club 440* ( 

$250*, $160, $150*; coupe, $280%, "50 adr. 6186. clu coupe, $ ps). 

2-dr., $280; 4-dr., $180. DODGE—’55 Royal 4-dr. Hardtop, $1,060*. 
CHRYSLER — ’53 NY 4-dr., "54 Coronet 4-dr., $530*. 

$300* (ps). FORD—’57 Fairlane (8) 500 2-dr., $2,175. 


(ps). 
"51 


$450* (ps), 


DeSOTO—’53 Firedome 4-dr., $460*, $400* "56 Thunderbird, $2,560* (ps); Fairlane 
(ps); 2-dr., $450°, °52 Custom’ 4-dr.,| (8) 2-dr., $1,805* (ps), $1,365; Custom 
$400. ’51 4-dr., $160. (8) 2-dr., $1,185. °55 Sunliner (8), $1,- 

DODGE—'53 Coronet conv., $550. 51 Way-| 300°; (8) station wagon, $1,250; Vic- 


toria, $1,155*, $800*; Fairlane (8) 4-dr., 


farer 2-dr., $120, 
oe 2S... © $1,050*; Custom (8) '4-dr., $1,050, $875°: 


FORD—’57 Country Squire, $2,450*; Ranch 


Wagon 1,900, °56 Fairlane (8) 2-dr., 2-dr., $1,010; Fairlane (6) club sedan, 
$1,400°; ‘Seman tes 2dr... $1,175, °s%| $930. ’54 Custom (8) 2-dr., $730, $715, 
Sunliner conv., $1,125*; Fairlane (8)| $700, $625, $575; 4-dr., $705, ’53 station 
2-dr., $1,130*; Custom (8) 2-dr., $1,100;| wagon (8), $600; Custom (8) 4-dr., $550; 
Custom (8) 4-dr., $950, $800, $700. °54 2-dr., $525, $495*; Main (8) 2-dr., $470. 
Ranch Wagon, $880; Custom (8) 2-dr., "52 Custom (6) 2-dr., $325. 
$760. '53 Custom (8) 4-dr., $575, $550* | LENCOLN—’51 4-dr., $245°. r 
(ps), $350*; Custom (6) 4-dr., $470*. °51 MERCURY—’56 Monterey 4-dr., $1,650*; 
coupe, $360*; 2-dr., $240; 4-dr., $200. Custom 4-dr., $1,575*; Phaeton, $1,520*. 
LINCOLN—’54 Capri coupe, $980* (ps). 55 Montclair club coupe, $1,405* (ps). 


"54 4-dr., $950°. "51 4-dr., $265. 


MERCURY —’'55 Montclair Hardtop, $1,- 


580°; station wagon, $1,525*; Monterey | NASH—’53 station wagon, $540. 
conv’, $1,230°. "6a Shocbtoee? 3-dr. $850, | OLDSMOBILE —'57 (88) conv., $3,250° 
‘53 Monterey 4-dr., $580, '52 Custom] (PS), $2,980°; 2-dr., $2,325°. "56 (88) 
2-dr., $310. ; Holiday 4-dr., $1,875*; club coupe, $1,- 
NASH—'54 Rambler club coupe, $520, °52| 670° (ps). °55 (98) 4-dr., $1,800* (ps); 
Statesman 4-dr., $290; Ambassador 4-| (88) 4-dr., $1,600°, $1,585" (ps). °54 
dr, $210. . (88) Holiday coupe, $1,445*. ’53 (88) 
OLDSMOBILE — ’55 (88) Super Holiday, club coupe, $825*; 4-dr., $660°, $630*. 
$1,570* (ps). 54 (88) Super conv., $1,- 52 (98) 4-dr., $475%, $375° (ps). 
120* (ps). "53 (88) conv., $800*; (98) | PACKARD—’53 Clipper 4-dr., $305°. 
4-dr., $750°. "51 (88) Super 2-dr., $250°. PLYMOUTH — ’56 Belvedere (8) station 
PACKARD—’55 Clipper 4-dr., $1,180*, '52| Wagon, $1,400; Plaza (6) 4-dr., $1,100. 
Clipper 4-dr., $300*. 55 Belvedere (8) station wagon, $1,250*; 
PLYMOUTH—'57 Belvedere (6) 4-dr., $2,-| (6) club coupe, $1,085°; Savoy (8) 2-dr., 
070; Plaza (6) 2-dr., $1,460. '56 Custom| | $755*. °52 club coupe, $125. 


PONTIAC—’55 Star Chief Catalina coupe, 


(8 tati 1,570*. 
a oe $1,265*, $1,235*; station wagon, $1,255*; 


"54 Belvedere 


4-dr., $610 ‘ps "53 Sport cou 550 ; 2 

Cranbrook sar. $390° "3355 "Oi ‘station Chieftain (8) 2-dr., $1,200°. '54 Chief- 

wagon $400 $330: 4-dr. “$230 $180, tain (8) 2-dr., $1,010°; (6) 2-dr., $615*. 

$125. F : . a - *53 Chieftain (8) 4-dr., $600°; (6), $460; 
PONTIAC—'56 Star Chief (8) Catalina,| Deluxe 2-dr.. i $420. °52 Chief- 

1,800*. °54 Chieftain (8) 4-dr., 0. tain (8) 4-dr., . “ 

= Chieftain 2-dr., $575*: 4-dr., gores. STUDEBAKER—’53 (8) 2-dr., $375. 


MISCELLANEOUS—’56 Volkswagen 2-dr., 
$1,345. "52 MG conv., $670. 
express pickup, $175. 


PORTLAND, ORE. 


(Portland Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of June 25.) 
BUICK—’55 Super Hardtop, $1,735* (ps). 

"54 conv., $1,600* (ps); Special Hardtop, 

$1,365*; RM 4-dr., $1,000*° (ps). '51 RM 


$560°; coupe, $475. ‘52 Chieftain 2-dr., 
$350, $340°. 50 4-dr., $170. 
STUDEBAKER —— ‘56 Commander 
wagon, $1,400°. 
MISCELLANEOUS—'57 Volkswagen 2-dr., 
$1,510. "56 Volkswagen 2-dr., $1,325. '55 
Jaguar roadster, $1,950. ‘54 Hillman 
Minx 4-dr., $385. "53 Rover 4-dr., $400. 


LITTLETON, COLO. 


station 





(Denver Auto Auction, Sale every Fri- — $350°, $205°. °50 RM 4-dr., 

s h 21. . 

Tecmt 7a8 macemal nae 61020. che Spe- | CADILLAC—'52 (62) 4-dr., $955° (ps), 
cial Riviera, $785*. °52 Super Riviera, $845*. "51 (62) 4-dr., $795*; (62) coupe 
$395°. "51 RM sedan $120°. °50 Super de Ville, $595*. ‘50 Limousine, $400*. 
conv., $175°. ; : "49 (62) 4-dr., $180. a ed 

CADILLAC—'57 (62) coupe, $4,230* (ps).| CHEVROLET — '57 Two-ten (8) station 
"56 coupe de Ville qaate* ipa): (60) wagon, $2,275; Delray, $2,275*. '56 Cor- 
4-dr, $3,950° (ps). "55 coupe de Ville, vette conv., $1,985* (ps), $1,760°, $1,- 
$2,700* (ps); (62) 4-dr., $2,405° (ps). 500; 4-dr., $1,420; Two-ten (6) 2-dr., 
"52 coupe, $1,045°. $1,270, $1,260. '55 Bel Air (8) Hardtop, 

CHEVROLET — ‘57 Two-ten (8) station $1,650* (ps), $1,475; 4-dr., $1,430*°, $1,- 
wagon, $2,400°. ‘56 Bel Air (8) 4-dr., 400, $1,375, $1,360; Bel Air (6) club 
$1,680°; One-fifty (6) 2-dr., $1,050, $1,-| Coupe, $1,195; Two-ten (6) 4-dr., $1,140, 


2 at $1,100, $1,095; 2-dr., $920. '54 Bel 


: a 0, $1,- 
040. "55 Bel Air (8) 4-dr., $1,125°. Sl.-| ‘Air conv., $940. '53 2-dr., §770; Two-ten 


050; Two-ten (6) station wagon, $1,060; 


ste : ir 4- 
Two-ten (8) 2-dr., $1,040*; One-fifty (8)| Hardtop, $760; 4-dr., $700°; Bel A 
2-dr., $960; Delray (8) coupe, $905. 'S4| <‘ir-. $700. 952 2dr. $495; 4-dr.. $880. 
Bel Air 4-dr., $810°. ‘53 Two-ten 4-dr.,| "51 coupe, $375, $325°. °50 4-dr.. $225. 
$505*: One-fifty 4-dr., $400. 52 4-dr..| CHRYSLER—'53' NY 4-dr., $630° (ps). 
$405°. - : 7 "52 Saratoga 4-dr., $475* (ps). 49 Wind- 


sor club coupe, $150*, $120. 


» \ * . 
CHRYSLER—’SS NY 4-dr., $1,475° (PS).| 5 coro—'s5 Firedome (8) 4-dr., $1,420°. 


"54 Windsor 4-dr., $830°*. 


? - , ” ’53 Firedome 4-dr., $750° (ps). 
FORD — oT hie noe’ haa? DODGE—'56 Coronet (8) 2-dr., $1,375°, 
(ps). ’56 Country Squire, $1,765; Main| $1,325°. ‘55 Royal 4-dr.. $1,095°. °53 
(6) 2-dr., $870; Custom (6) 4-dr.. $850,| Meadowbrook 4-dr., $275. ‘52 4-dr., 
'S5 Fairlane (8) 4-dr., $1,100*; Custom| _ $470°. "49 Wayfarer 2-dr., $150. 
(8) 4-dr.. $710, $700° °54 club coupe,| FORD—'S6 station wagon, $1,910° (ps), 
$770. 53 club coupe, $575; 2-dr., $340. $1,895*, $1,750; Fairlane (8) Hardtop, 


$1,875* (ps), $1,785*; 4-dr., 3 at $1,570° 


"52 4-dr., $385. °51 2-dr., $310°. 
ae ty , be (ps), $1560°; 2-dr., $1,510*; Custom (8) 
Bees. blade gin” | 2-dr., $1,350. 65 Sunliner conv., $1,530° 
LINGOLN—’54 Capri coupe $1,360* (ps) (ps), $1,445*, $1,265*; Custom (8) conv., 
$960° (ps) F " . yl os); a nan, na =. 
oe he 4 (ps); 2-dr., . ; 4-dr., ° : 
a. ete oe ae % = Custom (8) 2-dr., $1,080, $1,040; 4-dr.. 
$700, $690. "51 2-dr., $325, $285 - $950; Main (8) 2-dr. $890. "54 Custom 
: J ° : (6) 4-dr., $700. "53 Custom (8) station 


NASH—'52 4-dr., $255*° 


OLDSMOBILE—'55 (88) Holiday, $1.600°| 80D, $950 (ps); 2-dr., $825; Main (8) 


> ’ * 4-dr., $525. "52 club coupe, $400. ‘51 
(ps); 2-dr., $1,155°. "53 (88) Super 4-| 4 ar’ $340; 2-dr., $150, '49 4-dr., $220, 

PLYMOUTH—'S6 Belvedere (8) 4-dr., $1,-| , 3225, $110, $100. 
7 * | LINCOLN — '54 Capri Hardtop, $1,600*° 


500° (ps), $1,415° (ps); Savoy (6) 2-dr., 
$925. °55 Belvedere (8) 4-dr., $1,030*; 
Savoy (8) 2-dr., $875°. '54 4-dr.. $675°. 
"53 4-dr., $430. 

PONTIAC—'57 Star Chief Safari, $2,560*; 
Chieftain 4-dr., $2,150°. °55 conv., $1,- 
380°. '52 4-dr., $335°. 

STUDEBAKER—’53 4-dr., $555*. '52 coupe, 
$175. 51 4-dr., $135. 

WILLYS—’51 Jeepster, $270. '50 Jeepster, 
$430. "49 station wagon, $115. 

MISCELLANEOUS—’57 Ford %-ton pick- 
up, $1,670. "54 Ford %-ton pickup, $675; 
THC %-ton pickup, $400. '53 Ford %-ton 
pickup, $560. "52 Chevrolet %-ton pick- 
up, $525. 


JENISON, MICH. 


(Grand Rapids Auto Auction. Sale every 
Tuesday. Prices are for sale of June 25.) 
(Market definitely weaker. 


(ps). 

MERCURY—’'56 Montclair Hardtop, $1,- 
960° (ps). "55 Custom Hardtop, $1,195*. 
"53 Monterey 4-dr., $870* (ps). "52 Mon- 
terey Hardtop, $595. ‘51 Custom 2-dr., 
$535; 4-dr., $400. '50 conv., $270; 2-dr., 
$150. '49 4-dr., $140. 

NASH—’56 Rambler station wagon, $1,- 
560°. °55 Ambassador 4-dr.. $1,290°. ’51 
Rambler station wagon, $290; Hardtop, 
$170*; Statesman 2-dr., $135. 50 States- 


man 2-dr., $110. 
OLDSMOBILE—'55 (88) Super Hardtop, 
(88) Hardtop, $1,750*, 2- 


$1,900° (ps); 
dr., $1,215°. °54 (88) 2-dr., $930°. ‘53 


sales percentage was good through the 
ao oe oS eee 


BUICK—’57 Special 4-dr. station wagon, 
$3,000°; 4-dr., $2,350°. '56 Special 4-dr. 
Riviera, $2,350°. '55 Super 2-dr. Riviera, 
$1,430, $1,235*° (ps); Special 4-dr. Rivi- 
era, $1,410°, $1,365; 2-dr., $1,375*; 4-dr., 
$1,280; Century 2-dr. Riviera, $1,300*. 
"54 Special 2-dr. Riviera, $1,165*, $965*; 
4-dr., $1,025*; 2-dr., $895°; Super 2-dr. 
Riviera, $1,055°. °53 Special 2-dr., $750; 
4-dr., $495; RM conv., $705* (ps); 4-dr., 
$590* (ps). ‘52 Special 2-dr. Riviera, 
$420; 4-dr., $325°. 

CADILLAC—’57 (62) coupe de Ville 4-dr., 
$3,585* (ps). "56 (62) 4-dr., $3,250* (ps). 
"55 (60) Fleet 4-dr., $2,750* (ps); conv., 
$2,400* (ps); (62) club coupe, $2,230° 


(ps). 
CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
070°; 2-dr., $2,055*; Two-ten (6) 4-dr., 
$1,700, $1,680. °56 Bel Air (8) 2-dr., $1,- 
660*; 4-dr., $1,575* (ps), $1,490*; ‘Two- 
ten (6) 4.dr., $1,325*; One-fifty (6) 2- 
dr., $1,115. '55 Two-ten (8) station wag- 
on, $1,305; 4-dr., $1,100*, $1,050 
(6) 2-dr., $1,035*, $980, $800; 
(8) 4-dr., $1,280, $1,270*, $1,200°; 2-dr., 
taemat te, fale He, cota 
-dr., eS ray -* 
S ehlien’ aiticne aes Pearson Receives Four Letter 


Robertson M, Pearson, left, president, 


*51 Dodge) 





——. 


(98) conv., $1,000° (ps); (88) 4-dr. 
$700*, ’52 (98) 2-dr., $695*; 4-dr., $609 
(ps). ’51 (88) 2-dr., $550*. °50 (gg) 


2-dr., $300°; 4-dr., $235*. 

PACKARD—’ 54 Clipper 4-dr., $1,035* (pg). 

PLYMOUTH—'57 Belvedere (8) Hardtop, 
$2,275*. °56 Savoy (8) 2-dr., $1,400*; 
4-dr., $1,320; Plaza (6) 4-dr., $1,050, 
°55 Belvedere (8) Hardtop, $1,370 (ps), 
$1,330; station wagon, $1,265; Plaza (6) 
4-dr., $785. °54 Plaza 4-dr., $400. *53 
Cranbrook 4-dr., $525, $430. °51 Cam. 
bridge 4-dr., $125. 

PONTIAC—’56 Star Chief conv., $1,915* 
(ps). °55 Chieftain 4-dr., $1,125*. '53 
2-dr., $645%; 4-dr., $575*%. °52 4-dr,, 
$425. 

STUDEBAKER—’51 Champion 4-dr., $140, 

MISCELLANEOUS—’56 Volkswagen 2-dr. 
$1,515, $1,505. °54 Ford Courier, $725, 
’51 Morris 4-dr., $280. °50 GMC pane} 
truck, $250. ‘48 Dodge %-ton pickup, 
$260; Ford %-ton pickup, $320. 


FT. WAYNE, IND. 


(Fort Wayne Auto Auction. Sale every 
Tuesday. Prices are for sale of June 25.) 
(Sold 29 cars out of 53 consignments.) 


BUICK—’55 Special 4-dr., $1,435*. °54 Sy. 
per 4-dr., $1,010*. ‘52 Special cony., 
$430*; Super 2-dr., $325*. 

CHEVROLET — '57 Two-ten (6) station 


wagon, $1,880. "56 Two-ten 2-dr., $1,165, 
"54 Two-ten 4-dr., $580. '52 Delray 4-dr,, 
$400*. 


CHRYSLER—’55 Windsor 4-dr., $1,550*, 
"52 NY 4-dr., $200*. 

D2SOTO—’53 Firedome 2-dr., $455*. 

FORD—’57 Custom (6) 2-dr., $1,555. "56 
Fairlane (8) conv., $1,680*%; 4-dr., $1,. 
450*. '54 Custom (6) 2-dr., $605*. ‘53 
Victoria, $700*, °50 Custom 2-dr., $275, 
$130. 

KAISER—’52 2-dr., $125. 

LINCOLN — ‘57 Premiere 2-dr., $3,650* 


(ps). 
MERCURY—’55 Monterey 2-dr., $965*, ‘51 
Custom 2-dr., $190. 


NASH—’51 Ambassador 4-dr., $180. 

OLDSMOBILE—'54 (88) 4-dr., $1,055*, '53 
(98) 2-dr., $600* (ps). °51 (98) 4-dr., 
$350°*. 

| PLYMOUTH—’55 Plaza 4-dr., $885°*. 


| MISCELLANEOUS—’'51 Jaguar, $600. 


LOS ANGELES 


(Harold Henry’s Los Angeles Auto Auc- 
tion. Sale every Tuesday and Thursday. 
Prices are for sale of June 13 and June 18.) 
BUICK—’57 Special Riviera, $2,560*, $2,. 

500°; Special Riviera, $2,490; 4-dr., $2,- 

430°. °'56 Century Riviera, $2,150* (ps), 
$2,025; Super Riviera, $2,040* (ps); Spe- 
cial Riviera, $2,000* (ps). "55 Super Rivi- 
era, $1,650° (ps); Century Riviera, 
$1,500* (ps); Special Riviera, $1,485*, 
$1,410*. °54 Super Riviera, $1,350* (ps); 

Century Riviera, $1,300° (ps). "53 Super 

4-dr., $775*, $750°; 4-dr.. $575°, $520°*. 

"51 Special 2-dr., $270, $260. 
CADILLAC—'57 coupe de Ville, 

(ps), $4,755° (ps); sedan de Ville, $5,- 

090° (ps). "56 coupe de Ville, $4,015* 

(ps), $3,800° (ps), $3,750° (ps), $3,705* 

(ps), $3,635° (ps); sedan de Ville, $3,- 

650° (ps), $3,530° (ps); (62) coupe, $3,- 

490° (ps). °55 coupe de Ville, $3,135* 

(ps), $3,100* (ps); (62) coupe, $2,615* 

(ps). °54 coupe de Ville, $2,725° (ps), 

$2,640° (ps), $2,535° (ps); conv., $2,- 

385* (ps); (62) coupe, $2,140° (ps). "52 

(60) Special 4-dr., $800; (62) 4-dr., 

$735*, $495°. "51 4-dr. $620° $550°*, 

$495°; 
$450°. 
CHEVROLET — '57 Corvette, $2,925; Bel 

Air (8) Sport coupe, $2,425* (ps), $2,- 

375° (ps), $2,350° (ps), $2,330° (ps), 

$2,315*, $2,285°, $2,250; 4-dr., $2,090°; 

Two-ten (6) 4-dr., $2,300°; Two-ten (8) 

4-dr., $1,950°, $1,910°. "56 Corvette, $2,- 

825*, $2,705*; Bel Air (8) sedan, $1,945°*, 

$1,845*, $1,800°; 4-dr., $1,785*, $1,755° 

(ps), $1,750*, $1,745*, $1,725°, $1,715*, 

$1,705*; Bel Air (6) conv., $1,535*; Two- 





$5,400° 


ten (8) 4-dr., $1,905*, $1,590, $1,555°, 
$1,500*; Two-ten (6) Delray, $1,445; 
2-dr., $1,405*; 4-dr.. $1,210. '55 Bel Air 
(8) Sport coupe, $1,630° (ps), $1,600*, 
$1,555*, $1,520°, $1,455, $1,225; 4-dr., 
$1,210; Two-ten (8) Delray, $1,405*, 
$1,310°, $1,110; station wagon, $1,300. 


"54 Corvette, $1,515; Bel Air Sport coupe, 
$985*; conv., $905; Two-ten 2-dr., $735; 
One-fifty 4-dr.. $560. "53 Two-ten 4-dr., 
$895, $670°. ‘52 2-dr., $550, $310. ‘SI 
2-dr.. $350°, $285°, $265°; 4-dr., $400°. 

CHRYSLER — ‘55 NY 4-dr., $1,555° 
(ps). "54 Windsor 4-dr., 
perial Newport, $895° (ps). 
4-dr., $260° (ps); Windsor conv., 
"49 NY 4-dr., $135°. 

DeSOTO—’'55 Fireflite 4-dr., $1,505* (ps). 
'52 Firedome (8) 4-dr.. $450° (ps). ‘5l 
Sportsman, $285*; Custom 4-dr., $195*. 

DODGE—’'55 Royal (8) Lancer 2-dr., $1,- 
475*, $1,390, $1,330; 4-dr., $1,245. "S4 
Coronet (8) 4-dr., $600°, "50 Coronet 4 
dr., $145. 

FORD—’57 Thunderbird, $3,400* (ps), $3,- 
330° (ps), $3,300* (ps); Ranch Wagon, 
$2,525* (ps); Country sedan, $2,350°; 
Fairlane (8) 500 Victoria, $2,430°, $2,- 
360* (ps); conv., $2,380%, $2,250. °56 


(Continued on Page 47, Col, 1) 





Award— 
Raymond Pearson, Inc. (Ford), Houston, re- 


ceives the firm's seventh Ford Four Letter Award from A. Y. Edwards, right, Ford 
district manager. Joe Myers, sales director for the three Pearson locations, looks on. 


'75 Limousine, $615*. °50 4-dr., 
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"54 Hornet (6) 4-dr., $845*. 


LINCOLN—'53 Capri 4-dr., $800* (ps). 


MERC U RY — '57 


Thunderbird, $2,850*, $2,775*, $2,750*| dr., $995*, $965*. ’53 Cranbrook (6) 4- 
$1,915* (ps); Country sedan, $1,810° (ps), $1,- dr., $400; Cambridge (6) 2-dr., $320, ’49 
Be" 53 . Fairlane (8) Victoria, $1,700*; Special Deluxe 4-dr., $140. 
4-dr,, 4-dr., $1,565°, aoe ee oe PONTIAC—’56 Star Chief (8) Catalina, 2 
inderbird, $2,280", $2,205" (ps), $2.-| $1 126, $1 050°,'"53 Catalina, $610° (oe) 
> $140. Boe (ps), $2,080° (ps), $2,035; Country| Deluxe (8) 4-dr., $555°. "51° (8) Cota: 
; $728" sedan, $1,635°; Country Squire, $1,595°,+ ina, $270°. , ; 
panel $1,430; Fairlane (8) Victoria, $1,475,| STUDEBAKER—’53 Champion (6) 4-dr., 
Picku $1,400°, $1,275, $1,235*; conv., $1,440° $445. 
; . (ps) ; club sedan, $1,355*, $1,255* (ps),| MISCELLANEOUS—’56 Chevrolet (8) %- 
$1,180°; 4dr; aes, ns) Mate = ae ean oe a ye a 
-dr., ; (ps), , ’ up, . evrole -ton pickup, 
© coupe, goes. 54 “are oo: Sea toe cleans eh ag my Fa $405. 
» ev * anc agon, 7 ; - evrole’ -ton ake, : panel, 
ne bf : s Victoria, $850*, $805° (ps);| $125. '50 Chevrolet %-ton pickup, P5370, 
ented” Custom (8) club oe, ee = 
54 § om (6) 4-dr., $635; Main (6) 4-dr., 
comm pane ‘53 Country sedan, $795°%, $685; DYER, IND. 
Ps Victoria, $635; Custom 2-dr., $505, $395, (Dyer Auto Auction, Sale every Friday. 
station $370. ’52 Victoria, $500, $495, $380°;| Prices are for sale of June 21.) 
$1,165, Custom club coupe, $375*. '51 2-dr., $250, mr ioes about the same as last week. 
r Ande, n sales percentage wn some. 
a NOON .'57 Premiere coupe, $4,150°| 256 cars out of 395 cons ts.) 
1,550*, (ps). '56 Premiere coupe, $3,045° (ps); | BUICK—’57 Special Riviera, $2,495*. °56 
iar, $2,878", (Pe): conv, $2,778" (De)-| Bpsciat conv. $2.080— (pe). $1.900; 4-| 
9 Capri conv., ° e r., ‘ . pecia viera, , : 
5. 56 uERCURY—'56 ee oa fest Super Niveace. $1,410°; Lontury, Riviera, 
)* ( ; cou » ° ° . 7 4 cia -dr., : u r 
. = =). - PMontclair ‘coupe, $1,585, $1,- 4-dr., $635*; nM Riviera, $655° on. 
$275, 455°. $1,425°, $1,395*, ne ne CADILLAC—'57 coupe de Ville, $4,620° 
* Monterey coupe, . , 9 ; 
iowv.. $870°: 4-dr., $790. °53 2-dr., $550. (62) coupe, $3,175* (ps), 
53,650* §2 4-dr., $515. "51 ~— $210. '50 coupe, ay (Pa). "53 (00) Special kar. 
, oupe, $110. ps). ’ pecial 4-dr., E 
5°. 51 sion 53 en sedan, $505, $325. 
” ‘51 Ambassador 4-dr., $140. 4 
OLDSMOBILE—'57 (98) Holiday, $3,680 | 
a. a (ps); (88) Holiday, $2,900* (ps). °56) 
4-dr., (98) Super Holiday, $2,250° (ps); (98) | 
Holiday, $2,205* (ps). '55 (98) Holiday, | 
$1,850° (ps), $1,740° (ps), $1,670° (ps), 
$1,645° (ps); (88) Holiday, $1,700° (ps), 
2 at $1,600° (ps), $1,540°. °54 (88) Su- 
¢ 2-dr $950° (ps). °53 (88) Super) 
4-dr., $715*; (88) Deluxe 4-dr., $550;) 
} Aue Holiday, $500; (98) 4-dr., $585 (ps). 52) 
rsday, (98) 4-dr., $495° (ps), $320°; conv., | 
e 18.) $345*. "51 (88) Super 4-dr., $350; (98) 
$2,. 4-dr., $290°. "50 (88) club sedan, $155 3 
$2,- 4-dr., $150°. °49 4-dr., $150°, $125 5 | 
(ps), | PACKARD — ‘53 4-dr., $475°. "52 4-dr.,| 
Riv reyMOUTH—'57 station wagon, $2,650°; 
iviera, Belvedere (8) Sport coupe, $2,410°, $2,- 
485°, 325°. "56 Belvedere Sport coupe, $1,665°, 
(ps); $1,500*°. ‘55 Belvedere (8) Sport coupe, 
Super $1,500* (ps). "53 station wagon, $630; 
$520°. Cambridge 4-dr., $360. "52 Cambridge 
4-dr., $265, ‘51 4-dr., $185. °49 Special 
° ~ 225, $145. 
tS PONTIAC —'S7 Chieftain (8) Catalina, $2,- 
t.015° 430°. '56 Star Chief Catalina, $1,880°; 
3, 705° Chieftain 4-dr., $1,690° (ps). °55 Chief- 
, $3- tain Catalina, $1,395°. °54 Star Chief 
. $3,- Catalina, $1,070* (ps); station wagon, 
3, 135° $820; Chieftain 2-dr., $670. 53 Catalina, 
2, 615° $730; conv., $495; 4-dr., $490°, $425°, 
(ps), $395°; 2-dr., $365. "52 Catalina, $360", 
$2,- $345*, $340°. °50 2-dr., $165. '49 conv., 
». "52 $120 
4-dr., § STUDEBAKER — ‘55 Commander coupe, 
B550°, $1,140*, $905*. ‘53 Commander Starliner, 
4-dr., $670; coupe, $550°. 
MISCELLANEOUS—'57 Volkswagen, $2,- 
; Bel 700: Renault Daphine 4-dr., $1,325. ‘56 
$2,- Volkswagen Sunroof, $1,540; 2-dr., $1,- 
(ps), 535, $1,500; Mercedes, $3,135; Simca 
090°; coupe, $1,725; Austin Healey roadster, 
n (8) $1,900; Alfa Romeo Julietta, $2,800. °54 
, $2,- Rover 4-dr., $565; Triumph roadster, $1,- 
945°, 175. °48 Ford flat bed truck, $520. 
.. T55* 
715°, LITTLETON, COLO. 
ae (Colorado Auto Auction. Sale every Mon- 
445: @ @ay. Prices are for sale of June 24.) - 
i Air @ BUICK—'5S6 Special 4-dr. Riviera, $1,945 
600° (ps); 2-dr., $1,635°. °55 Century 2-dr. 
dr. Riviera, $1,615°; 4-dr., $1,200°; Special 
405°. 4-dr., $1,280°. '53 Super 4-dr., $820 
300. (ps); RM 2-dr. Riviera, $785* (ps)> "52 
supe. ial 4-dr., $310°. 
735. CADILLAC. '57 (62) coupe de Ville, $5,-| 
ir. & (805° (ps); coupe, $4,520° (ps), $4,500° | 
51 (ps); 4-dr., $5,050* (ps). "56 (60) 4-dr., | 
400° $3.785* (ps); (62) coupe de Ville 4-dr.,/ 
555° $3,525* (ps); coupe, $3,165° (ps), $3,000° 
" Im- (ps). "55 (62) 4-dr., $2,240° (ps). ’54 
erial (62) 4-dr., 2 at $2,125° (ps), $1,900° 
215°. (ps) 
CHEVROLET—’'57 Two-ten (8) 4-dr. sta- 
‘ps) tfen wagon, $2,500°, $2,325°; Bel Air 
"51 (8) 2-dr. Hardtop, $2,225*°, $1,900°. ‘56 
195° Bel Air (8) 4-dr., $1,685°; Two-ten (8) 
$1,- 4-dr., $1,480; One-fifty (8) 2-dr. station | 
"54 wagon, $1,450, $1,365°. °55 Bel Air (8) 
t 4- 2-dr. Hardtop, $1,540*, $1,320°; Two-ten 
(6) 4-dr, station wagon, $1,375; Bel Air 
$3,- (8) conv., $1,305. ‘54 Two-ten 4-dr., 
gon, $720* (ps). °53 Two-ten 2-dr., $650, "51 
50°: 4-dr., $395. 
$2,- | CHRYSLER—'57 NY conv., $4,330° (ps); 
"56 Windsor Deluxe 4-dr., $3,200° (ps); 4- 
dr., $3,075*. '56 NY 4-dr., $2,275° (ps). 
— "53 Windsor 2-dr., $550°, $350°. ‘52 
Crown Imperial 4-dr., $325* (ps). 
; '55 Fireflite 2-dr. Hardtop, $1,- 
050° (ps). ’52 Firedome 4-dr., $310. 
i DODGE—’'57 Coronet (8) 2-dr., $2,525* 
‘55 Custom Royal 2-dr., $1,260*. @eeeeeeeeeeeeeeeeeeeeeeeeeeeeee & 
FORD—'57 Thunderbird Hardtop, $3,250° e 
’ so37 sy Se $2 oes*, $i gn0°s a > 
E .375* (ps); 2-dr., $2, , $1, ; > " a 
T] Ranch Wagon, sis70. se Pairane (>| 2 Your distributor also offers: 
zt conv., $1,810° (ps); Crest (8) Victoria, - 
q 1,745*; Custom (8) 2-dr., $1,360, $1,- a : : 
: 30. $1,205, 2 at $1,285, $1,065. "55 Fair-| @ Sales help from equipment specialists 
: lane (8) Hardtop, $1,290; Custom (8) . o : 
& tar. $1,170*. °54 Custom (8) 2-e. e @ Technical help on equipment problems 
: rdtop, $985*; Main (8) 4-dr., 40, e 
‘ $725°. 6 . 
HUDSON—'56 Super (6) Wasp 4-dr., $1,- * @ Equipment data for your salesmen 
285. "55 Super (6) Rambler 4-dr., $800. - 
* 
* 
* 
* 
- 














Monterey Turnpike 
Cruiser, $3,950* (ps); Commuter 9-pass. 
Station wagon, $3,150*, $2,625; Montclair 
#dr. Phaeton, $3,050* (ps). °55 Mont- 
clair conv., $1,520*; Monterey 2-dr, Hard- 
top, $1,390*. ‘54 Monterey 4-dr., $900* 
(ps). '52 4-dr., $175*. °51 2-dr., $250. 
—~55 Rambler (6) 4-dr. station wag- 
On, $1,375*. ‘53 Statesman (6) 2-dr., 
5 


OLDSMOBILE—’57 Super (88) 4-dr. sta- 


tion wagon, $3,425*. '56 (98) 2-dr, Hard- 
top, $2,160* (ps); Super (88) 2-dr, Holi- 
day, $2,010* (ps); conv., $1,900* (ps); 
(88) 4-dr. Holiday, $1,840*, $1,765°. '55 
(98) 2-dr. Holiday, $1,670* (ps); Super 
(88) 2-dr. Holiday, $1,370*, '54 (98) 











re- 
rd 
yn. 









PA 


Holiday, $1,255* (ps). 
CKARD—'53 Clipper (8) Deluxe 2-dr., 





$510*. 


PLYMOUTH—’57 Custom (8) 4-dr, Subur- 


ban, $2,710*, $2,320. °56 Belvedere (8) 
2-dr. Hardtop, $1,655". '55 Savoy (8) 4- 


CHRYSLER—’55 Imperial 


DeSOTO—'52 Firedome 4-dr., 
DODGE—’'55 Coronet 


FORD—’57 Fairlane (8) 500 Victoria, $2,- 


HUDSON—’56 Hornet 4-dr., 
| MERCURY—’56 Monterey 4-dr. 





NASH—’'55 Rambler Cross Country, $1,- 


150°. °56 Bel Air Hardtop, $1,710*; 
conv., $1,630*°; Two-ten (8) station wag- 
on, $1,390; 4-dr., $1,365*. '55 Bel Air (8) 
coupe, $1,320; 2-dr., $1,155*, $1,050, $1,- 


030*, $900*%; Two-ten (8) 2-dr., $980, 
$870, $845*, $835, $830, $820, $810. '54 
Bel Air 4-dr., $800*, $610*; Two-ten 


2-dr., $650, $640*, $620, $585. '53 Two- 
ten 2-dr., $600, $530, $510, $495, $475, 
$410*; Bel Air 4-dr., $560, $405°*. 
coupe, $1,950* 
’54 Windsor Deluxe 2-dr., $790*, 
$790. °53 Imperial 4-dr., $505* (ps). ’52 
Saratoga 4-dr., $145*. 

$250, $100. 


Diplomat, $1,145*, 
"53 station wagon, $495; 4-dr., 
$300, $245; Coronet 4-dr., $265 


(ps). 


'51 4-dr., $235, 
$1,125°*. 


240° (ps), $2,165* (ps); conv., $2,155* 
(ps); Fairlane (8) Victoria, $2,000* (ps). 
’56 Fairlane (8) conv., $1,625*; 4-dr., 
$1,535*; Custom station wagon, $1,400; 
2-dr., $1,370, $1,155, $1,045, $990. ‘55 
Fairlane (8) Victoria, $1,250*, $1,195*; 


2-dr., $1,045; Custom (8) 4-dr., $1,155, 


$940. 

$1,215°. °53 
Hornet 2-dr., $175°. 
, $1,655°. 
*55 Monterey 4-dr., $1,300*, $1,105, $1,- 
090; coupe, $1,200°. °54 Monterey 4-dr., 
$1,055*, $690, $640°. ‘53 4-dr., $560, 
$545, $510*, $505°. 


Wasp 4-dr., $315*; 


130, $1,040*. ’51 conv., $160. 








Brewster Sells to Herzog 
Warren D. Brewster has sold 


(ps). '56 Eldorado coupe, $3,890* (ps);| Brewster Automobiles Co., 15 Berry| 


"54 (62) coupe,| Hill Rd., Oyster Bay, 


Long Island, | 


N. Y., to Victor Imported Cars, Inc., | 


CHEVROLET—’57 Bel Air (8) coupe, $2,-| headed by Victor C. Herzog. 
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Merit Chevrolet Buys 
84 Units at 1 Auction 


MASON CITY, Ia. — Merit 
Chevrolet Co., St. Paul, purchased 
84 units at the 10th anniversary 
sale staged by Central States 
Auto Auction. 

Harry Gelt, of Central States, 
said 328 cars were consigned at 
the anniversary sale. 





OLDSMOBILE — ’56 (88) 4-dr., $1,700*. 
"55 (98) conmv., $1,610* (ps); (88) Holli- 
day, $1,310* (ps). ’54 (98) Holiday, $1,- 
335° (ps), $1,295° (ps); (88) 2-dr., 
$1,020*, $810°. °53 (88) conv., $775*; 
2-dr., $610*, $580*, $565*, $545°; (98) 
Holiday, $475*. 

PACKARD—’52 4-dr., $190*. 

PLYMOUTH—’57 Belvedere (8) Hardtop, 
$2,260*; Savoy (8) coupe, $2,000*°, ‘56 
Savoy (8) 4-dr., $1,305, °55 Plaza station 
wagon, $1,125; 2-dr., $705; Savoy (8) 
4-dr., $925, $890, $870, $865, $860, $845, 
$820, $815. 53 coupe, $600; 2-dr., $205°. 

PONTIAC—’56 Star Chief Catalina, §$1,- 
750°; Chieftain Catalina, $1,560°. ‘55 
Star Chief conv., $1,695*° (ps), $1,465*. 
’53 Chieftain 4-dr., $450°, °51 Chieftain 
2-dr., $225*. 

STUDEBAKER—’ 55 Champion 2-dr., $715*. 
"54 Commander coupe, $770*. °53 Cham- 
pion 2-dr., $350°, '52 Commander 4-dr., 
$220*, $155*. 

WILLYS—’49 station wagon, $100. 

MISCELLANEOUS—’56 Volkswagen 2-dr., 
$1,525. 


FIELD DEMONSTRATIONS | 


THAT CLOSE SALES FAST! 


Another service of your 





@ The newest, most advanced line of 
truck equipment on the market! 


To close more truck 


distributor! 


distributor will have 


profit, offer your customers completely 
equipped units, ready to work! And, to show 
them what complete units can do, just call 
your Gar Wood-St. Paul truck equipment 


Your Gar Wood-St. Paul truck equipment 


take your customer and salesman to an actual 
job site. There your customer can see how 
Gar Wood-St. Paul dump bodies and hoists, 
winches, cranes, Frate-Gates, Hi-Lifts, Load- 


sales and make more 
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Zeder Honored 


Portrait of Auto Pioneer 
Given Chrysler Unit 


DETROIT.—An oil painting of 
the late Fred M. Zeder, Chrysler 
Corp. engineering vice-president, 
has been presented to the com- 
pany’s engineering division. 


Zeder, who was also vice- 
chairman of the Chrysler board of 
directors at the time of his death 
in 1951, was responsible for pioneer- 
ing and developing many funda- 
mental engineering advances in 
automobile design and construc- 
tion. 

Together with Owen R. Skelton 
and Carl Breer, he designed and 
engineered the original Chrysler 
car introduced in 1924. 

The portrait will be placed in the 
main reception lobby of the en- 
gineering division office at 12800 
Oakland Ave. in Highland Park. 

James C. Zeder, current Chrysler 
engineering vice-president, is a 
younger brother of the late Fred 
M. Zeder. 


The 32x40-inch oil painting is by 


|the New York artist, Frank 


Bensing. 








Packers or pole derricks are profitably 
handling jobs like his own. He can talk with 
the operators, maintenance men, job super- 
intendent . .. get “sold” in a hurry by a 
satisfied owner. 


Here’s an extra service for you, Mr. Truck 


an equipment expert 


Salesman, to help you sell! It’s yours for 
the asking from your Gar Wood-St. Paul 
distributor . . . headquarters in your area 
for the newest, most advanced line of 
truck equipment on the market. Call your 
distributor soon! 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan 
Plants in Wayne and Ypsilanti, Mich. «+ 


Findlay, Ohio «+ 






e Richmond, California 
Mattoon, Ill. «+ 
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Owners’ Club 


Drivers oj Metropolitans 
Eligible to Join 
DETROIT. — American Motors 
has inaugurated a Metropolitan 
Owners Club, dedicated to “more 
intelligent motoring,” according to 
J, W. Watson, Metropolitan sales 
manager. 
All owners of the Metropolitan 
--are eligible to join, Watson said. 
One of the club’s objectives is 
to stimulate thinking along the line 
of “more intelligent motoring,” by 


encouraging conservation of nat- | 





ural resources and by driving auto- | 
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mobiles that better meet the every- 
day personal transportation needs 
of many people. 

Application for membership by 
Metropolitan owners can be made 
at Nash and Hudson dealerships. 
Club members receive a tri-colored, 
inlaid enamel embossed stainless 
steel Metropolitan Club car insignia 
of British-American design, along 
with a membership certificate suit- 
able for framing and a membership 
card, 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 


MOTIVE NEWS gives you the entire story, | 455 


plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 





The 


Houston Post 


preferred 


by Houston's 





you need 


THE HOUSTON POST 


the Houston market 


to cover 


Documented by linage performance 





10 largest 
new car 
advertisers 





Quantity 
PRODUCTION 


e 
s 





- | conv., 





Port-of-Entry Prices 


On Impo 


rted Cars 





The following itmported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. 8S. excise tax 
and import duty. They do not include 
‘“‘“emergency freight’’ charges, U. 8S. trans- 
portation fees, state and local taxes or 
optional equipment, 

AUSTIN—A-35 deluxe 2-dr, sed., $1,553; 
deluxe 4-dr. sed., $2,127. (Heater 
standard. ) 

AUSTIN-HEALEY—conv., $2,919; deluxe 
$3,195. (Heater standard on deluxe.) 

BENTLEY—Sertes S—2-dr. or 4-dr. sed. 
(Mulliner), $19,316; conv., $20,383. Con- 
tinental—4-dr. sed. (Mulliner), $20,035. 
(Series S chassis, $9,160.) 

CITROEN—2CV 4-dr. 
298. Panhard 4-dr. sed., $1,995; 4-dr. de- 
luxe sed., $2,195. DS-19 4-dr. sed., $3,495. 
(Overdrive standard on 2CV; heater stand- 
ard on Panhard deluxe; power brakes, 
power steering and automatic clutch stand- 
ard on D8-19.) 

FORD (England)—Anglia Series—Anglia 
2-dr. sed., $1,539; Prefect 4-dr. sed., $1,- 
639; Escort 2-dr. stat. wag., $1,629; Squire 


sunroof sed., $1,- 


2-dr. stat. wag., $1,739. Mark II Series— 
Consul—4-dr. sed., $2,012; conv., $2,351; 
Zephyr 4-dr. sed., $2,193; conv., $2,552; 
Zodiac—4-dr, sed., $2,365; conv., $2,910. 


HILLMAN—4-dr. sed., $1,849; conv., $2,- 
099; 2-dr. stat. wag. (Husky), $1,535. 


ISETTA 300—$1,048. (Heater standard.) 


JAGUAR—Mark VII 4-dr. sed., $5,470. 
3.4 Liter sed., $4,420 (overdrive); $4,505 
(automatic transmission). XK-150 cpe., 
$4,475; XK-150 conv., $4,595. 

MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL cpe., $5,232 (with 


removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-S 4-dr. sed., $4,283; 
220-S conv.,. $7,641; 300-C 4-dr. sed., $7,- 


559; 300-SL. ecpe., $8,905; 300-SC conv, or 
readster, $12,272. (Power brakes standard 
on 219 sed.; automatic transmission stand- 
ard on 300-© sed.) 


MG—MGA roadster 
389; roadster (wire wheels), $2,473; cpe. 
(disc wheels), $2,684; cpe. (wire wheels), 
$2,774. Magnette 4-dr. sed., $2,663, (Heater 
standard on Magnette.) 

MORRIS—4-dr. sed., $1,743; 4-dr. deluxe 


(disc wheels), $2,- 


sed., $1,809; 2-dr. sed., $1,656; 2-dr. de- 
luxe sed., $1,713; Tourer sed., $1,638; 
Tourer deluxe sed., $1,695; stat. wag., $1,- 
863; deluxe stat. wag., $1,918. ‘(Heater 
standard on deluxe models.) 

RENAULT —4CV 4-dr. sed., $1,345; 


Dauphine 4-dr. sed., $1,645. 
ard on both models. ) 
ROVER—90 4-dr. sed., $3,295; 1058S 4- 
dr. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 
ROLLS-ROYCE—Sliver Cloud—4-dr. sed. 
and 2-dr. sed. (Mulliner), $19,630; conv., 


(Heater stand- 


Pontiac Presents 
New Cars to 100 


Contest Winners 


PONTIAC.—One hundred persons 
in the U. S. were informed last 
week by Frank V. Bridge general 
sales manager for Pontiac Motor 
division, that each had just won a 
57 Pontiac in the company’s 
“Drive the Champ” contest. 

The winners came from 97 differ- 
ent cities in 39 states. Only two 
cities to have more than one win- 
ner were Kalamazoo, Mich, with 
three, and Dallas, with two. 

Dealers in Pontiac’s 25 sales zones 


in the U. S. sponsored the contest | 


in cooperation with the manufac- 
turer, which supplied the 100 new 
ears, four to each zone. Hundreds 
of other prizes were awarded by 
individual dealers. 

Contestants qualified by test driv- 
ing a new model and by making a 


$20,657. Silver Wraith—touring lim. (Mull- 
iner), $20,858. (Silver Cloud chassis, $9,- 
480. Silver Wraith chassis, $9,976.) 

SIMCA — Aronde Series — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr, stat. wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Plein Ciel 
sport cpe., $2,688; Oceane conv., $2,888. 
Vedette V-8 Series—tTrianon 4-dr. sed., $1,- 
999; Versailles 4-dr. sed., $2,199. (Heater 
standard on Grand Large, Plein Ciel and 
Oceane.) 

SUNBEAM — Rapier 2-dr. sed., 
(Heater and overdrive standard.) 

TRIUMPH TR-3—softtop, $2,625; 
top, $2,790. 

VOLKSWAGEN—2-dr. sed., $1,495; 2-dr. 
sunroof, $1,575; conv., $1,995; Combi stat. 


$2,499. 
hard- 


wag. (8-passenger), $1,995; deluxe stat. 
wag., $2,095; sunroof stat. wag. $2,235; 
Karmann-Ghia sport cpe., $2,395; deluxe 


camper, $2,712. (Heater standard on all 


all models. ) 


VOLVO—2-dr. sed., $2,170; 2-dr. stat. 
wag., 2,345. (Heater standard on both 
models. ) 


In the L 


get in our three newspapers under 
the group buy on the flat rate. 
Furthermore, automobile factories 
have dealers in other cities in the 
Valley City in addition to those 
located in our three publishing 
cities who benefit from the factory 
advertising in our group as we have 
earrier delivery to homes in every 


city within the Valley City. These} 


smaller dealers in our smaller cities 
would find it even more difficult to 
earn a lower rate in any of our 
three papers. 

Our national group advertising 
rate applies to all national adver- 
tisers and not automobiles alone. 
This is the only place in the U. S. 
that I know of where, with the ex- 
ception of our very large space 
users, national advertisers get a 
better rate than local advertisers. 
Individual automobile dealers could 
not afford to buy space in our three 
papers at the group rate even if it 
was available to them, And further- 
more, they could not get a maxi- 
mum of benefit from our valley- 
wide circulation coverage like the 
manufacturers of automobiles—L. 
G. Nicotal, general advertising 
director, Rio Grande Valley Group, 


Harlingen, Tex. 
. > os 


He’s Against ‘Security’ 

This is in reference to your 
June 17 issue pertaining to the 
articles entitled “NADA Asks 
Makers Join Drive on Cross-Sales, 
Bootlegging, Ads” and “Dealers, 
Curtice Debate Security.” 

I am one of those dealers in 
the 40 percent voting bracket 
jagainst the reestablishment of | 
territory security. The reason for 
my stand is primarily that this is 
a free country and I feel that my 
investment in a franchised dealer- 
| Ship is my own concern and should 
not be curtailed by any third party. 

You speak of a 5 and 7 percent 
penalty to a dealer selling out of 
his territory, This is 5 and 7 
percent of the list price and is 
supposedly intended to protect the 
customer to insure proper service. 
If you consider this amount 





personal appraisal of the car in 22 
words or less. The 100 winners of 
new Pontiacs were selected by an 
impartial committee. 


Top Post Filled 
At New Departure | 


DETROIT. — Appointment of 
Seth H. Stoner as general manager 
of the New Departure division of 
General Motors was announced last 
week by Harlow H. Curtice, GM 
president. He succeeds Paul W. 
Rhame, a veteran of 34 years with 
GM, who retired June 30. : 

Stoner first joined GM in 1929 
as a junior engineer in the Re- 
search Laboratories division. He 
went with New Departure in 1935 
and has held a number of execu- 
tive engineering positions since that 
time. He was named general works 
manager of New Departure in May, 


necessary to protect the customer, 
and you are interested in pro- 
tecting the customer, then why 
not pass this on to the customer 
in cash in order that he may 
spend it as he wishes? 








1951, and chief engineer in August,| A Ford for Uncle Miltie— 


1956. 


Buick for Bracken 


Bob Bracken Buick has opened 
at 130 N. Beard, Shawnee, Okla. 


Mr. Television himself, Milton Berle, 
right, smiles after taking delivery on a 
"57 Ford Fairlane hardtop from his long- 
time friend Murray Kester, general man- 
ager, Chestnut Motors, Philadelphia. 


(Continued from Page 14) 
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‘DeSoto Signs Gustin— 


The DeSoto Explorer station wagon 
provides the setting for the signing of 
Howard Gustin Motors as an exclusive 
DeSoto dealer in San Jose, Calif. Beaming 
| their approval are Ford E. Frame, left, 
| DeSoto San Francisco regional manager, 
|and Howard J. Gustin, owner of the 
dealership. 





etterbox 





For your information, this 5 to 
7 percent represents 15 times the 
amount of the so-called service 
charged by the factory. 

You uSe the terms “penalty” and 
“offending dealer” and as a result 
you are playing your part to extend 
bootlegging by creating a monop- 
oly in a fixed area where the 
customer will be in a spider web 
and pay through the nose, or else. 
You are maneuvering to pay the 
so-called big dealers a bonus of 
$150 to $200 on cars they did not 
sell and pass this “penalty” on to 
the customer. 

You represent 45 percent of the 
dealers and your articles definitely 
define these dealers. The balance 
of 40 percent of the dealers are 
so-called “selfish.” From all indi- 
cations, the shoe is on the other 
foot. 

The American public is not 
quite as dumb as you may think 
it is, and I don’t believe you will 
change that through your pro- 
posed holdup of the “man on the 
street.” He is also a free man. 

Mr. Curtice gave you good sound 
advice and it should be heeded, 
coming from a man and a staff 
that has the “know-how” and in- 
| telligence to back his statements. If 
and when a dealer loses a sale to 
a used-car dealer or any other 
franchised dealer of the same make, 
he should check his sales tactics, 
and sweep out his own back yard, 
find out what is wrong, instead of 
asking another dealer to subsidize 
him with a grant of $150 to $200 
per unit, Personally, I would wel- 
come to sit back and rest and have 
a good neighbor send me this 
amount per unit and operate from 
my office somewhere in the Islands. 

As I see it from here, when & 
customer walks through my door I 
am primarily interested in selling 
him my merchandise and being of 
service to him, to represent my 
manufacturer, to service his unit 
and keep him happy, knowing if I 
do my part I will see him again 
and again. Or should I ask him for 
his identification card? 

Personally, I cannot imagine a 
dealer selling an automobile 
merely for the sake of a sale. 
This may be the case where your 
article originates, but not here. 
That probably is a problem in 
your area and most likely where 
the 45 percent congregates. 

Personally, I agree with you on 
bootlegging and false advertising 
and believe in time this will be 
corrected by the manufacturers and 
dealers. This has already been 
taken care of by the two parties 
concerned in regard to deceptive 
advertising to a great extent. 
The NADA has accomplished 4 
great deal that is true, but per- 
sonally as a dealer I do not feel 
that you are representing the other 
40 percent with true facts. You are 
actually attempting to penalize the 
40 percent for the benefit of the 45 
percent and at the same time 
penalizing the buying public by 
placing them in the hands of 4 
monopoly in the buyer’s area, 

Since I represent the other half, 
I would like to have my views pub- 
lished, and let’s hear from the other 
half.—“A Forty Perrcenter,” Pasa- 
dena, Calif. 
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By Joseph M. Callahan 
Staff Writer 
SPITE several early successes, 
the drive to organize dealership 
mechanics and salesmen in Chi- 
has been abandoned by Local 
705 of the Chicago Truck Drivers, 
Chauffeurs and Helpers Union of 
Chicago and Vicinity. 

Ed Fenner, execu- 
tive director of the 
local, told AvuTomo- 
TIveE News last week 
that the union gave 
up the attempt to 

organize the Chicago-area dealer- 
ships several months ago because it 
was a “fruitless task.” 

“We gave up,” he said, “because 
we weren’t getting any cooperation 
from the mechanics, and because 
the dealers merely hired other 
salesmen when our unionized sales- 
men went on strike. 

* + a” 


“WE STARTED our organizing 
drive in the dealerships about 
two years ago and we won quite a 
few elections. When the dealers re- 
fused to bargain with us, we set up 
picket lines. But the dealers hired 
new salesmen. You can’t resort to 
violence, so we quit.” 

Fenner said his union was de- 
feated even though it carried to 
Washington and won an argu- 
ment that salesmen are not 
supervisory personnel, and, there- 
fore, eligible for union represen- 
tation. 

He continued, “We don’t repre- 
sent any dealership employes in 
Chicago now and we have no inten- 
tion of trying to organize them in 
the future— we've already spent 
$50,000-$60,000 in our past futile 
attempt. 

Fenner added that his union now 








Obituaries 


Henri J. Houpert 

RYE, N. Y. — Henri J. Houpert. 77, 
founder of one of the first engine cylinder 
grinding shops in the U. 8., died June 21, 
in Port Chester. His firm, Houpert Machine 
Co., made the Houpert piston and did spe- 
dial work for race drivers. Mr. Houpert 
had been retired for 20 years. 

* . * 


Charles B. Warren 

NEW YORK.—Charies B. Warren, former 
president of NADA and of the Automobile 
Merchants Assn. of New York, died here 
the day before his 76th birthday. As presi- 
dent of Warren-Nash Co., he was one of 
the leading auto distributors in New York. 
Before becoming a dealer, he had served 
as sales manager for General Motars. 

* * * 


Z. Garner Jones 
ANNAPOLIS. Md.—-Z. Garner Jones, 60, 
& Dodge-Piymouth dealer in Baltimore un- 
til five years ago, died here of a heart 
condition. 
* * * 


David R. Eskridge 
BALTIMORE.—David R. Eskridge, 59, 
Owner and operator of Marshall Motors, 
Inc. (Ford), died unexpectedly of a heart 
attack. He had been in the auto business 
here for 40 years. 
* * * 


Charles H. Downs 
ASHLAND, O.—Chariles H. Downs, 75, 
an auto dealer here for 20 years and later 
engaged in auto repair work until retiring 
in 1956, died here June 20. 
* * * 


H. C. Kelting Sr. 

LOUISVILLE.-——H. C. Kelting sr., 83, a 
veteran of the trucking industry, is dead. 
Mr. Kelting, an early fleet operator, helped 
draft the Interstate Commerce Act and 
later was a consultant on ICC regulations. 
He founded and was secretary of the Louis- 
Ville City Truck Owners Assn. and was a 
founder and a former officer of the Motor 
Truck Club of Kentucky. 7 

* * 


Thomas Joseph McCabe 
eae. Calif. — Services were held 
Cabe, 67, former auto editor of the Oak- 
land Tribune. He served as auto editor 


from 1936 until nis retirement in 1948. 
* * * 
T. M. Birmin 


TOLEDO.—Thomas M. Birmingham, 62, 
sales administration manager of Electric 
Auto-Lite Co. died June 26 of a heart at- 
tack in his home here. He joined the com- 
Pany in 1941, serving in various capacities. 

* * * 
Jesse M. Fields 

CASPER, Wyo.—Jesse M. Fields, 43, past 
President of the Casper Automobile Dealers 
Assn. and sales manager for Coliseum 
Motor Co., died June 20 after a long illness. 

* * * 


Charles M. Sanders Sr. 





nion Drops Drive 
On Chicago Dealers 


represents several hundred truck 
drivers who are employed by com- 
mon and private carriers in Chi- 
cago. 


* * * 


Root Talks Open 


N DETROIT, the strike at Bill 

Root Chevrolet was still in prog- 
ress last week, although talks be- 
tween Local 376 of the Teamsters 
and the Root management had 
been resumed. 


The dispute stems from the con- 
viction of Root (and many other 
dealers) that the practice of paying 
mechanics 50 percent of the cus- 
tomer labor charges, as well as in- 
creasing fringe benefits, must be 
abandoned. 

A management spokesman said, 
“We want to abandon the 50 per- 
cent plant for mechanics so that 
we have a better chance of pick- 
ing up the costs of fringe bene- 
fits such as paid holidays, insur- 
ance, vacations, overalls and 
hospitalization.” 

“The current customer labor rate 
for most Chevrolet, Ford and Plym- 
outh dealerships in Detroit is $4.50, 
which gives the mechanic $2.25 an 
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$2.28 an hour and we want to be 
able to increase the customer labor 
rate without the mechanics hiking 


their share.” 

“We didn’t tell them if we were 
going to boost the rates or not, As 
a matter of fact, we don’t know.” 


He added that while the current 


mechanics rate is $2.25 an hour, 
mechanics make more than this 
because they usually are able to 
complete the jobs in less time than 


is specified in the factory flat rate| | 


books. 


* * * 


Plant May Fold 


O*X THE factory front, A. O. 
Smith Corp., manufacturer of 
auto frames in Granite City, IL, 
closed down last week in a labor 
dispute which may result in the 
abandonment of the plant. 

The plant was closed because of 
a disagreement over production 
standards between the company 
and Local 575 of the Boilermakers 
Union, which represents 1,450 of 
the plant’s 1,600 employes. 

F. S. Cornell, executive vice- 
president of A. O. Smith, said the 
company is considering closing 
the Granite City plant perma- 
nently because of a “lack of dis- 
cipline” among the workers. He 
said that the facility had lost $2- 
million in the three years it has 
been in operation. 

Asserting that the company has 
been moving equipment from the 
Granite City plant to the firm’s 
Milwaukee plant, Cornell said pro- 
duction of frames for ’58 Chevro- 
lets would begin in Milwaukee next 


hour. We want to increase this to| month. 






WASHINGTON. — Proposals to 
extend the Federal minimum wage 
law to retail and service employes 


might well “break the backs of 
many struggling small business 
men,” the U. S. Chamber of Com- 
merce believes. 

The Chamber noted that while 
the proposals apply directly only 
to large stores or chain estab- 
lishments, they would actually af- 
fect small employers who must 
compete in the labor market. 

These smaller establishments, the 
Chamber pointed out, even now 
cannot meet the pay scales of 
larger establishments. To confront 
them with a still higher pay scale 
“might be the one last straw that 
will break the backs of many 
struggling small business men,” the 
Chamber said. 

Businesses unable to afford 

higher wage costs would be forced 





Dealer Offers Pontiacs 
At ‘Cost Plus One Cent’ 


MIAML.— Hodson Pontiac has 
offered 1957 Pontiacs at “our cost 
plus once cent.” 

The ad continued: “Hodson 
Pontiac doesn’t say no. We ac- 
cept deals as they come, Bring 
us the deal others have turned 
down.” 





last week for Thomas Joseph Mc-j| 


NEW ORLEANS.—Charies M. Sanders| Segled fo Last 50 Years— 


Seeking a symbol! of our civilization to pass on to the citizens of the year 2007, 
the City of Tulsa decided on the automobile to best demonstrate the 1957 machine 
era. Here a 1957 Plymouth hardtop is being packaged to.last a half-century before 
being sealed in a giant 1,400-cubic foot time capsule on the lawn of the Tulsa 
County Courthouse. The car was placed in a hermetically sealed container and 
lowered into a concrete vault. The occasion was Tulsa's celebration of the 50th 


sr.. 66, formerly associated with Klein 
Motors, Inc., former Kaiser-Frazer dealer, 
died June 20 of a heart attack. Mr, Sand- 
ets operated a used-car lot. 
* * 


* 
Oscar W. Peterson 


anniversary of Oklahoma statehood. 


Minimum-W age Warning 26 
Pinch on Smaller Firms 


to operate with substandard help 
or fewer employes, the Chamber 
pointed out. 

“Under either alternative,” the 
Chamber asserted, “the result 
would be less operating efficiency 
—and a weakened competitive po- 
sition for the small stores.” 

The Chamber's views were con- 
tained in a statement sent to a 
House labor standards subcommit- 
tee now considering extension of 
the minimum wage to retail and 
service establishments. 


Ex-Dealer, Aide 
Jailed in Tax Case 


SALT LAKE CITY. — A former 
Salt Lake City auto dealer and 
his bookkeeper have started serv- 
ing two-year terms in a Federal 
penitentiary for false and fraudu- 
lent income-tax returns. 

Appeals took 3% years, but ended 
with filing of a mandate affirming 
the conviction after refusal of a 
review by the U. S. Supreme Court. 

Grant E. Hayes, former Stude- 
baker dealer in Salt Lake City, was 
sentenced to two years in prison 
and fined $30,000. Ronald J. Mc- 
Donald, his bookkeeper, was sen- 
tenced to two years and fined 
$15,000. 
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Fiesta Time in San Diego— 





































Dick McCune, right, president, San Diego County (Calif.) Plymouth Dealers Assn., 
presents keys to three cars to A. J. Sutherland, president of Fiesta del Pacifico, San 


Diego's annual 18-day celebration. 


Carmen Mesa, 


member of the cast of “The 


California Story,” the musical pageant centerpiece of the fiesta, smiles her approval. 
The two Plymouth station wagons and convertibles will be used as official cars during 


the festival July 24-Aug. 10. 





Exposing the Gimmick 


Calif. Dealer Reports Good Reception Given Ads 
Listing Unfair Methods 


By William Carroll 
Staff Correspondent 
SAN FERNANDO, Calif.—Galpin 
Motors (Ford) here reports a fa- 
vorable reception by the public and 
dealers of its advertising campaign 
to describe unscrupulous sales 
methods used by “sharp” dealers. 


The latest ad in this campaign 
is a half-page spread entitled 
“Let’s Expose the Gimmicks in 
Automobile Selling” which listed 
and explained 10 sales gimmicks. 
Galpin reported a favorable cus- 

tomer reaction with a definite in- 
crease in floor traffic and numerous 
copy mentions, Most locai dealers 
approved of the ads, although 
several “hard sell’ dealers belittled 
them. 

Galpin declared, “I told the com- 
plainers that if the shoe fits, they 
could wear it. There are thousands 
of honest dealers in this business 
and only a few sharpies muddying 
up the trade. 

In addition to the “gimmick” ad, 
Galpin has also run ads featuring 
the insurance repair racket of in- 
stalling used parts. 

Besides exposing sales gim- 
micks, the latest ad also tells the 
public that “If you want a fair 
deal, be willing to deal fairly 
yourself, then know your dealer.” 
The 10 gimmicks described are: 
“1. The pack —several hundred 

dollars are packed onto the new- 
car price, then you are offered an 
outlandish price for your tradein. 
Don’t fall for excessive offers for 
your car, any newspaper classified 
ad section will tell you what your 
car is worth. 

“2. Rate of interest—the highest 
legal rate of interest in California 
is 1 percent per month. The average 
bank rate is 6%-7 percent on auto 
financing. 

“3. No downpayment—there is 
no such thing as no downpay- 
ment. Dealers who advertise this 
gimmick merely have you assign 
your salary, furniture or other 
personal belongings and you sim- 
ply make two payments each 
month, one on the downpayment 
and one on the regular car pay- 
ment—and always at a high rate 
of interest. 

“4. Blank contract signature—it 
is illegal for anyone to ask you to 
sign a blank contract, Be sure all 
the figures are on anything you 
sign and get a copy of any contract 
you sign at the time of signing. 

“5. Hi-ball—the hiball is an un- 
usually high figure offered for your 

tradein when it is known you are 
going to shop around, and nine or 
10 times it is the shopper using 


Westinghouse Breaks 
Ground for Reactor 
PITTSBURGH. — Groundbreak- 


ing ceremonies for the world’s first & 
industry-owned nuclear materials ¢ 


testing reactor—the Westinghouse 


testing reactor—will be held today 


(July 8) near Waltz Mill, Pa, 

The location is about one mile 
east of Yukon, Pa. in Westmore- 
land county, seven miles south of 
Irwin and 29 miles southeast of 
downtown Pittsburgh.. Construction 
is expected to be completed in late 
1958. 





one dealer’s figures against an- 
other that gets tripped up by the 
sharpie and winds up paying twice 
as much as he would with his 
neighborhood dealer. Remember — 
all dealers of any particular make 
of car pay their factory the same 
amount for their cars, The only 
saving a dealer can pass on to you 
is in good management and low 
overhead. 


“6. Advertising—too much auto 


“1. T. O. System—the trade-off 
system is where you are greeted 
and qualified and then traded off 
to a closer. This is sometimes done 
two or three times and often the 
offices are wired and the closer has 
been listening in. Know your dealer. 

“8. Drive-outs — quite often cars 
are sold for new that have been 
driven out from the East and the 
speedometer shows low mileage. 

“9. Accessory charges—one of the 
common practices of the sharpies is 
to add on charges for equipment 
that is standard and of course this 
done after you have agreed on a 
base price. 

“10, Hiding the keys—many 
people have experienced the trick 
of having a sharpie hide his keys 
or even his car so it would 
impossible for him to leave, H 
on to your car keys until 
have completed your deal, If 
dealer wants to try out your 
te determine its condition, 
with him, and then ask for 
keys back.” 

Galpin concludes, “The 10 gim- 
micks listed above are just a fewof 
the many, but remember this, 
there are many good reliable deal- 
ers and only a few sharpies, so 
know your dealer.” 


BEiEs 


Siverts Joins 


Ramsey in Sales 


ST. LOUIS.—Ramsey Corp. has 
appointed Hans M. Siverts general 
sales manager, service. 

Siverts will be 
in charge of sales, 
advertising, sales 
promotion, market 
research and re- 
lated service-sales 
functions for do- 
mestic, export 
and private-brand 


O. C. Holaday, 
who has retired 
as sales vice-pres- 
ident. 

Siverts comes to Ramsey from 
American Brakblok division of 
American Brake Shoe Co. 


H, M, Siverts 





sales. He succeeds — 
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Quizzed by Association . . . 
Jersey Dealers Favor 


Service Responsibility 


NEWARK, N. J.—New Jersey 
auto dealers, by a margin of 2 to 
1, would like to see a service re- 
sponsibility clause written into their 
existing selling agreements. 

Replying to a New Jersey Auto- 
motive Trade Assn. questionnaire, 
179 dealers, 65.6 percent of those 
replying, favored the clause and 
93 or $4.1 percent voted against 

it. 

One dealers yes was qualified 
with the words “with factory par- 
ticipation.” Another dealer, 0.3 per- 
cent of those replying, expressed 
no opinion. 

While the number answering 
each of the questions on the form 
varied, a total of 330 were returned 


SBA OK’s Loans 
Totaling $326,000 
For Car Dealers 


WASHINGTON, — The Small 
Business Administration approved 
loans totaling $326,000 for 14 auto- 
mobile dealers during May. 

The loans ranged from $6,700 to 
$75,000 and were part of 377 loans 
totalling $16,876,000 approved by the 
agency during the month. 

Final disbursement, the SBA 
pointed out, must await closing of 
the loans. Approvals are subject to 
certain conditions and require- 





ments. 

The SBA through its loans has 
enabled several hundred dealers to 
stay in business in the past. 


387 Receive Space 
At 58 Tool Show 


DETROIT. — The American So- 
ciety of Tool Engineers announced 
that it has made space assign- 
ments to 387 exhibitors for the 
Philadelphia Tool Show which is 
slated for May 1-8, 1958. 

ASTE said space requests were 
so heavy that it had added the 
Philadelphia Convention Center’s 
South Hall to the exposition area. 
This will provide an additional 10,- 
000 square feet. 

The society said 94 percent of 
available space was assigned in the 
first four weeks after applications 
were opened. The Arena, Conven- 
tion Hall, Center Hall and Grand 
Halli are sold out, ASTE said. 











WHOLESALE COSTS 
of all NEW 1957 CARS 
and EQUIPMENT! 
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with some questions answered.| 7 


That is 39.7 percent of total mem- 
bership. 


The dealers also favor the in-|/ 


clusion of a territory security 
clause in the agreement but the 
percentage in favor is slightly 
smaller. 

Dealers favoring a territory se- 
curity clause numbered 204 or 63.8 
percent of those answering the 
question, Those against totalled 108 
or 33.8 percent while eight or 2.4 
percent expressed no opinion. 

A total of 209 dealers said they 
had operated under a territory se- 
curity provision at some time in 
the past while 121 had not. Of 
those who have had, 145 found the 
agreement worked satisfactorily, 
one rated it as fair and 63 said 
it was unsatisfactory. 

Only 99 of those responding had 
worked under a service responsi- 


| bility agreement while 211 had not. 


Of those who had, 74 said the 
arrangement was satisfactory; one, 
fair; one, no comment, and 24, un- 
satisfactory. 


15 N. Y. Dealers 
Cited for Giving 
Cars to Schools 


WATERTOWN, N. Y.— Fifteen 
northern New York automobile 
dealers were awarded citations for 
their donations of cars for use in 
giving the boys and girls in the 
high schools of their communities 
“behind the wheel instructions.” 


The dealers were the guests of 
the Automobile Club of Syracuse 
at a luncheon meeting. The framed 
awards were presented by Oscar J. 
Brown, president of the 30,000- 
member motorists’ organization. 

The dealers are: 

Gibbs & Maclllvennie, Adams; 
Northrop Motor Co., Inc., Water- 
town; Clifton H. Good, Inc., Clay- 
ton; Reff Motor Corp., Dingman 
Chevrolet Co., Carthage; Menard 
Pontiac Sales, Lowville; R. L. 
Teeter Chevrolet, Inc., Lowyville; 
Gerald A. Nortz, Inc., Lowyville; 
Dembs Motors, Watertown; Edwin 
W. Tucker, Antwerp; Nortz & Virk- 
ler, Inc., Lowville; Schell Chevrolet, 
LaFargeville; Reynolds Garage, 
Alexandria Bay; Hirschey Motor 
Sales, Harrisville; Plumpton Chev- 
rolet, Watertown. 


Lead Parade in Milwaukee— 





Arndorfer, Inc. (DeSoto-Plymouth), Milwaukee, never misses a promotional trick. 
Gracing one of the firm's cars are Sarah Cooper, left, Miss Missouri, and Lynn Holden, 


who is Miss Wisconsin. Both appeared in 


the parade and other events of the con- 


ventioning U. S$. Chamber of Commerce group. Milwavkee DeSoto dealers furnished 
nearly a dozen cars, including the parade's lead car. 


NADA Develops Survey 
On Employe Attitudes 


WASHINGTON, — An employe 
attitude survey to help automobile 
dealers find out what their em- 
ployes think about working condi- 
tions—so that corrective steps can 
be taken if necessary—has been 
developed by the personnel rela-| 
tions committee of the National) 
Automobile Dealers Assn. 

The survey is a tested method 
to show management what 
employes really think without en- 
dangering the personal and con- 
fidential phases of personnel 
relations, 





Members of the personnel relat- 
tions committee are: James R. 
Johnson, Hartford, chairman; Leon 
E. Titus, Tacoma, Wash.; Maurice 
J. Grant, Manchester, N. H.; Al 
Long, Detroit; J. W. Pickens, 
Orangeburg, S. C.. and Charles B. 
McFee, Richmond, Va. 

Questions asked in the survey 
are designed to reveal any proble- 
matic areas of personnel manage- 
ment. They will show the working 
relationship between various de- 
partments, and dealers will be 
made aware of any areas that may 
need immediate attention. 

Effectiveness of managers is 
pointed up, as is what employes 
think about such things as the kind 
of treatment received on the job, 


First in New England als 


Connecticut Gets Title Law 


value as is used in taxing real 
estate. 


CATA said the biggest fight of 
the session was in defeating a pro- 
posal to forbid the sale of in- 
surance by auto dealers. 


HARTFORD, Conn.—Connecticut 
has become the first state in New 
England to have a vehicle title 
law. 

The Legislature passed a 
slightly changed version of the 
uniform title law being proposed 
by state vehicle commissioners, 
Police officials and NADA. Gov. 
Abe Ribicoff signed the bill. 

The Connecticut Automotive 
Trades Assn. said the state’s new 
law does not require titling of 
existing vehicles but that a title 
will be required on the sale of each 
vehicle. 

The bill does not go into effect 
until July 1, 1959. The state vehicle 
commissioner was given the time 
until the effective date to prepare 


for the titling duties. 
CATA said all bills introduced at 
its request were passed those 


Among the bills which were 
passed were a Sunday closing law, 
new limits on auto installment in- 
terest charges, and an increase of 
the minimum wage from 75 cents 
to $1 an hour. 





Lead Ford Dealers in St. Louis Area— 


compensation matters, fringe bene- 
fits and security based on merit 
and personal ability. 

In addition, the survey shows 
an employe’s over-all judgment 
of the firm for which he works 
and an appraisal of the dealer 


The survey works this way: Em- 
ployes are given a list of 27 
important questions concerning 
their working conditions, They are 
asked to read each question care- 
fully and to place a check mark 
in the bracket opposite the multi- 
ple choice answer they think best 
expresses their opinion. 

The final question asks for a 
“writein” answer. Employes are 
urged to feel free to give their 
honest opinions so that the dealer 
may know what should be done 
to make his firm a better place in 
which to work. They are urged not 
to discuss their questionnaires with 
anyone. 

All answers are strictly confiden- 
tial. Questionnaires are mailed 
directly to a personnel consultant 
who analyzes and prepares a report 
for the dealer. No one in the dealer- 
ship ever sees how the individual 
worker answered the questions ex- 
cept the worker himself. 

Additional information concern- 
ing cost of the survey may be had 
by writing NADA Personnel Rela- 
tions Committee Representative, 
National Automobile Dealers Assn., 
2000 K St., N. W., Washington 6, 
D. C. 


Ethyl Opens Plant 

SARNIA, Ont.—Ethyl Corp. of 
Canada, Ltd., has opened a plant to 
produce tetraethyl lead compounds 
which previously were imported 
from the U. S. It is said to be the 
first plant of its kind in the West- 
ern Hemisphere outside the U, 8. 





George A. Sutton, third from left, has been named to succeed Fred Bair, second 
from left, as president of the Metropolitan Ford Dealers’ Assn. of Greater St. Louis. 
Others are Thomas E. Costello, left, treasurer; Harry Lidgard, second from right, Ford 
St. Lovis district manager, and Al Monti, secretary. 





—— 


Ability to Spend 
Continues, Bank 
Tells Retailers 


CHICAGO.—Consumer ability to 
spend remains the brightest spot 
on the retail trade front, the Federa} 
Reserve Bank of Chicago observed 
in its monthly review, Business 
Conditions. 


While sales have flattened out at 
a high level, personal income hag 
continued up in recent months at 
about a 5 percent annual rate the 
bank said. 

Though this bodes well for re. 
tailers, the impact of changes in 
personal income on retail trade ig 
moderated by the consumers’ will- 
ingness to take on new debt, it said, 
adding that the picture is one of 
mixed trends. 

Total installment credit extended 
during the January-April period 
exceeded the same 1956 months by 
almost 4 percent, the bank added. 
Most of this gain, however, was 
accounted for by a hefty 10 percent 
pickup in personal loans—a type of 
borrowing not usually associated 
with the sale of retail goods. 

When 1957 draws to a close, the 
bank said, it will probably be 
characterized as a good, but not 
spectacular, year for retailers, 
Chances are strong for a moderate 
dollar volume gain over a year ago 
during the second half, with some 
likelihood that sales will top 1956 
in physical volume, too, it added. 


Sales Up 500 Pct. 
For Dodge on 


Air Conditioners 


DETROIT.—The demand for all- 
weather automobile air conditioning 
has soared 500 percent over last 
year, according to L. F. Desmond, 
Dodge sales vice-president, who 
added that sales of the units no 
longer are a seasonal matter. 

In previous years, sales were 
confined almost exclusively to 
spring and summer months, Des- 
mond said, 

Since new-model introduction last 
November, he said, orders for air 
conditioning in Dodge cars have 
been running at a steady pace of 
approximately 800 units per month. 

To date, customers have ordered 
6,600 air conditioning units on 1957 
Dodge cars, he said. Sales for the 
model year are expected to exceed 
7,000. Production schedules are 
presently running at a peak output 
of 50 units per day. 

This compares to a figure of 1,332 
for the 1956 model year, 1,276 for 
1955 and 419 for 1954, Desmond said. 

As major factors in the upsurge 
of customer demand for air con- 
ditioning units, Desmond cited 
lower price, introduction of a new 
combined heater and air condi- 
tioner, universal adaptability of air 
conditioning to all model cars, in- 
cluding convertibles, and increasing 
desire for more automobile luxuries, 


Carbide to Build 
W.Va. Plant 


NEW YORK.—A major chemicals 
plant is to be built by Union Car- 
bide Corp. in Putnam County, W. 
Va., according to Morse G. Dial, 
president. 

The new plant, to be completed 
in 1960, will be the eighth major 
chemicals producing plant of the 
company. Three of the chemicals 
to be made at the plant are 
ethanol, ethylene oxide and isopro- 
panol. 


13 More Ford Dealers 


Get Award in L. A. 


LOS ANGELES, — Ford’s Four 
Letter Award has been conferred 
upon more than 100 Ford dealers 
in the Los Angeles district. 


Most recent awards were made 
to Ben Alexander, Ben Barclay Mo- 
tors, Brand Motors, City Ford Co., 
Crenshaw Motors, Fortner Motors, 
Freeway Motors, Bill Froelich Mo- 
tors, Downtown Ford Sales, Kelley 
Kar Co., Hamlin W. Nerney, Frank 
Taylor Ford Co, and Holmes Tuttle. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other facts concerning 
the automotive industry, every week 
throughout the year. 
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Dealers Discuss Answers to Problem... 
era ae eeredenrenemennmsntass 


Wanted: Career Auto Salesmen 


JEFFERSON CITY, Mo. — Lack 
of sales this year may be due to 
jack of salesmanship, as many 
dealers have reported, rather than 
Jack of public demand. 


An Illinois dealer who said in 
an interview that he thought the 
lack of salesmanship and show- 
manship was due to a shortage of 
eareer salesmen may have added 
an important truth to the essays 
on quality of salesmanship which 
have been appearing. 

He said dealers who cannot de- 
yelop hard-hitting competent sales- 
men may be among the missing at 
roll call. 

And it’s not just wind in the wil- 
lows that there’s a shortage of 
salesmen. Recognized sales experts 
have said recently: “Never again 
will there be enough salesmen.” 

Why? Because population is grow- 
ing faster than sales organizations 
and it may be that the average 
citizen soon may have to go out and 
buy without the help of a salesman. 

This authority said that the na- 
tion now musters 45 million con- 
sumer families, and that they 
have an average income of $5,000 
a year. By the time the next cen- 
sus rolls around, consumer 
families will number 50 million. 
There aren’t enough salesmen to 
service them. 

Several important segments of the 
business of the country have been 
short of salesmen for years. Jobs 
that pay $1,000 a month and more 
are going begging because man- 
power has not been developed. 

For instance, virtually all insur- 
ance companies are developing pro- 
grams to train young salesmen and 
possible earnings in this field with 
any reliable company exceed $1,000 
a month. 

Trying to do the job, as the Il- 
linois dealer pointed out, is the 
present inadequate sales forces. 

Many of the competent and high- 
earning salesmen in all industries 
are retiring and, in almost all cases, 
it has been shown that it takes two 
or three young salesmen to ac- 
count for as much business. 

In the retail auto field, accord- 
ing to many dealers, it long has 
been a settled fact that it is better 
to do away with old salesmen and 
teach young dogs some new tricks. 
However, performance has not al- 
ways followed the teaching. 

Earnings in the retail auto sales 
field are high enough to attract 
career salesmen, if there are any 
such specimens. While the value of 
factory sales training programs are 
not to be minimized it is @ fact 
that these programs stop short of 
the goal or in many cases are not 
effectually implemented by the 
dealer who most needs the program. 

Since so many businesses and in- 
dustries are reaching out for new 
men to be trained as salesmen, the 
auto dealer is in competition with 
other dealers, as well as these other 
organizations for good sales ma- 
terial, an Iowa dealer said. 

What happens, he continued, is 
that we use misfits and out-of-work 
Persons, and those who have been 

unsuccessful at almost everything 


Southeast Gains 
4 Million Vehicles 


In Postwar Era 


ATLANTA.—More than eight and 
& quarter million motor vehicles 
were registered in the Southeast 

year, some 402,000 more than 
in 1955, and an increase of more 
than four million during the post- 
War years, according to the Atlanta 
field office of the U. S. Department 
of Commerce. 

Last year’s registrations in the 
Southeast totalled 8,255,359. Included 
Were Florida, 1,781,725; North Caro- 

1,516,569; Georgia, 1,273,263; 
Tennessee, 1,130,364; Alabama, 1,- 
084,524; South Carolina, 811,202, and 
Mississippi, 657,712. 

Florida led the nation in rate of 
rise in registrations’ during the 
Postwar years with a gain of 153 
Percent. The advance in Alabama 
Was 120 percent, Georgia, 93 per- 
cent, Mississippi, 83 percent, North 

ina, 94 percent, South Caro- 
lina, 77 percent and Tennessee, 85 





Percent. 


The national average was 72 per- 
cent. 





else. The sales departments of the 
retail auto dealers need successful 
people, he said, not failures. 

Creating an efficient sales staff 
today is occupying the attention 
of every automobile dealer who is 
thinking about staying in the 
business and making a profit. 

A dealer who tailored his own 
sales staff from successful people 
in the community, described in 
AvuToMotiveE News, drew mail from 
every state in the union and two 
foreign countries seeking more in- 
formation. 

When selling got hard after the 
lush war years, the accent was on 
youth, not only for salesmen but 
for sales managers as well. Many 
old timers went out the window. 





Goodyear Plans 
To Aid Students 


AKRON. — Establishment of a 
new program of aid to education 
with scholarships, fellowships and 
grants, payable during the 1957-1958 
school year, totalling $170,000 to the 
nation’s universities, colleges and 
technological institutions has been 
announced by E. J. Thomas, presi- 
dent of Goodyear Tire & Rubber 
se and of Goodyear Foundation, 
ne. 

‘In making the announcement, 
Thomas said, “Institutions of higher 
learning are facing a critical 
problem caused by spiralling costs 
which cannot be met in full by 
tuition fees and decreasing income 
from traditional sources of support. 
Outside assistance is badly needed 
in relieving this critical situation.” 

The Foundation will award 13 
technical and four non - technical 
one-year scholarships to assist de- 
serving young men in their junior 
or senior year of college to acquire 
an undergraduate degree. Each 
scholarship will carry a stipend of 
$750 per school year to cover cost 
of tuition, fees, books and expenses. 
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Youthful crews were taught the 
gimmick and the trick that was 
thought to be the answer to selling 
automobiles, 

Now a dealer in Kansas has dis- 
covered that some retired persons, 
by reason of ability and experience 
in other lines, sell the whole store 
and are partly the answer to build- 
ing a sales staff that can sell. 


Another dealer has tailored his 
sales staff along the line of spe- 
cialists in certain lines of busi- 
ness. An alert industrial worker, 
for instance, recently won top 
sales recognition in this territory 
because he went back and sold 
all the prospects at his old fac- 
tory and then went to the other 
factories. He could talk their 
language. 

Women are entering the field and 
are successful. One St. Louis dealer 
has had a woman on his sales staff 
for nearly two years and she’s turn- 
ing in record sales. In California, a 
dealer has seven women on his 
staff but as yet there is no data as 
to results. Women may do for auto 
selling what they’ve done for the 
real estate business, where their 
sales equal or top those of men. 


In a round of opinion on this 
subject from representative dealers 
in several states, those who are 
giving the subject some thought 
think that the auto dealer must get 
out and fight for salesmen in a 
tough competitive battle and the 
sooner he gets them, the better off 
he will be. 


The statement of one dealer that | 


it doesn’t make a lot of difference 
what brand automobile a dealer 
sells if he has a good sales staff, is 
borne out in travels over some 10 
states, 

In a town in West Virginia, an 
alert dealer outsells Ford with 
Dodge. In another town in an- 
other state, the leading dealer is 
Nash. In a Kansas town, Hudson 
is in second place. In nearly all 





Partners in Hospitality— 


Joseph Sutor, right, and Spurgeon 
Brinker, co-owners of Central Service 


(Dodge - Plymouth), Jeannette, Pa., are 
shown here presenting the keys to a new 
community Dodge “welcome wagon" to 
Viola McCleery of the welcoming com- 
mittee. 





these deals, as far as can be de- 
termined, the profits in relation to 
new car sales volume is greater 
than most average dealers selling 
Big Three cars. 

In another place, a town of con- 
siderable size, too, a Buick dealer 
was selling in 15th place when his 
car was in fourth. 

As one dealer pointed out, a good, 
well-trained salesman can sell any 
reliable product on its merits be- 
cause of his methods and presenta- 
tion. Given a product that sells in 
top place nationally, and employ a 
poor salesman to present it in com- 
petition with a real salesman with 
a good product in 10th place, the 
10th product will win. 

Another dealer said: “It’s not the 
apathy of the public, it's not tight 
credit, it’s not poor quality of cars 
or lack of public acceptance of new 
features—it’s nothing in the world 
but poor salesmanship that keeps 
volume down. 

“In all selling and in all years,” 
he continued, “we’ve had obsta- 
cles. They’re not the same every 
year. A good salesman can keep 
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up his volume and even increase 
it by overcoming these obstacles 
which are recurrent and really 
are different forms of sales re- 
sistance.” 

Another dealer who concurred in 
the theory that salesmanship is at 
the bottom of profit and volume 
trouble, said: 

“We're not set up right. Our sales 
staffs do not sell the whole deal. 
They sell a new car and content 
themselves with selling the used car 
and the third trade. We need to 
have salesmen who will sell the 
parts department, the service de- 
partment, the body and paint shop, 
even the tow car service. 

“If a salesman was set up with 
Proper compensation from the 
dealer so he could sell the whole 
works,” this dealer continued, “he 
would be occupiéd continually with 
all kinds of prospects. A prospect 
for a repair job might be doing bet- 
ter by himself to buy a new car as 
the salesman not only could point 
out but prove. 

“A prospect for a paint job 
might be sold the paint job and 
the next prospect that the sales- 
man got might be a used-car 
prospect for a certain car. 
pose the car wanted was 
same model that his customer 
had painted. He could make a 
deal to sell the newly painted car 
even though it was not for sale 
and go to the owner and sell him 
a new car because of this newly 
developed opportunity,” he said. 
“We need to sell our store and 
everything in it,” this dealer said, 
“and we need trained, efficient 
salesmen to do it who make enough 
money so they can’t be lured into 
other industries because of finan- 
cial reasons.” 





Rumor Has Studebaker 
Using Mercedes Engine 
STUTTGART, Germany. — 











CAR DEALERS ONLY!! 


Now Available ... for the First Time .. . 


A rental and leasing system designed exclusively for franchised new 
car dealers. 


Cars Rental System, Inc. will be an international organization. Founded 
and operated by successful car dealers who have the knowledge and back- 
ground to give qualified car dealers one of the best money making oppor- 
tunities in years in the fastest growing business in the country today. 


Cars Rental System, Inc. already has new car dealers operating in 
southern states and regional managers are ready in other areas to com- 
plete our expansion program. 


Exclusive territories are now available in cities of 10,000 population or 
over. If you are a new car dealer and can qualify for our franchise, your 
city and surrounding area will be your exclusive territory. 


Your present operation, in most cases, will not conflict. Our plan is 
endorsed by car manufacturers. 


CARS RENTAL SYSTEM, INC. 
FORT LAUDERDALE, FLORIDA 


“OPERATION SUCCESS’’ 


‘ 


938 Sunrise Lane 
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How Dealer Attained $100,000 Monthly Volume... 





Fast Service Builds Parts Profits 


By Jospeh M. Callahan 
Staff Writer 

ARDEN CITY, Mich. — Ralph 

Ellsworth, a Ford dealer in 
this Detroit suburb, has built his 
parts business from $2,000 to $100,- 
000 a month in the past 10 years 
by concentrating on “speedy serv- 
ice” to his wholesale customers. 

A Ford dealer since 1939, Ells- 
worth suddenly realized, on ex- 
amining his financial statement 
10 years ago, that his parts de- 
partment was the most profitable 
end of his business, because there 
was practically no price cutting 
and no tradeins. 

So Ellsworth bought a beauty 
parlor next door to his dealership, 
installed 56 parts bins in it and set 
a goal of $5,000 a month for his 
parts business. When this goal was 
reached, he then set goals of $10,- 
000 and $20,000, which were soon 
achieved. At this point, he had to 
buy two buildings to provide addi- 
tional space for his parts. 

. + * 

“G'OME time ago,” Ellsworth con- 

tinued, “we decided to shoot 
for a monthly parts business of 
$100,000 by the end of 1957. But to 
our surprise, last December we sold 
$100,887 worth of parts. Our objec- 
tive is now $150,000 a month. I 
think we'll sell $1.5 million worth 
of parts by the end of 1957. 

“To accomplish this, we’ve only 
done what every dealer should do. 
Most dealers haven’t exploited 50 
percent of their parts potential.” 

Elisworth sells 5 percent of his 

to retail customers, 10 per- 
cent to his shop and about 85 
percent to wholesale customers— 
some 200 independent garages, 
off-make dealerships and gas sta- 
tions. 

At least $10,000 each month is 
represented by reconditioned en- 
gines. Other parts business builders 
are insurance work and tires. 

As the parts department’s goals 
were raised, Parts Manager Keith 
Boice and his seven assistants 
gradually increased the area in 
which they intensely searched for 
business. They now serve customers 
in any direction in an eight-mile 
radius. ur ee 


UMMING up the philosophy of 

his parts department, Ellsworth 
said, “If a gas station mechanic 
eight miles away calls up and says 
he needs four spark plugs, we'll 
rush it to him because the next 
time he calls he may want an en- 
gine block.” 

Ellsworth’s parts staff consists of 
the manager, four assistant parts 
men, two pickup drivers and an 
inventory girl. 

Besides handling the daily chores 
in the parts department, all the 
men must make telephone solicita- 
tions for parts business. Some cus- 
tomers are called twice a day, 
some once a day and some once a 
week. 

Whenever a wholesale customer 
places an order, a couple of men 
will immediately get on the phone 
to inquire if any of the customers 
along the route need anything, 
whether it be an engine or a gasket. 

* = = 
A™ parts are delivered in one of 
Ellisworth’s two well - labelled 
parts pickups. A truck, a station 
wagon and another pickup are also 
available. 


friendly 
quite proud of the numerous 
compliments he has _ received 
about them. 

Despite the volume of his parts 
operation, Ellsworth still works 
personally to build it up. 

“If I only need two gallons of 
gas,” he said, ‘Tll stop at a gas 
station to buy the gas and to dis- 
cuss parts. I stopped at one little 
station several times to ask him 
about parts and finally the owner 
said to me: 

“¥ don’t get it. You’ve got that 
Ford dealership — Ive only 

n. 


said this shows only 
see the people and 

iow you want to serve 

got it made.” 

tory is kept at a mini- 


a 
i 


mum by an inventory girl who 
works exclusively on the inventory. 
Beginning work each day 1% hours 
before the rest of the staff, she 
keeps the records absolutely cur- 
rent, immediately noting any part 
or accessory which threatens to 
become scarce because of the pre- 
vious day’s sales. 
7 + * 


LY one man in the depart- 


ment is permitted to order 
parts. 

By “keeping on top” of his in- 
ventory in this manner, Ellsworth 
has also kept his parts obsoles- 
cence at a minimum, averaging 





Federal Grants 
To States Draw 
Blast from NAM 


NEW YORK.—The U. S. cannot 
continue indefinitely along the road 
of bigger, more expensive and more 
powerful central government with- 
out “undermining state sovereignty 
and losing our birthright of free- 
dom,” according to the National 
Assn. of Manufacturers. 

In a new study, “Main Street 
versus Washington, D. C.,” NAM 
called for a reassessment of govern- 
mental responsibilities and the re- 
turn to state and local units of 
many of the functions which have 
been assumed by the Federal Gov- 
ernment in recent decades, 

“Government functions should be 
performed by the smallest units 
competent to deal with them satis- 
factorily and economically,” NAM 
said. “Federal participation in state 
and local programs should be con- 
fined to leadership through re- 
search and advice. The use of 
Federal grants-in-aid should be ter- 
minated with all practical prompt- 
ness.” 

It continued: “The grant-in-aid 
device continues to thrive as a 
means of persuading the states to 
accept Federal action and control. 

“The bait for securing state par- 
ticipation is the matching grant, 
which ordinarily suffices to win 
local legislative support because of 
the natural human reaction that if 
someone else is getting some 
Federal money, ‘we might as well 
get our share whether we need it 
or not.’” 


Anderson Appointed 


ST. PAUL._H er be rt Anderson, 
Anderson Motors (Oldsmobile-Cad- 
illac), Virginia, Minn. has been 
named chairman of a committee 
which will submit a proposed slate 
of officers and directors at the Sep- 
tember convention of the Minnesota 
Automobile Dealers Assn. Anderson 
was appointed by MADA President 
aa Rinkel, Merit Chevrolet, St. 

aul. 





Partners-in-Law— 


Eddie Rypkema, right, Eddie's Sales & 
Service (Dodge-Chrysler-Plymouth), Dead- 
wood, S. D., and Deadwood Sheriff Dick 
McGrath, shown here presenting Rypkema 
with an honorary sheriff's badge, agree 
that. “getting a horse” doesn't work in 
law enforcement today. McGrath uses a 
Dodge station wagon to patrol South Da- 
kota'’s rugged Black Hills territory. Looking 
on approvingly is another sheriff, “Wild 
Bill Hickok, who served as first sheriff 
of Lawrence county, of which Deadwood 
is county seat. 







about $1,500 a year for the last 
several years. Obsolete parts are 
sold to the junk man annually. 
He said, 


line of thinking. 

“A good parts man needs know- 
how in buying, selling and deliver- 
ing. Many parts managers have ab- 


solutely no imagination. They just 


bog to go along doing a minimum 
job.” 

Ellsworth backs up this appraisal 
of Boice by paying him about $1,- 
500 a month. In March, Boice re- 


ceived a salary of $1,300 and a 


bonus of $280. 

All the parts department 
workers are on a profit-sharing 
plan and all Ellsworth managers 
participate in a “good” incentive 
bonus plan, according to Ells- 
worth. He said a pension plan 
will soon be in operation for all 
employes, 

Commenting on the parts and ac- 
cessories business this year, Boice 
said the outstanding feature of 
1957 was the surprisingly good de- 
mand for accessories on new cars 
and recently delivered cars. 

In outlining his plans for the 
parts department to Boice at the 
first of this year, Ellsworth said, 
“Which would you rather work for 
—a dealer who wants to increase 
his parts sales 50 times in the next 
10 years or a dealer who merely 
wants to go from sales of $100,000 
to $200,000 a month? Most people 
would take the second objective. 
Well, we accomplished the first ob- 
jective and now all we have to do 
is to accomplish the second one.” 

- * = 


ERE are two of Ellsworth’s 

parts promotion devices: 

1. An on-the-spot bonus to serv- 
ice salesmen for each sale of one 
or two specials. A typical bonus is 
$1 on-the-spot for each sideview 
mirror or floor mat they sell. 

2. A Keno party which has been 
held annually for the past five 
years for any person in the area 
who buys parts. Almost everyone 
goes home with some poultry, as 
well as an introduction to Ellsworth 
and his parts men. 

Discussing the value of parts 
sales to new-car sales, Ellsworth 
said, “It has a very good effect. 
If you get their confidence on 
parts, you have a chance at thou- 
sands of potential car buyers.” 

He has almost completely elimi- 
nated complaints about parts by 
asking each customer if he had any 
complaint and then tracking down 
and eliminating the cause of the 
complaint. 

“The big thing in this parts busi- 
ness,” he continued, “is quick, re- 
liable service. It’s very important 
not to tie up those well-paid me- 
chanics.” 

Ellsworth, whose first adult job 
was school teaching, began selling 
Fords during the depression year 
of 1932. He sold cars in Detroit for 
A. O. Kemp, a Ford dealer in 
Topeka, Ind., some 150 miles from 
Detroit. 

* 7 * 
K=™ moved to Detroit after 

Ellsworth promised to sell 500 
cars a year for him. This quota 
was exceeded and Ellsworth went 
on to become the top Ford sales- 
man nationally in 1935, 1936, 1937 
and 1938. 

Ellsworth then bought out a Gar- 
den City dealer who had been sell- 
ing 40 cars a year. Ellsworth sold 
500 cars the first year. Ellsworth’s 
staff of 45 salesmen now work on 
a monthly quota of 300 cars. 

He said, “The more you stick 
your nose in this business, the 
more fun it is. Furthermore, the 
incentive bonus Ill get from Ford 
Motor Co. this year for selling 
parts will probably exceed the 
profit of many dealers.” 

Ellsworth’s entire operation ap- 
peared to be keynoted by this in- 
scription on his desk: “Small minds 
discuss people; average minds dis- 
cuss events, and great minds dis- 
cuss ideas.” 


“We bend over back- 
wards to serve other dealers. But 
few of them are interested in parts 
—the most profitable end of the 
business. Sometimes -I wish we 
could get the same service from 
other dealers that we give them.” 

In referring to Boice, his young 
parts manager, Ellsworth said, 
“Here’s the best parts man in the 
country. He goes along with my 
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Parts Fleet Booms Business— 


Every month, $100,000 worth of parts are delivered to wholesale and retail cus. 
tomers by this five-vehicle fleet maintained by Ralph Ellsworth Ford, Garden City, 
Mich, Ralph Ellsworth sr., left, and Ralph Ellsworth jr. emphasize instant service, 
alert management and tenacious selling as they strive to push parts volume to $200, 


000 monthly. 


Du Pont Looks Ahead... 


How to Ease Tax Load 





WILMINGTON, Del.—The share 
of the nation’s output going into 
taxes could be cut drastically if 
the tax structure were revised “to 
encourage individual accomplish- 
ment and sustain the creative 
forces of production,” according to 
E. I. du Pont de Nemours and Co. 

The opinion was stated in a 
booklet, “The Story of Taxes,” 
published as part of the “This 
Is du Pont” series. 

Du Pont said the share of the 
gross national product now going 
into taxes could be cut almost in 
half by 1975. The company assumed 
in its calculations that taxes would 
stay near the present level, which 
it said amounted to $100 billion a 
year. 

“The burden will become far less 
if national output is expanded to 
$750 billion—82 percent above 1956 
—as predicted,” du Pont said. 

The company said the share of 
national output going into taxes 
would slip from the present 25 to 
14 percent under its projected fig- 
ures for 1975. 

The cost of government services 
essential to the growing nation 
must remain high, the company 
conceded, but must be kept well 
behind the rate of advance of pro- 
duction if our standard of living is 
to continue growing, The load on 


Miami Dealers 
Seek Top Rank 
For 1958 Show 


MIAMI.—The Miami Automobile 
Dealers Assn. is aiming for top 
ranking among the automobile 
shows of the 1958 model season. 

Following installation of H. Co- 
man Munroe as president at the 
June meeting, the members imme- 
diately went into session with Jerry 
Berger, who managed last year’s 
exhibit. 

As a result of the attendance at 
that hastily prepared exposition, 
Miami is one of the five auto shows 
now rated Class A. 

Factory participation has been 
assured, and efforts are being made 
to have the manufacturers display 
key exhibits which have been 
scheduled for other major shows. 

The Miami show will be held 
Dec. 14-19. The winter tourist sea- 
son will be well under way here 
then, 

A special effort will be made to 
have the “dream cars” of all the 
makers exhibited. 

Munroe, partner in Munroe-Zeder 
(Chrysler - Plymouth), succeeds 
Thomas P. Caldwell (Studebaker) 
as head of the local organization. 

Frank Edelen (Edelen - Buick), 
was installed as vice-president, and 
Charles Bradshaw (Tropical Chev- 
rolet), P. J. Schaefer (Gables Lin- 
coln-Mercury) and Buddy Grentner 
(DeSoto) as members of the board 
of governors. T. B. McGahey jr. 
(Chrysler - Plymouth): continues as 
treasurer. 





the nation will decline only as out- 
put grows faster than tax demands, 

“To lighten the tax burden 

significantly, the nation’s output 
must be increased, and as rapidly 
as possible . . . Nations, like men, 
can carry a burden more easily 
as their strength increases,” the 
booklet said. 

“The interests of all are best 
served by economic growth, and 
the tax system should be judged by 
its impact here,” the booklet said. 
“The progress that the American 
nation has made has been predicted 
upon individual incentives, 

“If these incentives can be en- 
couraged, and the nation’s creative 
energies unleashed, the nation’s 
output can be increased, and the 
burden of taxation made lighter for 
all.” 

Many present taxes have the op- 
posite effect and curtail individual 
incentive as well as initiative and 
the industrial growth which means 
added production and new jobs, the 
booklet said. 

“They detract from the individ- 
ual’s incentive to invest in business 
ventures, and make it more difficult 
to raise new funds for growth.” 
High tax rates on individuals de- 
plete the sources of risk capital 
that are necessary to the new ven- 
tures which can help create new 
products, new jobs, and higher 
levels of prosperity,” duPont said. 

Investors who could afford to 
back high-risk ventures often are 
driven by current income tax 
rates toward investments which 
are safe and sound, “The Story 
of Taxes” said, and the small 
and venturesome firms, a vital 
element in economic growth, are 
finding it increasingly difficult to 
attract capital for growth and ex- 
pansion. 

“Ordinarily, such firms appeal to 
investors by offering promise of & 
high rate of return,” du Pont said. 
“But income taxes absorb so much 
of the retufn to the investor that 
the high-risk ventures lose their 
attraction. 

“Investors stand to gain little and 
perhaps lose all. They thus are 
likely to turn to such things as tax- 
free state and municipal bonds, 
where the net return is substan- 
tially larger than most risky ven- 
tures could promise, and where the 
risks are almost nil.” 

What is needed, du Pont sug- 
gested, is a tax structure that will 
encourage individual incentives, and 
make the opportunity for gain more 
nearly commensurate with the risks. 


Couple Claims Dealer 
Sold Used Car as New 


SALEM, Ore.—Herbert F. and 
Margaret J. Dixon have filed a 
$25,950 damage suit against Capi- 
tol Chevrolet-Cadillac, Inc. They 
allege that the dealership misrep- 
resented a used car as a new 1957 
model in a conditional sales con- 
tract entered into in April. 

The Dixons seek $25,000 in 
punitive damages and $950 in 
general damages. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, 8. PRODUCTION ONLY) 

















Week Week dan. 1 Jan. 1 
ae me teste, Cutmat, Jay?, dalz6 
"ser = toes? 1957" June* 1956° 1957 
AMERICAN MOTORS 1,236 1,015 2,395 9,957 61,873 56,789 
DINED” suitisemsisinitncssrenes ‘ensceones ——bininanien 28 169 4,323 1,345 
MEIER ceveccscee eccccccoveveeccsees  svvseseces 36 83 578 11,073 3,561 
IEE  svcsvecessesevveeseeee 1,236 979 2,284 9,210 46,477 51,883 
CHRYSLER CORP. .... 16,500 14,240 29,732 113,689 488,149 137,582 
RE GONOR  o.ccreccescecesscseceess 1,650 2,053 3,145 11,413 61,206 14,264 
Imperial ..................... 600 164 1,133 4,026 5,764 24,977 
SEO ccncttovccsssscccessccemness 450 1,521 726 7,125 58,591 73,310 
PEGS cxecccccocesseccovsccocsneve 4,300 3,422 7,528 27,194 111,967 174,743 
Plymouth  .................00.. 9,500 7,080 17,200 63,931 250,621 390,288 
FORD MOTOR. .............. 21,215 24,212 38,252 147,859 893,060 1,036,526 
CC eee . a 1,035 444 
xy 19,600 19,194 31,938 127,538 720,695 839,482 
NEEL scrcccsscscvrmonenensness  stesteutee 987 902 2,523 28,424 23,501 
PROP OUFY occ.cesccccccccscscseee 1,615 4,025 5,412 17,798 142,906 173,099 
GENERAL MOTORS .. 33,711 27,642 54,514 223,918 1,756,997 1,577,034 
IIL. sdinssdbisteomsstreenienssmee’ 2,348 3,895 6,554 27,316 326,166 241,321 
SEEN secvesescosccmesensceness 2,016 1,027 3,342 13,390 85,403 87,048 
OID. sucoceceecscncsneseere 24,900 16,619 30,337 126,442 895,504 816,904 
Oldsmobile .................... 2,447 3,831 7,316 30,503 256,072 231,089 
(EEE 2,270 6,465 26,267 193,852 200,672 
a . 1,144 1,001 1,016 4,348 60,629 38,725 
SEINGR . eictiovsereusoncoseusees _, 5 38 13,277 6,091 | 
Studebaker .................. 1,136 1,001 1,011 4,310 47,352 32,634 
Total Cars, U. S........... 73,806 68,110 125,909 500,271 3,260,708 3,446,656 | 
COMMERCIAL CARS 
(0, S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 | 
Ended Same Ended Total Te To 
duly 6, Week, dune 29, Output, July 7, duly 6, 
1957 1956* 1957* June* 1956* 1957 
CHEVROLET ................. 4,900 1,925 7,664 29,320 198,228 192,059 
DIAMOND Ti .... 100 83 122 471 2,632 2,610 | 
TD - Gieencesexensisesess 32 ssbbddieiin 36 182 2,179 1,828 
DODGE 800 1,576 1,194 5,284 47,275 42,322 
FORD 4,300 3,909 7,489 29,331 164,714 189,408 | 
GMC ‘ weenie 750 616 1,624 5,055 51,677 36,122 
INTERNATIONAL ...... 2,369 1,662 3,107 12,329 75,018 61,357 
MACK 200 219 362 1,365 9,975 9,306 
SEIT siciichiecasidbinapmnateocnseemunnete 85 32 135 506 1,975 2,116 
STUDEBAKER.  ............. : 176 292 130 589 7,740 5,915 
WHITE .... 180 310 296 1,158 9,969 8,448 | 
WILLYS asennad 960 851 1,708 6,258 32,554 34,260 
MISCELLANEOUS*** 51 30 85 316 1,864 1,580 
Total Trucks, U.S. .... 14,903 11,505 23,952 92,164 605,800 587,331 
Total Cars, Trucks, 
SNS, Spkelinnianinaieiin . 88,709 79,615 149,861 592,435 3,866,508 4,033,987 
Total Cars, Trucks, 
III. ssinisecaddensedeoenens 7,380 9,564 10,386 39,105 285,802 270,098 
Grand Total, 
Cars and Trucks, 


U. S. and Canada .... 96,089 89,179 160,247 631,540 4,152,310 4,304,085 
Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel 


"Revised. 
Drive, ete. 





N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totals. 


Dealers Tell Me 





(Continued from Page 3) 


courteous customer treatment: 
These are the indispensable in- 
gredients of successful used-car 
merchandising. 

Make them the basis of your 
used-car operation. With this 
kind of foundation your future 
growth is not limited. Your en- 
terprise rests on solid ground. 
And the magic formula that 

brings tangible results from these 
business methods is advertising 
that matches it. 

Make certain your public under- 
Stands the high standards upon 
which you operate. Build public 
confidence in the quality of your 
merchandise. 

Use constructive advertisements 
8} that more and more people will 
feel certain of a square deal when 
they buy from you. That, after all, 


Peacock Ends 25 Years 


With Cadillac Dealership 


JACKSONVILLE, Fla.—Joe Pea- 
cock, vice-president and Cadillac 
Sales manager for Claude Nolan, 
Inc., (Cadillac-Pontiac), has retired 
after 25 years with the company. 
He has been in the auto business 
38 years. 

Succeeding Peacock as sales man- 
ager is Mike Shaar, who has been 
Nolan’s used-car manager nine 
years. 


is the prime requisite of successful 
used car merchandising. 
~ 7” * 


Select Buyers 


HEN an automobile dealer en- 

ters the business he determines 
what class of people he will look 
to for sales. The price of the car 
he takes on determines his mar- 
ket. So, too, can a dealer select his 
used car market. 

Some people will always “shop” 
for the lowest price when buy- 
ing anything, and make “price” 
their only consideration. To ap- 
peal to such a market a dealer 
should specialize in old models 
and employ price-appeal adver- 
tising exclusively. 

The most rapidly growing and 
permanent market is made up of 
people who place satisfaction first 
and price second. This type of 
business is the cleanest and most 
profitable. 

To reach such people a dealer 
must conduct his used-car depart- 
ment in a manner that insures a 
Square deal to every customer, and 
his advertising must make this fact 
known. 

You are able to select the kind 
of used-car buyers you want only 
when the public is assured of the 
quality of your merchandise, and 
the safety of purchasing from you. 
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73,806 Units Assembled... 


Car Production Sags 
To Year’s Lowpoint 


(Continued from Page 1) 


ning 5.7 percent ahead of the cor-|to an estimated 33,711 assemblies 


responding period of 1956. 

Truck output, which is cur- 
rently running 3.1 percent behind 
the first 27 weeks of 1956, totalled 
92,164 units in June—an 8.3 per- 
cent decline from May’s 100,321 
assemblies, but a 5 percent in- 
crease over the 87,627 units turned 
out during June a year ago. 

Output of commercial vehicles 
last week totalled an estimated 
14,903 units—a 37.5 percent drop 
from the 23,952 units assembled the 
previous week, but a 29.5 percent 
boost from the 11,505 units turned 
out during the same holiday week 
a year ago. 

* * + 
HEVROLET, which worked all 
except its Bloomfield (N. J.) 

plant four days last week, led all 
other makers during the holiday 
week with an output of 24,900 cars. 
The previous week the GM unit 
turned out 30,337 units. 

While Chevrolet was working 
all except one of its plants four 
days, Ford division worked all ex- 
cept its Dallas plant three days. 
The result was a production of 
19,600 cars by Ford, which re- 
duced Ford’s lead over Chevrolet 
to 23,000 units for the year to 
date. 

Plymouth, the industry’s third 
largest producer over the first six 
months of this year, turned out 
9,500 cars last week as it worked 
only three days in Detroit. 

” * + 
LL other makers were far be- 
low normal schedules due to 

the Fourth of July hiatus. 

At GM, Buick was off from 
6,554 units a week earlier to 2,348 
last week; Cadillac was down 
from 3,342 to 2,016; Oldsmobile 
was down from 7,816 to 2,447 and 
Pontiac was off from 6,465 to 
2,000 units. All divisions were 
working on three-day schedules. 

The decline dropped GM output 
from 54,514 units the previous week 


St. Louis Show 
Opens Nov. 22; 
Frisco, Nov. 30 


ST. LOUIS. — The Greater St. 
Louis Automotive Assn. has sched- 
uled its 1958 auto show for Nov. 
22 to Dec. 1, according to Ed Hay- 
ward, association and show mana- 
ger. 

San Francisco also has an- 
nounced its show dates. The event 
is slated for Nov. 30 to Dec. 8 at 
the Cow Palace. 

Mike Bilgere, executive commit- 
tee chairman for the St. 
show, said his group feels that pre- 
senting all the new models so soon 
after announcement will produce an 
attendance record. 

Other committee members for the 
St. Louis event are: Entertainment 
—Tom Costello, chairman; Johnny 
Londoff and Chris Pratt. Advertis- 
ing and publicity — Les Francis, 
chairman; Lansing Thoms, Carmen 
di Franco. 

Allied trade and truck exhibits— 
Bill Kribs, chairman; Byron Rob- 
erts, Kenny Mueller. Decorations— 
C. A. Gilbert. Rules and admissions 
—Jack Huetel, A. H. Roeper, Ralph 
Elmore, Irv Jordan, ex officio, as- 
sociation president, and Hayward. 


Auto Accountants 
Meet in Buffalo 


BUFFALO, — The Automotive 
Accountants Assn, for Western 
New York held its first formal 
meeting, with more than 30 ac- 
countants and office managers 
attending. 

Also present were executives of 
the Buffalo Automobile Dealers 
Assn. 

Committees were named and it 
was reported that an additional 50 
men and women have indicated 
their interest in joining the associa- 
tion. It was voted to hold a month- 
ly dinner meeting. 


Louis | 





last week. 
*” * * 

} greg et which worked only 

its Metuchen (N. J.) and St. 
Louis plants, built 1,615 cars last 
week on three-day schedules. The 
closing of the Wayne (Mich.) plant 
and Los Angeles plant also can- 
celled out all Lincoln output last 
week. The two divisions turned out 
5,412 and 902 cars, respectively, the 
previous week. 

The combined Mercury and 
Ford division output last week 
gave Ford Motor Co. 21,215 as- 
semblies, compared with 38,252 
the previous week. 

Chrysler output for the week 
showed Plymouth down from 17,200 
to 9,500 units; Dodge off from 7,528 
to 4,300; DeSoto, still down in De- 
troit, off from 726 to 450; Chrysler 
division (excluding Imperial) off 
from 3,145 to 1,650, and Imperial 
down from 1,133 to 600 units. 


* * * 


[/ESPITE the holiday period, 
Studebaker- Packard was the 








only manufacturer to show an out- 
put gain last week. An increase in 
scheduling activities showed Stude- 
baker climbing from 1,011 units a 
week earlier to 1,136 last week, 
and Packard up from five units the 
previous week to eight last week. 
American Motors dropped from 
2,395 units a week earlier to 1,236 
last week—all by its Rambler 
division. The previous week saw 
the corporation turn out 2,284 
Ramblers, 83 Nashes and 28 Hud- 
sons. 

Canadian manufacturers cele- 
brated Dominion Day on Monday 
last week and as a result built only 
7,380 vehicles, compared with the 
10,386 constructed the previous 
week. 

Output during June totalled 39,- 
105 vehicles, down 19.6 percent from 
the 48,657 cars and trucks turned 
out in Canada in May. 

—Martin L. Wuirmyer. 
* * * 


Chevrolet Wagons 


Produced on Coast 


VAN NUYS, Calif.—Chevrolet has 
begun assembling station wagons 
on the West Coast for the first 
time. A 300,000-square-foot addition 
to the Fisher Body plant here made 
the change possible. 

The Chevrolet plant produces 
more than 150 station wagons a day 
in five different models and ships 
them to eight Far Western states. 























Lighting Engineers on Verge 
Of Breaking Fog Barrier 


UNIVERSITY PARK, Pa.—A 
group of lighting engineers has 
reported progress toward breaking 
the fog barrier with auto and 
highway-lighting equipment. 

Results of 3% years of study, 
directed by the Illuminating En- 
gineering Research Institute for 
state turnpike authorities, were 
demonstrated at Pennsylvania 
State University here. 


C. L. Crouch, technical director 
of the research group, said the 
studies found that “the fog barrier 
can be satisfactorily pierced when 
illumination is directed perpendicu- 
larly to the driver’s line of sight.” 

Test officials said their findings 
were preliminary but that they 
were far enough along to attempt 
a full-scale test at a fog-spot on a 
turnpike. 

The test section of the turnpike 
will be equipped with a number of 
“down-lights,” lights with the beam 
aimed vertically at the road. The 
down lights will be strung on 
cables between existing light poles, 
They will give less illumination 
than existing lights. 

The scientists said the fog lights 
could be controlled by an electric 
eye. When fog reaches a prede- 
termined density, the fog lights are 
turned on and the regular lights 
are turned off. 

Dr. R. H. Blackwell, member 
of the study team from the Uni- 
versity of Michigan, noted that 
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Race Drivers Honored— 


Jim Lewis, right, advertising manager, 
Champion Spark Plug Co., presents the 
Champion 100-Mile An Hour Club gift to 
last year's president, Henry Banks, The 
gift was presented to members at the 
club's annual dinner preceding the Indian- 
apolis 500-mile race. Club membership 
requirements are based strictly on one 
achievement: Completion of the Indian- 
apolis “500 without relief' and at an 
average speed of at least 100 m.p.h. 
Jim Jackson was elected as the club's 
new president. 


headlights are mounted on cars 
= they are of limited value in 

og. 

He said headlights were mounted 
so the light is horizontal to the 
driver’s eyes and he urged neces- 
Sary changes. 

Participating in the demonstra- 
tion in addition to Crouch and 
Blackwell were Charles R. Marsh, 
Penn State and Benjamin S. 
Pritchard, University of Michigan. 


Auto-Lite Sells 
Evendale Plant to 
General Electric 


TOLEDO.—Electric Auto-Lite Co, 
has completed the sale of its Even- 
dale (O.) plant to General Electric 
Co. in accordance with terms ar- 
ranged earlier. The price was $15 
million. 


Completion of the sale was an- 
nounced at a meeting of the board 
at which Gurdon W. Wattles was 
named board chairman. 

Wattles, who had been a member 
of the board and the executive 
committee, is chairman of Mergen- 
thaler Linotype Co. and a director 
of American Cyanamid Co, and St. 
Regis Paper Co. 

The Auto-Lite chairmanship has 
been vacant since the death of 
Royce G. Martin in 1954. 


FTC Charges 
= . 
Denied by Eis 

MIDDLETOWN, Conn. — Eis 
Automotive Corp., manufacturer of 
automotive parts, has denied 
Federal Trade-Commission charges 
it discriminates in price among its 
customers. 

A commission complaint, issued 
Apr. 4, charged that the company 
was discriminating in price by 
allowing rebates to distributor cus- 
tomers who are members of group- 
buying organizations and denying 
similar rebates to independent dis- 
tributors not holding membership 
in such organizations. The company 
says that prior to March, 1954, it 
did grant rebates to certain cus- 
tomers, but this practice was dis- 
continued. ; 

Since that time, the company 
adds, it has granted rebates to all 
distributors on products resold by 
them to jobbers. 


$40,000 Fire at Morton 

ROCKFORD, Mich.—Damage 
was estimated at $40,000 in a fire 
which damaged the service shop 
and showroom of Morton Motor 
Sales (Ford) here. 











City Business— 


The newest official cars carrying out the 
daily municipal errands about the streets 
of Beverly Hills, Calif., are a fleet of 26 
Chevrolets. Awarding of the annual avto- 
motive bid from the city to Rhoads- 
Erskine Chevrolet, Beverly Hills, was the 
occasion for the picture above. From left 
ere C. Raymond Wood, finance director 
for the city; Joe Beals, Rhoads-Erskine 
salesman for 25 years, and H. H. Rhoads, 
dealership vice-president. 


Dodge Deals Send 
2,000 to Classes 
At Chrysler Center 


DETROIT. — More than 2,000 
Dodge dealers, general managers, 
salesmen, service managers, ac- 
countants and mechanics have re- 
ceived advanced training in their 
fields at the Chrysler Training Cen- 
ter here since it opened last fall. 

According to L. F. Desmond, 
Dodge sales vice-president, semi- 
nars on business and financial man- 
agement and on retail sales man- 
agement have drawn the greatest 
numbers of Dodge personnel. 

Attendance, he added, has been 
heaviest from the central area, 
which embraces the Detroit, Cin- 
cinnati, Charlotte (N. C.), Atlanta 
and Pittsburgh region. 

4 Desmond said large enrollment 
increases are expected with com- 
pletion of the Chrysler Corp.’s new 
training centers in Atlanta, New 
York, Chicago and Los Angeles. 


<> 


ern 


NEW YORK. — Marketing ex- 

take an average of one 

tenth of the sales income dollar in 

64 companies recently surveyed by 
the American Management Assn. 


This is a median figure. Actual 
expenditures reported by the sur- 
vey respondents range from one to 
35 percent. 


than half the companies 

surveyed report that their current 
ratio of marketing costs to sales re- 
sults is higher than five years ago; 
one-fourth report lower costs, and 
one-fifth say costs are about the 
same. The trend to higher costs is 
especially marked among consumer- 
goods manufacturers. It also is 
‘more noticable in larger companies 
than in smaller ones. 

Direct selling accounts for by far 
the largest slice of the marketing 
budget among the companies par- 
ticipating in the survey. Four times 

t as much is spent for direct selling 
’ as for advertising and promotion. 


AOR mare ee 


and 3 percent of total marketing 





MEXICO CITY.— How a Euro- 


it pean prince sensationally became 


one of this country’s top car 
dealers is the story of Alfonso 
Hohenlohe Iturbe (ne Prince Al- 
phonse Von Hohenlohe-Langeburg). 

He is president of Distribuidora 
Volkswagen Central, distributor 
for Mexico of the Volkswagen 
line. 

The prince arrived here from 
Europe in 1948 with two German 
automotive technicians. They took 
on a Mexican master automotive 
mechanic and opened up with 
Volkswagens. 

But it was not until 1954 that 
they really got started, rocket style. 
Meanwhile, the prince became a 
naturalized Mexican. He came by 
that naturally, he explains, because 
he has Mexican ancestors. A grand- 
father was Mexican ambassador to 
France. 

Iturbe is tall, bulky, handsome 
and dark, He wears conservative, 
tasteful sports clothes and dark 
sunglasses on duty at the large, 
modernistic Volkswagen offices and 
plant. He speaks English fluently, 
with a slight Teutonic accent. He 
is affable, a good mixer. He claims 
“a host of friends, of all classes of 
society.” 

“Of course, one man could not 
build up to all this,” the Volks- 
wagen super dealer declared, indi- 
cating the big plant that works 24 
hours daily and has an average 
repair-conditioning capacity of 145 
vehicles a day. 

“I have some nice partners, 
most of them Mexicans. We are 
soon to open two branches here, 
and plan two more in the prov- 
inces.” 

The headquarters plant currently 
has a personnel of 238. As Volks- 
wagen’s vehicle production quota is 
still too small, the German automo- 
tive firm has a contract with Stude- 
baker here to do its assembly. 


But, Iturbe said, Volkswagen will 


Tenth of Sales Income Goes 
For Costs, Survey Shows 


most consumer-goods manufac- 
turers consider package design a 
selling cost. Just over half of the 
respondent companies charge 
some or all of their public rela- 
tions costs to marketing. 

Three-fifths of the companies sur- 
veyed, particularly the larger ones, 
try to analyze their marketing pro- 
cedures in terms of profitability 
rather than sales volume alone. 
More than half the survey partici- 
pants figure profits on product 
lines. 

More than half the respondent 
companies are studying the possi- 
bilities of increasing profits through 
new or improved marketing me- 
thods. Many are analyzing market 
areas to determine which sales ter- 
ritories are the most promising. 

Some of the respondents try to 
calculate the return from dollars 
spent on marketing, usually on the 
basis of profit on overall operations. 
A few use the profit standard to 
measure the performance of sales 
managers and branch managers, 
but volume alone, volume compared 
to quota and sales compared to 
selling cost are more common 
criteria. 


Tidewater Opens 
Del. Refinery 


NEW YORK.—More than 1,000 
business, industry and government 
leaders attended the dedication of 
Tidewater Oil Co.’s new Delaware 
cea 15 miles south of Wilming- 

in. 

A highlight of the dedication was 
an aerial salute to the refinery by 
U. 8S. Air Force jet planes. The 
ceremonies were climaxed by the 
unveiling of a bronze plaque by D. 
T. Staples, Tidewater president. 

Other speakers included Dela- 
ware Gov. J. Caleb Boggs, U. 8. 
Senator J. Allen Frear jr., Con- 


George F. Getty 1, general man- 
—_ of Tidewater’s eastern divi- 
n, 












soon have its own assembly plant. 

Iturbe pointed to the increasing 
number of Volkswagen and other 
small cars, mostly European, on 
Mexican streets and roads. He 
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HELP WANTED 


PARTS MAN. Fast growing Mopar whole- 
saler needs experienced counterman. 
Good pay, good location, good opportuni- 
ties. Write references and background to 
Arizona Motor Parts, P. O. Box 2415, 
Phoenix, Ariz. 


WANTED—SALESMEN to cover protected 
territory with an excellent sales promo- 
tion program for dealers. 32% of Los 
Angeles dealers bought this program 
from direct mail advertising. Write for 
complete details, giving sales experience, 
personal history and area desired. Auto 
Sales Aids, 654 8S. Westlake Ave., Los 
Angeles 57, Calif. 


SALES MANAGER WANTED. Well estab- 
lished, expanding, 25-year-old firm needs 
capable regional manager. Must have 
sales management experience. Prefer 
auto parts background, but not essential. 
Some travel required. Home on week 
ends. Excellent salary plus expenses. 
Opportunity for rapid advancement. Give 
full details first letter. Box 7277, c/o 
Automotive News, Detroit 26. 

Giatintnteintiinmmiinninameemmetenenes 

TRUCK SALES MANAGER. Young, ag- 

gressive man with successful sales and 

sales management record wanted by ex- 
clusive truck dealership to take complete 
charge of sales department in major city 
in Florida, Earnings unlimited to a man 
who can qualify, Box 7283, c/o Automo- 
tive News, Detroit 26. 


SALES MANAGER—GM product. 300,000 
population (midwest). Sell 500 units per 
year. Must be able to train and direct 
salesmen. Attractive incentive proposition 
to right party. Give complete details plus 
references. Box 7260, c/o Automotive 
News, Detroit 26. 





DISTRICT MANAGER 


Distributors serving 14 midwestern states on 
sensational low priced imported family car 
competitive with car “V", has career oppor- 
tunity for men with foreign car background 
and district manager's experience. Dealer 
appointment and development program now 
in progress. Better than average salary with 
incentive bonus, insurance and other bene- 
fits. Travel allowance and new car furnished. 
Denver headquarters not required. Send com- 
plete resume and recent photograph to Kur- 
land Motors, Simca Sales Div., 1144 Broadway, 
Denver, Colo. 








CARS RENTAL SYSTEM, INC. IS 
GOING TO EMPLOY DISTRICT MAN- 
AGERS FOR THE FOLLOWING 
AREAS: Boston, Detroit, Pittsburgh 
We are interested in men who have had a 
good background from the standpoint of 
sales and management. This will permit an 
excellent opportunity for men who can qualify. 
Drawing account against commissions—earn- 
ings for the first year should net at least 
$12,000-$15,000. This will be a permanent posi- 
tion for the aggressive and high type pro- 
ducer. 
Cars Rental System, Inc. 

938 Sunrise Lane Fort Lauderdale, Fla. 
Attention: Mr. Lynch, General Sales Manager 


Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 
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Leaves Europe for Mexico... 
Prince Prospers as Dealer 
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now is away from large cars. 

“We sell them on the proposition 
that four Volkswagens can be had 
for the price of a Cadillac—and you 
have a comfortable bit over for 
that visit to Europe,” he explained. 

“We admit that the Volkswagen 
is ugly. But so, we point out, is the 
Jeep, and as is the Jeep, the Volks- 
wagen is so very hardy and ad- 
justable. 

“So people in Mexico are realizing 
that looks are not everything in 
cars, We placed about 3,000 units 


we will be able to double that 
amount this year.” 

The prince began small Germay 
car promotion in Mexico by rage 
driving Porsches, He participateg 
in two Pan American cross coun. 
try races. His hobbies are rage 
driving, hunting and dabbling in 

- architecture, 

He and his young wife (17), the 
Princess Iris, whom he married g 
little more than two years 
make frequent trips to Europe. 

The prince is 33. They have a son, 
Christopher, age seven months. 
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HELP WANTED 


GENERAL MANAGER, Mercury dealership 
in booming eastern Ohio town, Low over- 
head and good sales potential, Does not 


HELP WANTED 


SALES MANAGER — Large metropolitan 
Pontiac deal. Excellent location and op- 
portunity. Must be competent to direct 








necessarily have to have general man- and train large sales force. Send photo 
agerial background. Willing to sell 47% and resume with references. Box 7293, 
of stock for $14,000 if desired. Box 7276, c/o Automotive News, Detroit 26. 





c/o Automotive News, Detroit 26. 


ACCOUNTANT — Progressive Plymouth 
dealer with most modern facilities on 
Florida’s west coast. 
now assistant in metropolitan dealership, 
Box 1726, Clearwater, Fla. 

WE NEED AT ONCE Ford experienced 
mechanics for both truck and passenger 
work, also new-car get-ready men for 
both day and night service. Good work- 
ing conditions, vacations with pay after 
one year, and hospitalization and medi- 
cal insurance. Write direct to Heintzel- 
man’s Inc., 36 W. Livingston Ave., Or- 
lando, Fla. Attention: Joe Wilson, Services 
Manager. 


GENERAL SALES 
MANAGER 


Unusual opportunity with Lincoin-Mer- 
cury dealership for volume operator with 
successful experience in merchandising 
new and used cars, in training and super- 
vising salesmen and in closing. Well es- 
tablished concern over twenty-five years 
in central location in city of million and 
a half population middie Atlantic area. 

Owner has extensive outside interests 
and wishes to withdraw from full time 
activity in dealership. No member of 
owner's family in the business. Oppor- 
tunity to move into functions of general 
manager and ownership in business. 

Salary $12,000 to $15,000 and percentage 
of net profits based on experience and 
general qualifications. 

Write enclosing photo and giving age 
and summary of experience and qualifica- 
tions. All information confidential if you 
request. Write Box 7302, c/o Automotive 
News, Detroit 26. 


Prefer young man 


WANTED 
LEASE CAR MANAGER 


Qualified to take over—direct and man- 
age expandin 
in south. est. 
character—energetic—30 


leasing company located 
‘e want a man with high 
to 50 years of 
age—experienced in all phases leasing. 
Buying — selling — financing—insurance— 
handling used cars—accounting, etc. 


UNLIMITED EARNINGS 


For the right man sizeable ownership in 
company—salary and bonus—yearly earn- 
ings from $15,000 to $30,000. Include com- 
plete resume — background — experience — 
education, etc. All replies confidential. 
P. O. Box 5483, Dallas Texas. 





SALES MANAGER 
Ford Dealership Located in East 


Must be top level with proven experi- 
ence as sales manager and must be 
competent to assume full responsibility 
for sales. Must be familiar with whole- 
sale and retail 
Excellent salary plus incentive. Send 
complete resume and enclose photo. 
Box 7298, </o Automotive News, De- 
troit 26. 


market of used cars. 


SERVICE 
MANAGER 


To Take 
COMPLETE CHARGE 
of 
NEW CAR 
“GET READY" 
DEPARTMENT! 


Must be thoroughly experienced 
With New Car Service Department and 
Operation. Excellent Salary. 


USED CAR 
MANAGER 


FOR VOLUME 
NEW CAR DEALERSHIP 
SELLING IN EXCESS OF 
THREE HUNDRED CARS MONTH 
Four Outlets 
Excellent Salary 
Write or Telephone 


Anthony Abraham 


Chevrolet Co. 


4181 S. W. 8th Street 
Miami, Florida 
Telephone—HI 6-0871 


Apply 
MR. EDWARD G. HARRIS 
Anthony Abraham 


Chevrolet Co. 
4181 S. W. Sth Street 
Miami, Florida 
Telephone—HI 6-0871 





DISTRICT MANAGER FRANCHISES 


Auto inspection and | year warranty service . . . now 
sweeping the country . . . $25,000 to $50,000 earnings. 
Many territories still open . . . successful automotive 
sales background necessary. 


UNITED STATES CAR TESTING CO. 
5327 W. Third St. Dayton 7, Ohio 
MU 1669 
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POSITION WANTED 


grrr a 
RAL OR SALES manager available. 
Excellent top level, proven experience as 


gales manager of one of the largest vol- 
Oldsmobile dealers in New York. 
Particularly competent to assume full 
responsibility for sales, service and busi- 
ness management, Familiar with whole- 
retail and appraisal of used cars. 
will manage GM, Ford or Chrysler Corp. 
dealership in New York—Nassau or Suf- 
folk County. Resume on request. Age 40 
rs. Box 7226, c/o Automotive News, 
Detroit 26. 


Een ae kek 
ACCOUNTANT - OFFICE MANAGER. 


Twelve years’ automobile dealership. 
Broad accounting knowledge, Financial 
statement analysis, Timely reports, Loyal, 
dependable, trustworthy. Box 7261, c/o 
Automotive News, Detroit 26. 


RAL MANAGER OR SALES MAN- 
AGER — Thoroughly experienced in all 
of dealer operations in today’s 
market and metropolitan Detroit. Box 
7296, c/o Automotive News, Detroit 26. 


BOOKKEEPER—NINE YEARS’ GM ex- 
mee desires position in midwest, age 
. Box 7300, c/o Automotive News, De- 


troit 26. 
DEALERSHIPS AVAILABLE 


LING BUICK, PONTIAC in small 
modern city of 3,500. Central Texas in 
heart of hill country and lake area. Will 
gell for inventory—approximately $20,000, 
Will lease or sell modern brick building. 
Box 7251, c/o Automotive News, Detroit 
26. 


ANDLING CHRYSLER, Plymouth and 
Imperial. 250-300 car deal and thriving 

“town 40,000 and 10,000 air base. No real 
estate, used cars or accounts receivable. 
Business showing good profit. Good rea- 
gon for selling. Box 7247, c/o Automotive 
News, Detroit 26. 


———_——————————— 

FOR SALE OR LEASE. Dealership, han- 
dling Chrysler-Plymouth, in small south- 
western Pennsylvania town, Large trade 
area. No Chrysler Motors dealer close. 
Box 7248, c/o Automotive News, Detroit 
26. 


oo 
MUST SELL—Handling Dodge, Plymouth 
and Dodge trucks, annual potential 250 
units. Modern facilities, good location— 
with or without used cars and receiva- 
bles. Nice town, excellent trading area 
eastern section Texas. Priced to sell. Box 
7279, c/o Automotive News, Detroit 26. 








HONOLULU DEALERSHIP AVAILABLE 
Established leading middle-priced car. 
Profitable operation. Will sell capital 


stock at fair book value with sufficient 
personal guarantee against any tax as- 
sessments or undisclosed liabilities. $150,- 
000 will handle. Box 7281, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP, HANDLING PONTIAC, in 
Iowa. Trade area of 165,000 industrial 
and farming area. 300 car potential, 
minimum parts inventory, adequate shop 
equipment, Excellent facilities with good 
lease. Box 7265, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING FORD in small 
midwest town. Good trade area, Buy or 
lease building. 100 car potential. A good 
place to learn the business. Box 7266, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Lincoln-Mer- 
cury in metropolitan New Jersey. Lo- 
cated in town of 35,000. High potential 
of business. Has always operated in 
Diack. Used car lot located in best sec- 
tion. Building can be leased reasonably. 
oY 7270, c/o Automotive News, Detroit 


DEALERSHIP HANDLING BUICK—Ex- 
cellent used car operation and very prof- 
itable service operation. Attractive lease. 
Located in heart of New England. Good 
Price class maintained. Dealer wishes to 
sell to pick up options on two other 
Places by August ist. All replies confi- 
dentially received. Box 7272, c/o Auto- 
motive News, Detroit 26. . 


DEALERSHIP HANDLING BUICK for 
Sale in N. C., Charlotte zone; been in 
business many years, never changed 
hands, doing good business, Will require 
approximately $24,000 to take over. No 
accounts or used cars to buy. Good lease 
on building. New car potential 125 to 
160. Box 7278, c/o Automotive News, 
Detroit 26. 


arrears 

FOR SALE—DEALERSHIP handling Pon- 
tiac and Willys in Wyoming town of 
9,000. Low overhead; shop absorption 
average 80 percent. Write R. E. Burnett, 
Rawlins, Wyo. 

FOR SALE—AUTO AND farm machinery 
dealership, handling Pontiac cars, J. IL. 
Case machinery. County seat town, Red 
River Valley, North Dakota. $400,000 
gross sales year. Good clean stock, parts; 
no blue sky to buy. Box 7294, c/o Auto- 
motive News, Detroit 26. 


i lth t 
_ NEW CAR AGENCY (Big 3) with used- 


car lot (New York area); low overhead, 
excellent facilities; buy for parts and 
equipment; no real estate. Box 7295, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING BUICK located 
in suburb of Los Angeles, Favorable 
lease, No used cars or accounts receiv- 
able. Must have factory approval, Priced 
to sell, Box 7304, c/o Automotive News, 
Detroit 26. 


FOREIGN CARS, over 500 units annually, 
beautiful set-up, fine service, parts sales, 
top lines, Southern California’s best area. 
Very profitable, established 1950; part- 
nership available because of  iliness. 
$45,000 required, Box 7301, c/o Automo- 
tive News, Detroit 26. 





OLDEST DEALERSHIP HANDLING PLYMOUTH- 
DeSOTO IN COLORADO 

Death .of husband requires sale of good vol- 

ume, well equipped dealership near downtown 

Denver. Will give long term lease on build- 

ing. 

Box 7299, c/o Automotive News, Detroit 26. 








AMBULANCE & HEARSE 
DEALERSHIPS 


Protected state franchises available. Requires 
sufficient cash or credit for financing demon- 
strators and inventory of traded-in used units. 
Profits and success limited only by personal 
limitations as products already widely recog- 
nized and accepted. Excellent opportunity. 
Must have background and references in ini- 
tial reply to be considered, All confidential. 
Box 7256, c/o Automotive News, Detroit 26. 





DEALERSHIPS WANTED 


WANTED: WESTERN STATES GM or| 


Ford products. Any size, any price. Cash. 
I have factory approval and guarantee; 
your reply kept confidential even from 
factory. Box 7305, c/o Automotive News, 
Detroit 26, Mich. 





FORD OR GM—200-400 deal. New England 
only. Might consider partnership. Former 
dealer, reply strict confidence. Box 7264, 
c/o Automotive News, Detroit 26. 


DEALERSHIP SELLING GM CAR, single 
or dual, 300-400 car potential, located in 
midwestern states, factory approval as- 
sured. All replies kept confidential, Box 


7297, c/o Automotive News, Detroit 26. 





WANTED 
NEW CAR AGENCY 
"BIG a7 


New York or Surrounding Area 
Have factory approval and ample 
capital 


FLE! 
201 East 184th St. Bronx 


Salesmen now calling on body 
glass dealers to sell Gienn Mitchell's Colli- 
sion & Glass Estimator Catalogs. Fastest sell- 
ing—liberal 
mission. 
territory covered. 


P. O. 


TRUCK 


EXPERIENCED AUTOMOTIVE auctioneers 





@ Obsolescence Disclosed 


@ Analysis of Methods and Procedures 
| Full time experts. No pick-up part time help. | 


Automotive Inventory Service Co. 
| 10040 Freeland Detroit 27, Mich. 


ATTENTION 


CAR LEASING COMPANIES 
NEW ENGLAND & NEW YORK AREAS 





We are interested in buying all or part of 
your business. All replies in strictest confi- 
dence. Write to 


S. M. ROSE, Pres. 
ET TRANSPORTATION, INC. 


58, N. Y. 





REPRESENTATIVES WANTED 


WANTED 


shops and 


commission and renewal com- 
Write advising present line and 


Service 


Glenn Mitchell Catalog 
San Diego 10, Calif. 


Box 1505 





DECAL TRANSFERS 
DECALS; no charge for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio, 


DEALER SERVICES 


to liquidate your entire garage, shop, 
tools, automobiles, etc, If you live any- 
where in the northeastern U. 8S. and want 
confident service, write, wire or phone 
Associated Auctioneers at 9 Airport Rd., 
Scotia, N. Y., or Tel, Sch’dy, DI 6-6666 
or EX 9-3102. 


INVENTORY SERVICE 


Parts and Accessories 
® CERTIFIED REPORTS + 


Shortage or Overage Established 
Inventory Investment Evalvated 


Call or write for service details 





WE 3-6445 





SALES DOWN? 


Fire up your sales force and generate real 


| selling steam with one of these 10 sales con- 


Write Box 7306, c/o Automotive | 


News, Detroit 26. 





BUSINESS WANTED 


WANTED 
Auto Leasing Company 
50 to 700 Cars 


We would like to purchase, for 
cash, an auto or truck leasing 


company and/or long-term 


auto lease contracts. Pacific 
coast and western states loca- 
tion preferred. 
All replies will be held strictly 
confidential. 
Box 7303, c/o Automotive 
News, Detroit 26. 





CARS FOR SALE 


WHEN—July 30, 1957 


Public Sale of Penna. State Used Cars 


100 CARS IN HARRISBURG, PENNA. 


1955-1956 Chevys—Fords—Plymouths 
Low Mileage 
Also Older Models 


Other cars and trucks at Aspinwall and Uniontown 


These cars may be inspected Monday through Friday, 8:30 A.M. 
to 5:00 P.M., holidays excepted. General public and dealers 
are invited to bid. Invitations to bid, listing cars, together with 
instructions to bidders may be obtained by writing to: 


J. D. Adams, Director, Automotive Bureau, Commonwealth Garage, 
22nd and Forster Streets, Harrisburg, Penna. 










HOW—Sealed Bids 











| P. ©. Box 417 


| 


We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis. 


Berkeley 4, Calif. 





tests designed to put Vim! Vigor! and Vitality | 
into your sales activity. 


Send Today! 
All Ten Contests 
$5.00 


SALES CONTESTS 








MILITARY BUSINESS 


— Got Your Share? — 


Military people will want to: 


Finance for 30 to 36 months. 

Register and Title cor out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 


MILITARY FINANCE CO. 

502 Tioga Bidg., 2020 Milvia 
THornwal!l 5-2275 
ee ~~ * for Military 





Flint, Michigan | 





CARS FOR SALE 


ATT’N DEALERS! 
1956 


FORDS 
AND 


PLYMOUTHS 


ANY QUANTITY! 
PRICED TO MOVE! 


All 4-dr. ex-taxis with heater / defroster, 
good tires, clean inside and out. All in 
excellent operating shape; most in service 
only 8-10 months. Many available with 
power steering and automatic transmission. 


- 
Don't walt ... call, wire or write 


CURRY CHEVROLET 


Broadway and 133rd Street 
NEW YORK * ADirondack 4-6000 


AUTOMOTIVE NEWS 


WANT ADS 
BRING RESULTS 





AUTOMOTIVE NEWS, JULY 8, 1957 


CARS FOR SALE 





Lloyd - Wagen 
GERMAN WONDER CAR 
$1,295 P. O. E. 


Dealers Inquire 


Gallagher Motors, Inc. 


Importers 
West of Mississippi 
907 E. Pike St. 


1956 
DODGE-PLYMOUTH-FORD 
EX-TAXIS 


Painted Stock Car Colors 
PRICED RIGHT 


Automatic Transmission, Heater, De- 
froster, All Good Rubber, Some With 
Power Steering. 

Quantities from 5 to 500. 


Straight Bodies, Good Grilles 


EASY TO CONVERT 


Write—Wire—or Phone 
Harold Peterfreund or 
Manny Mouber 


FUTURE MOTORS INC. 


37-01 Queens Bivd. 
Long Island City, N. Y. 
ST 4-635! 
N. Y.'s Largest Volume Taxi Decler 


West Coast Representative 
AUTOTERIA 
E. 3104 Sprague Ave., Spokane, Wash. 
Phone: Keystone 5-1639 





CARS WANTED 


SEVEN PASSENGER CADILLAC limou- 
sines, ambulances and hearses. Must be 
2836 


sharp. 


Ridgway, Belmont 4-6611, 
N. E. 


Sandy, Portiand 12, Ore. 
PARTS FOR SALE 


BUICK PARTS 


50% DISCOUNT 


UP TO 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 


TRUCKS FOR SALE 


FOR SALE—One 1951 G.M.C. tow truck, 

model W 35 E, heavy duty, two speed 
8.25 x 20 tires. 
Falcon | 
West Pike St. Ext.,| 


axle, cab over engine, 
Holmes Wrecker. Very 
Motor Co., Inc., 
Canonsburg, Pa. 


SHOP EQUIPMENT FOR SALE 


clean. 








FOR SALE—DE VILBISS spray booth 12° 
side 
door and vent stack. $1,200 F.O.B. Han- 
sen Buick, Inc. Whiting, Indiana. Phone: 


x 24° filter doors, blower, 


lights, 


ES 5-7522. 
SHOP EQUIPMENT WANTED 


USED JOHN BEAN VISUBALANCER 
Advise condition and 
Chester 


wheel balancer. 
price. Tate Brothers, Church and 
Sts., Jackson, Tenn. 


Seattle 22, Wash. 














55 








ANTIQUE CARS FOR SALE 


ANTIQUE—1930 AUBURN CARTIOLET, 


rumble seat, wire wheels, four new tires, 
runs very good, top excellent. You can 
drive this one home for $450. Upton 
Ward, Trading Ward’s-25 years on Hus- 
band St., Stillwater, Okla. 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 





DEALERS' SPECIAL (F.0.8. Factory Net) 


$52.3 Fed. Tax Included 


WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 
Less Guide Cables 


GUIDE CABLES 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$9.90 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four Gon Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 
* * 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 


Since 1939" 





Ramsey, 
Inc., 175 Jefferson, Lexington, Ky. 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5945 23% 
couse, | SGM 
BRAKE HOOK-UP.......... 


$21.50 


QUICK-TOW SBumper- 


TowKinG 


$35.00 
$45° 
Tow Bar Sales Co. 


4 Point 
Hook-Up 


Exclusive Distributors 


Factory 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8868 Nites: BA 1-8717 


Call Collect "5, 50’ 
40 So. Clinton St., Chicago 6, Ill. 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 
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ASK YOURSELF: 


“How can 
make my dealership 


fitable?” 


more pro 


When you’re looking for ways to 
get increased net profit out of your dealership, consider 
all aspects of your financing service. 

You should look not only for funds, but also for 
practical help in building profits in all departments. 
That’s the kind of help you get when you deal with 
Universal C.1.T. 

One way, for example, in which our plan improves 
your profit picture is through the Service Insurance 
claim adjustment policy that helps you increase your 
expense absorption. Records show that, in the main, 
Service-adjusted insurance repairs are made in fran- 
chised dealers’ service departments—thus increasing 
shop income from insurable damage repairs and parts 
and service sales. 

Another business-building benefit you enjoy from 
Universal C.I.T. is a field-tested Used Car Selling 


eT 


System—to help you sell used cars more quickly and 
more profitably. Our facilities to check credit anywhere 
in the country through more than 400 offices and give 
you fast reliable credit decisions mean maximum sales 
potential for you and your salesmen. Moreover, we offer 
the most comprehensive series of salesmen’s training 
programs, leading to greater penetration of your time 
sales market and to increased total finance income. 

When Universal C.I.T. is your active partner in 
selling, you can be sure to cash in on every opportunity 
for profit. 

Isn’t this the kind of financing service that’s 
best for you? 

Ask your local Universal C.I.T. representative to 
show you the new brochure “Exclusive with Universal 
C,.1.T.” that tells the complete story of how C.1.T. can 
help you increase your profits. 


Universal C.1.1. Credit Corporation 


IN CANADA: CANADIAN ACCEPTANCE CORPORATION LIMITED 


he lime Purchase Plan 
tor Carefree Driving 





